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competitive selling is here again F SeWMbit/ 


Competitive selling frequently means mark-downs and short profits to many shoe 
merchants. Yet today Poll-Parrot dealers are saying: “So what!" For they're enjoying 
the rewards of the record for va/we Poll-Parrots upheld right on through the 
sellers market just past. It was then that this famous brand won its highest acclaim 
. earned its most grateful customers. For here is a shoe, whose maker maintained 
the same high standards of craftsmanship, full value and fair price a// through that 
trying period! The buying public recognized it then... and remembers it today! This 
steadfast policy during the war years is paying off in volume and PROFIT. Today, 
more millions of mothers are buying more Poll-Parrots than ever before! 
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Poll Parrot 


AND STAR BRAND SHOES FOR BOYS AND GIRLS 
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Queens of Fashion 


choose the Queen of Suedes 
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Silka Suede = 
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So soft, so velvety, so truly 
feminine is Silka Suede that its appeal 
to fashion conscious women is irresistible. ro 


They love the fine, close nap that always 


_ Sta 
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looks smooth no matter which way you 





brush it. There’s a cutting advantage in Z 

that nap that’s something to think about. : } a 
wy, 

Send for samples of Colonial Silka Suede / MS 


and you'll see what we mean. 





Colonial Tanning Company, Inc.. Boston 11, Massachusetts 
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FOR CHILDREN, MISSES AND SENIOR MISSES 





Ht takes fine materials and good workmanship to produce good shoes. 


That's why Kali-sten-iks are classed with the finest in footwear. 


Shoe merchants everywhere have always associated the name of 


Kali-sten-iks with Quality and Dependability. 





THE GILBERT SHOE CO. 


THIENSVILLE, WISCONSIN 
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Canadian rate $3.50 per year 
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In shoes there's a diflerence. too . . . the 


difference between the “prize catch” . . . the 


Pace-Setters, have not only the style, the full 





. and just ordinary footwear. H-R 


shoes, whether they be Doctors, Nu-Matics or 





THIS Nu-Matic, and every 
Nu-Matic has, for instance, a 
shank of tempered spring stee! 
that adds valve to the shoe. 
comfort and lasting-qualities, 
and provides a plus sales fea- 
ture for you. 





finished appearance, but the in-built 


features that help make sales . . . 





NATIONALLY 
POST, COLLIERS, 

















PRODUCTS OF PRIVATE ENTERPRISE -—- FOR INDEPENDENT DEALERS ONLY . 
Three comprehensive, Nationally Advertised lines — and as the ads say: sold only 
by independent dealers who are professional! hands at shoe fitting; double assurance 


of customer satisfaction. 


ADVERTISED IN 
LIBERTY, ESQUIRE 
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HOLLAND-RACINE SHOES, ine. memean 
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TREMENDOUS 
WHITE SHOE SEASON 
IS IN THE MAKING 


G. LEVOR & CO., INC. 
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Tanners Since 1876 
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- TAN-ART SUEDE 


GLOVERSVILLE, W. Y. 



























An established, consumer-approved brand. Fine fit. Proved foot-health 
features. Quality workmanship. A single resource from tots to teens. Adds up to an impressive 
total, doesn’t it? That’s what makes Pollyanna the bread-and-butter brand for children’s and 


misses’ operations in leading stores and departments. Good for your store, too. 


A.S$. KREIDER SHOE CO. 


NEW YORK CITY SHOWROOM 


: ANNVILLE, PA. 
Marbridge Blidg., 47 W. 34 St. 
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e@ Walk-Over believes in spreading the news 
about their shoes where it will do the 
most good. Distinctive and consistent 
advertising in pacemaker publica- 
tions like Esquire, Life and 
Collier’s, influences the 
men who count... the 
quality and style- 

conscious people who 


set the pace in each 


community. 


* 
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ALK-OVER SHOBS 


New York Sales Rooms, Geo. E. Keith Company, 
Marbridge Building—822 and 906 Brockton 63, Mass. 
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A half dozen steps 


end a seven-year habit! 


Mrs. Starcher stepped out of her limousine and swept 
into the store. She stared down at me sternly as her 
chauffeur handed me one of our shoe boxes. “Mr. Winkle.” 
she announced, “I have been buying the same style shoe 
from you for seven years.” 

“That is correct, Mrs. Starcher,” I answered. 

She nodded disdainfully at the box. “Why, then, do 
you suddenly send me something different ?” 

I took the oxfords from the box. “Just as my note ex- 
plained, Mrs. Starcher, your old shoe is discontinued.” 

Mrs. Starcher stiffened. “That’s impossible. I won't 
wear any other shoe!” 

“But Mrs. Starcher, this new oxford is made on almost 
the same last. And it has something the other shoe didn’t 
have—a soft insole of Armstrong’s Cushion Cork, You'll 
find these shoes even more comfortable.” 

“Nonsense,” snorted Mrs, Starcher. 

“Just try thera, please,” I suggested. Reluctantly. Mrs. 
Starcher sat down while I slipped the shoes on her. 
“Cushion Cork cradles your foot,” I said. “And it's very 
flexible. Makes breaking in much easier.” 

The dowager sighed, “You salesmen are irrepressible.” 


a TE i COMFORT TO EVERY STEP 









I stood up. “Just take a few steps.” I urged. 

Mrs. Starcher pressed her lips together firmly as she 
walked. “I’m quite certain my old shoes . . .” She stopped 
suddenly. “Why, I think these might do after all.” 

“I'm sure they will,” I said. “You'll enjoy the extra 
comfort of Cushion Cork as long as you wear these shoes.” 

The dowager smiled slightly. “In a way, Mr. Winkle. 
I'm rather glad I've been obliged to change. This shoe 
seems exceptionally comfortable. But I warn you, young 
man, if this shoe doesn’t continue to be satisfactory, you 
certainly shall hear from me.” 

And hear I did. Every order she’s sent in since has 
read, “. . . and please be sure to give me the oxfords with 
Cushion Cork.” 


* * * 


MAKE A HABIT of telling your customers about the extra comforts 
of Armstrong’s Cushion Cork. This comfort story will help make 
easier sales and more prohts for your store. Be sure to specify 
Cushion Cork in your next shoe order. It’s available in <> 

men’s, women’s, and children’s shoes. Armstrong Cork Co.., fA) 

Shoe Products Dept., 9608 Arch Street. Lancaster, Pa. 


ARMSTRONG’S SHOE PRODUCTS 


BOX TOE MATERIALS + FLEXICORK + FILLERS 





CUSHION CORK, FLEXICORK ARE REGISTERED TRADE-MARKS. 
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Millions of women will 
see Drew Shoe advertise- 
ments in leading national 
magazines this fall and 
winter. With a cooperative 
program in other media this 
is going to mean a profitable 
telling season for retailers who 
feature “‘style with comfort™ .. . 


°- 
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Shoes by Drew. 





LANCASTER, OHIO 


NEW YORK: 746 MARBRIDGE BLDG. 
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The IRVING DREW CORPORATION 
















: wz No. 1870 
i BUCK-O-LURE 


No. 4882 
PATTY 





No. 1824 | T 


SUSANNE 





No. 1878 
NYMPH 


@ These four styles will be featured in | 
KICKERINO advertisements appearing 
in such national magazines as SEVEN- 
TEEN, MADEMOISELLE, JUNIOR BAZAAR, 
TODAY'S WOMAN and MODERN 
SCREEN. Cash in on KICKERINO’S iin- . 
tensive advertising and merchandising 
program by having these styles in your 
stock. Our representative will call at- 
your convenience. Let us know when. 
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They stand for Quality 


with an for Excellence! 




















Evaline, Brogi and Jimmy Pig represent the fine leathers 

tanned by John R. Evans & Company. Behind them is the enviable reputation gained 
by a ninety-year old firm whose first concern always has been and still is to 

produce only first quality merchandise. Today, with everyone quality minded, it is 


more than ever essential that you specify these 






3 So fp BOTA SS 
,' Evans Quality — AcCAS © 
KID ' ! 
Ruby — Black Kid, Glazed and Dawn Peerless White Glazed Kid 
Cara— shrunken, crushed kid, Black and Colors Peerless Colored Glazed Kid 
Cara— shrunken. crushed kid, White Peerless Linings 
Brogandi— Sturdy Goat, Black and Colors PIC 


Brogandi— Sturdy Goat, White 
Valencia — Glovey-type kid, all colors 
Bokhara — Rich Grain, Black and Colors 
Bokhara — Rich Grain, White KIPS 

Evanette Black Suede Evanide Kips — Clear Finish 


Jimmy Pig — Whites, full grain 
Jimmy Pig — Colors, full grain 


JOHN R. EVANS & COMPANY, CAMDEN, NEW JERSEY Est. 1857 




















Elasticized shoes are wonderful in 


(‘ara ° 


the Textured Kid by Evans 


Cara is not a grained leather. It is shrunken and crushed to 
produce its interesting texture. This process is the result of years of concentrated effort to produce 
a leather of uniformly outstanding quality. 

Cara is available in a wide range of excellent colors, and is most suitable for lined as well as 
elasticized shoes. 


... these are itis 
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for Every Member of Any Man’s Family 


This handsome, supple, sturdy, grained goatskin really is versatile! Practically any shoe 





you can make is a better shoe when you make it of Brogandi. When a leather is used as Brogandi 
is used, for so many different types of shoes, naturally the reason is outstanding quality. 


, | ( uality Leathers 


JOHN R. EVANS & COMPANY, Camden, New Jersey 
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‘ with — Qu al ity Leathers br be 
Peerless Linings are full grain leather, and are made z # 


in many colors. They are always the first choice of shoe manufacturers ae 
whose foremost concern is excellence. Peerless Linings are 
featured products of the Evans Tannery, long recognized Fe 


as the leading volume producer of quality linings. 4 a 
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JOHN R. EVANS & COMPANY, Camden, N. J. 
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IN ature can't be hurried . . . nor can the skilled process of 
drying blocks. 


Our resource — Fitzpatrick & Weller— one of the world's 
largest producers of blocks — are constantly seeking every-facility 
in equipment to speed-up block drying. As yet the natural drying 
of wood remains the only and most acceptable procedure . . . 
a time-consuming process. Nature just can’t be hurried. 

Coping with this situation Sterling is 
doing its utmost to maintain deliveries. 


STERLING LAST CORP. 


Americai Aoremost Aathionera of Lata 
335 EAST 27TH STREET, NEW YORK 
Boston Office 2/0 Lincoln Street 


CANADA ENGLAND AUSTRALIA 
Canada Last Co. Mobbs & Lewis, Ltd. GS. N. Raymond Pty, Ltd. 
Preston, Ont. Kettering Melbourne 


13 





Coot and Shoe Recorder 





“44 


ot tt 


= 


In Birmingham, Ala., 50% of the women shoppers interviewed at 
. in your store . . 


Selby-Bonfield Co. read Ladies’ Home Journal 


ALL OVER AMERICA* CUSTOMERS COME IN WHEN THE JOURNAL COMES OUT 
In your town . . 


MOST OF YOUR GOOD CUSTOMERS READ «oe sum 


He 


2 61,209 interviews—159 cities—14 categories of stores conkirm this. fect. Results upon request—Lodies’ Home J 
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there’s more gold 


in brocade 
backed with 


Firestone 
Contro* 


the quality elastic backing 


The most important thread in brocade is not 
the gold that glitters, the silk that glows, 

but the elastic backing that gives it its 

fitting shape! And such an elegant shoe as 
brocade should have custom-like fit . . . 
Contro fit. For Contro shapes to every foot, 
flexes with every move . . . and keeps its 
fitting shape with miles of wear. 

It's the quality elastic that holds stronger, 
holds longer, has added pep and stretch 
because it contains the magic rubber vitamin, 
Vitalin. So dress your brocades, and ail 

your shoes with Contro backing . . . it's your 
golden opportunity to make more profits! 
Write or call Firestone-Akron or our 

New York Sales Office, Empire State Building, 


New York 1, for further information. 
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How to Combine Toe Style and Toe Comfort 


For toe freedom—like walking on clouds—use Celastic box toe 
material. There's a three-in-one union of box toe doubler and 


lining—that keeps linings sag-free, wrinkle-free. 
Keep toe styles smart—use Celastic to reproduce accurately the toe lines of the last. 


Both toe comfort and style are a step ahead with Celastic. 





UNITED SHOE MACHINERY CORPORATION, BOSTON, MASSACHUSETTS 
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Compare 4 Hound's 
Val-Cork Sole . . . 
suction cup principle. 





Paw with 
note sdentical 





Says Filling Station Attendant « 
“The Vul-Cork Sole does not soak up oil as 
other soles do, and wear and stand up better 
than any sole I’ve ever used. They keep their 
shape well too — don’t bulge or get ragged.” 


Says a Large Express Company + 
“The employees using Vul-Cork Soles report that 
they have proven valuable as a protection 
against sliding and slipping on car doorsills, wet 
cement, modern platforms and car floors.” 


An Electrical Manufacturer Doesn't 
Pull His Punches in Speaking + 
“They are the best non-skid soles we ever had.” 


About Wearing Qualities a Rail- 
road Company says * “These soles are 
very good, lasting three times longer than ordi- 
nary soles under the same working conditions.” 


From a Prominent Steel Manu- 
facturer © “We tested Vul-Cork Soles in the 
open hearth department where practically all 
conditions such as heat, weather, rough service 
and other factors are found. Our men state Vul- 
Cork soles have stood up much better than other 
soles. We recommend them to anybody that de- 
mands a sole that would stand up under very 
severe conditions.’ 








Vul-Cork Soles on Dispicy 
Tanners’ Council Allied Products Leather Show 
Room 1007 — Hotel Belmont Plaza 
New York City — September 3-5 
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CAMBRIDGE RUBBER COMPANY - 


VUL-< 


ALLEN-SQUIRE CO. . 

H. CHILDS & CO., IN« 

CHARLES A. EATON CO 

Brockton, Mass 

GENERAL SHOE CORP., Nashville, Tenn 
(Statler Service Shoe Division) 

GEORGIA SHOE : 


Flowery 
J. M. HERMAN SHOE CO., Mil 


HANOVER SHOE CO 
(Men's and Boys’ Styles) 


MM 
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. Spencer, Mass 


CoO 


Farmer calls Vul-Cork “A Farm 
Sole ¢ “Those Vul-Cork Soles are really a farm 
sole, they wear farther than any sole I’ve ever 
worn, they grip on roofs and climbing so you 
don’t slip, they're really water-proof, and the 
farm acids that ruin other soles don’t seem to 
affect Vul-Corks the slightest, and I never had 
anything on my feet so good to keep out cold 
and heat.” 

A Milkman Praises Vul-Cork Insul- 
ation « “I deliver milk for the Milk 
Co., and I was out in all kinds of weather. They 
are the best soles | ever wore for comfort in 
winter and for being cool in summer.” 


About Comfort an Airline Company 
says *“ chief praise for the soles is that 
they are not soft and springy as crepe, and yet 
they are easier on the feet.” 


A Coke Manufacturing Firm Adds 
“Flexible Excellent, easy on our feet and 
shock absorbing.” 

And these Three Quotes from Re- 
tailers * “We have noted a very marked 
growth in appeal and popularity pepping up our 
sales as no other single feature has done lately.” 
... “We think they are the best soles ever put on 
ashoe!"’. . . “Results have been most gratifying; 
our service shoe sales have greatly increased.” 


Pittsburg, Pa 


(Men's and Boys’ Styles) 


Brane, Ga 
lis, Mass 
Hanover, Pa 





AMBRIOGE 


SACHUSE 


n Md 





VUL-CORK STYLES ARE FEATURED BY THE LEADING MANUFACTURERS 
KAFFRARIAN BROS. BOOTS (Pty) LTD.., 
King Williamstown, So. Africa 
MILWAUKEE SHOE CO.. Milwaukee, Wis 
NATIONAL SHOE CO., Lynchburg, Va., 
Div. Craddock-Terry Shoe Corp, 
ALBERT H. WEINBRENNER CO. 
Milwaukee, Wis. 

Thorogood Work Shoe Division 
WEYENBERG SHOE MFG. COMPANY, 
Milwaukee, Wis. 
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MAKES SHOE 
ADVERTISING HISTORY 


MB SUNDIAL made shoe merchandising history with its One Name 
— One Line — One Merchandising Policy — a great family line with 
shoes for all the family, under one tradename — SUNDIAL. 


MB Now, SUNDIAL makes shoe advertising history, adding to its 
regular, extensive newspaper schedule a series of advertisements which 
feature “‘shoes for all the family”, in the entire SUNDIAL list of 39 
papers from Maine to Florida, reaching a circulation of 7,783,558. 


Also it runs in full-page, full-color copy (similar to the black and 
white reduction shown here) in the great New York Sunday News, 
reaching 4,800,000 additional families. Thus is the slogan One Name 
— One Line — One Merchandising Policy made to “‘live,”’ featuring 
shoes for all the family in advertising for all the family. This enlarged 
SUNDIAL campaign is being run to make more sales and profits for 
you. To get your money’s worth, feature SUNDIAL to the limit. 
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OBE NAME 
OBE LINE 
OBE MERCHANDISING POLICY 
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This advertisement appears as 2 full- 
color; full-page in the Sunday, August 
24 edition of the New York News. It 
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MANCHESTER NEW HAMPSHIRE 
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Select the Cement 


That meets the need 


Results satisfy — when you use a cement that is specifically 

made for the specific work to be done. Take Lip Cementing 
for example. Here Be Be Tex 765 dries quickly yet holds its 
tack, provides superior strength when set and works well on 


firm, close grain and heavy weight insoles. 


Although each of the many United cements is made for a 


particular operation, some are very satisfactory for more than 


one need. Your United representative can assist you in making 
efficient selections and will provide you with demonstration 


samples of any adhesive. 


Cements for General Shoemaking Operations 


BeBe Bond--. BeBe Tex 


SOLVENT TYPES LATEX TYPES 
Preducts of BB Chemical Co., Cambridge, Mass. 


You will find the 
cement that fits the 
task in “WAS Ad- 
hesives”, a handy 
reference booklet 
describing over 
ninety shoe factory 
UNITED SHOE MACHINERY CORPORATION adhesives. 
Boston, Massachusetts 
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WHITE HEEL WITH WHITE DUFLEX 


A Superfine Clinie Oxtfor NAPLINE SOLE AND TOPLIFT 


REG. U.S. PAT. OFF. AND CANADA 


Our Famous Clinic Last and Seamless Pattern 
LINED 


Style 419 — White — Retails $7.95 


THE CLINIC SHOE seg THE CLINIC SHOE 


Top-Grade Genuine White Shrunken Brogandi Kid 


Skin, extra heavy weight, with white Pepperell lined vamp. : 
=A, White Duflex Napline Sole q} . 
>) White Welting * 
/\\ 
a) 


a 12 8 White Soloid Heel with Nap Toplift a" 
be oa Ben "s Meena 6 astk: fp Yewiay CD 
mn (yk. 6 10 AAAA * 4%/10 AAA-AA @ 4104 ij ({yadi 


US 8 314/10 B-C 
IN STOCK 


Order in 36 — 72 — or 108 pair units 


‘THE JUVENILE SHOE CORPORATION 


OF AMERICA 


SHELL BUILDING @ 1221 LOCUST STREET @ SAINT LOUIS (3), MISSOURI 
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by Acme Boot Manufacturing Company 






ACME wanted to make the best 


boots in the world. They did... 











from the $4,100 hide of T.O. Prid 
last year’s world champion steer, 
they fashioned this pair, the 
most expensive, the finest boots 
ever made. Hand-tooled, 


inlaid with gold and silver, they re 





not for sale, just for “show.” 


*Other famous Acme boots retail from $7.45 


ACME BOOT MANUFACTURING COMPANY, INC. + CLARKSVILLE, TENNESSEE 
WORLD'S LARGEST MANUFACTURER OF COWBOY BOOTS 
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Great Reputations 


Grow Greater with 


C ‘- 
\Y ) oremost craftsmen choose 


calf leathers... the basic material in fine shoe- 
making ... with the same careful discrimina- 
tion evident in every step of their work. The 
acceptance of Tandrite by so many of the 
better craftsmen indicates the industry's full 
recognition of Tandrite supremacy. 

That superb finish, pliability and 

stamina, plus the glamorous colors 

and fine flat finish are combined 


in no other calfskin. 
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Give them a sound footing 
for success at school... 





are designed to keep 
little feet normal! 


Perhaps children don’t sing when re- 
turning to school! But they will be 
happy—and brighter students too—if 
thev re healthy! Foot troubles under- 
mine health. so have vour voungsters 
wear scientifically designed LitTTLe 
Yavkees. Top-quality. long-wearing, 
good-looking! Complete size and style 
‘range. from infants up to size 3. New 
Fall styles. Expertly fitted at most 


of the better stores evervwhere. 


“GREAT SHOES FOR 
LITTLE AMERICANS” 


Timed to meet the back-to-school 
rush, this od appearing in the Sep- 
tember issue of Parents’ highlights 
the opening of the Little Yankee Fall 
advertising campaign. Right through 
the Fall buying season ads like this 
feature the famous Little Yankee 
selling slogan, “Little Yankees are de- 
signed to keep little feet normal.” 
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SINCE 1854— almost a century — the 






















Rueping brand has been your assurance of 


traditionally fine leathers. Bearing an hon- 


ored name — noted for beauty, long wear, and 


dependable quality — Rueping products symbolize 


today's peak of perfection in tanning and a continua- 


tion of our founder's high ideals in the concept of service. 


KIN KIN KANKAKEE 

TARTAN CALUMET 

MOHAWK HIAWATHA 
1854 RUE BUCK 











—— an : | A . - 
FOND DU LAC, WISCONSIN U. S. A. 


FRED RUEPING LEATHER CO., 


— 
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YOUR LOCAL ADVERTISING WILL BE 








of national ads . . . thasare 





steadily building and 
holding consumer “acceptance 
for you! Keep“an eye on 


American Gentleman! 


Te RETAIL 
PROFITABLY 


*§ *%GP7/? 


Distant Points Shghtly Higher 





A RICAN GENTLEMAN DIVIS[ON © Croddock-Terry Shoe Corp@ration, Lynchburg, Virginia 
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WHYAKS 


DESIGNED WITH AN ACCENT ON YOUTH 


PLUS APPEALING 
ADVERTISING IN 


We're handing you a strong National pro- 
motion with plenty of teen-age appeal. 
Yes, a strong national promotion with 
ads in Seventeen . . . the outstanding 
teen-age publication that reaches 


3,000,000 teen-age readers who will 


see illustrations of clever slacks, smart 


loafers, classy ties, and smooth saddles, 
that are designed with plenty of teen- 
age buy- appeal. 





TO RETAIL PROFITABLY 


$55° ro $65° / 


Distant Points j 


Inquire regarding our franchise plan. = 
METROPOLITAN SHOE COMPANY ~~ 


Division of Craddock-Terry Shoe Corp. 
LYNCHBURG, VIRGINIA 
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bring agencies the solid security 
of profitable business 


that keeps growing 


Public acceptance of the 
British Walker name as 
sure identification of the 
most desired shoe quali- 
ties means sound and 
ever-growing profit and 
protection for retail fran- 
chise holders. No shoes 
are more eagerly sought 
and more happily owned 





by discriminating women 
than these beautiful walk- 


ing classics —the only 

shoes with patented Walker agency fran- 

Synchro-Flex construction chises available again. 
Write us. 


that '‘feathers'' every 
step. They are a founda- 
tion of great security for to- 
day and all the tomorrows. 


J. P. SMITH SHOE CO., CHICAGO—British Walkers for Men and Women 
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Reputation for Ruggedness and Class 


The John C. Roberts Shoe has 
established a reputation for 
superior construction plus dis- 
tinctive style... for being out- 
wardly tough; inwardly gentle. 
The John C. Roberts Shoe can 
help you win out over any 
competition. Investigate its 
possibilities. for your store. 
Write us. 





FRIEDMAN-SHELBY DIVISION © INTERNATIONAL SHOE COMPANY @ SAINT LOUIS 


30 Boot ond Shoe Recorder 











: wy 





“iid Ll 


The Key to a Profitable 
Canvas Footwear Business 


Past experience has changed your price-conscious 
customers into value-conscious customers. Profitable 
Canvas Footwear merchandising in the days 

ahead will call for footwear that offers greater 
value in relationship to selling price. 
With so many obvious selling points in the 
aew BALL-BAND Line that add up to greater 
value, it’s no wonder more and more leading 
merchants are building a highly profitable sales 


volume on BALL-BAND Canvas Footwear. 


A FEW BALL-BAND 
““VALUE”’ FEATURES 


ARCH-GARD— the arch-feature shoe that stays com 
ble | ver because it gives n ——— h 
fortabie longer because gives more protection where 


feet need it most 


STA-KLEEN INSOLES— Sanitary — sweat-proof — stay 


fresh and clean and flexible 


DOUBLE-STITCHED UPPERS—Special glazed-finished 


thread, laboratory-tested for extra tensile strength. 


RUSTPROOF EYELETS— Non-tarnishing — non-rusting 


—smooth—easy on feet and socks—firmly anchored. 


BREATHABLE UPPERS—Cool and iaboratory-tested 


for air conditioned comfort. 


ROUGH '"N TOUGH SOLES— Made from expertly com. 


pounded rubber for long wear—sure-footed traction. 





WEW TRIM—Ankle patches, saddles and lace stays 
to add eve-appeal—and buy-appeal—extra strength. 


97 Ss 
Ww on ‘hon 
/ “ples oy, “ “ey 
SO. Fy - < aa 
V7, Ling - 








Reg. U. S. Pot. 
Off. 1901 


MISHAWAKA RUBBER & WOOLEN MFG. CO. 
Mishawaka, Ind. 
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risp, October days herald the return of suit time — 


feminine, flattering, practical, season-long costume. Step- eae 

i REPRESENTATIVE 

ins are right for this important Fall costume and Pixie is FOR PUERTO RICO 
Louis Devolder 

oe 638 Calle Hernandez 
ing. smarter appearance of the new Beau-Tread Line. Miramar, P. R. 


the perfect step-in of them all . . . Typical of the fast styl- 
L. —E. BEAUDIN SHOE COMPANY 
GENERAL OFFICE . HANOVER, PENNSYLVANIA 


FTRADE MARK 
REG. U. S. PAT. OFF. 


SER Wirt ae 
i ones 


Ses bon 
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PETERS SHGE COMPANY, DIVISION OF INTERNATIONAL SHOE COMPANY, ST. LOUIS 3, 


August 15, 1947 


money-maker 48-ers’) < 4. 


ity Cub 


DISTINCTIVE SHOES FOR MEN 







*48 Hand Operations give that custom- 
made feel and fit...the exception 
at City Club prices! This quality 
story is dynamically told in new, 
national advertising. Teil it 
again, in your advertising, 
again at the fitting stool... 
it sells to the tune of 
handsome profits! 





dynamic new advertising 
in LIFE, LOOK, COLLIER'S, ESQUIRE, POST 


DEVELOPING CITY-WIDE BUSINESS FOR YOU 
WITH NATION-WIDE FAME AND BACKING! 


= 











MoO. 
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ie ey 
ee a Take a look at the new Oomphies 
quality ... welcome back the famous heavy satins and 
brocades, the quality leather soles, the painstaking hand- 
work. Now every pair of Oomphies must pass the stiffest quality 
examination we can devise. Yes, Oomphies, in every detail, will meet the exacting demands 
of your customers for superb quulity in workmanship, material and wear! 


new example of Oomphies quality and styling 
«++ fashion-plus news ...is Bootlet! Fabric is 
Skinner's Sunbak*; seams are reinforced with 
leather piping or double stitching; the softleather 
sole is cushioned for comfort. *Reg. U.S. Pot. Off. 







G- 


O on? 137 Varick Street, New York 13, N.Y: 


Boot and Shoe Recorder 


34 






























: ee a re oe 
ON a pS gpa we ee 
Fig OC eat eS er Ee Rrerey <P y 
eS. Stim ES Ee 
™~ : er A a na . 
oA Ase? OI fi 





SEE BEA FRIENDLY IN 
“LIFE’ AND “SEVENTEEN” 


August, SEVENTEEN 1 Page, Full-color 
August 1), LIFE ™% Page, Black and White 
September, SEVENTEEN 1 Page, Full-coler 
September 8, LIFE ™% Page, Black and White 
October, SEVENTEEN 1 Page, Full-coler 
October 6, LIFE ™% Page, Black and White 
Nevember 3, LIFE ™% Pace. Black and White 
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({\ VE FOR sai HEELS 
4 i, ohm } All 3 heights 


nie EVERY SHOE / FOR BETTER DISPLAY 
per pair $2 -85 


ee 





With shoe forms as with everything else, it’s wise to benefit 
IN BOSTON by the experience of the leaders in the field. And with shoe 
Redon Gitension Co. display men who know best, it’s a well-established fact that 
Fashion Shoe Form & Supply Co. shoes shown on Universal's Forms sell faster because they fit 

better, therefore look better! They're made of a weighted non- 


IN NEW YORK CITY 
Nat Siegel, Inc. flammable durable plastic in neutral flesh . . . 3-toe style with 


Wholesale Distributors: 


Jas. B. Williams, Inc. closed top. Order today for better display results next Fall! 
IN DALLAS 

Standard Fixture Co., Ine. UNIVERSAL FORM CORPORATION 
IN MONTREAL Send mail: 77 Summer Street, Boston, Mass. 

M. J. G. Hogan Showrooms: 33714 So. Hill St., Los Angeles ~- 30 E. 20th St.. New York City 
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debutonte-fresh novelty line. Already retailers are 
ordering ond re-ordering. VICKI DEBS will drow 
better business and give you greater mark-up. 


chi Or 


CAROL 
Black Suede, Black Leather 


BRAZIL 
Brown, Black, Wine, and Green 
/ : Also Cubon Heel 


sie 
fy COMPANY 


(No other branches} 





To Retail ot 


$500 





*Write for Vicki Debs Circular. ee gue 
Newspaper Mats on Request ’* 2020 Sherwood Avenue - * Baltimore 18, Maryland 
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WEYENBERG 


MASSAGIC 


Ae Cueahetore Shoo€d 












* Keeps you foot-fresh 
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Nationally Adver- 
tised in leading 
outdoor and wom- 







Fair-traded at a 
minimum retail 
price of 


$935 





en's magazines. 





Sizes for 
Men, Women 
and 
Children 


COLORS: 
Royal Blue 
Powder Blue 
Maroon 
Brown 
Scarlet 


Yellow 


Now that children’s sizes have been added to this sensationally 
popular line of comfort wear, every member of every family you do 
business with becomes a direct, immediate prospect. Ripon Loafer Sox 
is a year ’round seller—comfort for the feet knows no season. Makes 
a perfect gift item. Once Loafer Sox gets started in a community, it 
rolls up sales momentum like a tidal wave. Our production bas been 
doubled this year, and we can make immediate deliveries. Write for 
our 1947 catalog of Ripon complete line of wool hosiery and mittens, 
leather gloves and mittens. 


RIPON KNITTING WORKS 


RIPON, WISCONSIN FOR SKIING OR HUNTING 
Ae (mm ms (es (es (a (os ms 
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When you sell shoes and Miller Trees to keep footwear smart 
and shipshape, there’s a DOUBLE PROFIT in /ess than double the sell- 
MILLER ADJUSTABLE PACK FLAT TREE ing time. Why ? Because the customer need be fitted only once—for the shoes. 
The trees adjust quickly, easily for both length and width, one tree size 

fits several shoe sizes and widths. The forepart of a Miller is modeled like 

a shoe last... bottom is cut out to allow for metatarsal. Result: a 

superior fitting tree. Write for complete information about this highly 


serviceable product that every shoe can use. 


0. A. Miller Treeing Machine Co., Plymouth, New Hampshire 
Branch of United Shoe Machinery Corporatio» 
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5521 * Black Calf Platform Cut-out Pump 
20/8 heel 

S518 « Same in Black Patent Leather, 
20/8 heel 

S517 « Same in Black Suede, 20/8 heel 

S624 » Same in Brown Calf with Beige 
Snake Platform, 20/8 heel 

Above styles also carried 

in 17/8 Cuban Heels 


Ga 


Cuban Heels 


5525 « Black Patent Leather Platform Sandal 
20/8 spike heel 

S544 » Same in Brown Calf, 20/8 spike heel 

5523 « Same in Black Suede, 20/8 spike heel 

Above styles also carried in 17/8 





















5543 « Black Kid Suede Bow Pump 
20/8 spike heel. 

S54 « Same in 17/8 Cuban Heel 

SG « Same in Black Parent 
Leather, 20/8 spike heel 

554 + Same in Black Patent 
Leather, 17/8 
Cuban Heel 


5°90 


@ NET 


' 


5513 * Block Calf Stitched Pump 
20/8 spike heel 

5515 » Same in Black Kid Suede, 
20/8 spike heel 

S511 « Same in Black Patent 
Leather, 20/8 
spike heel 

Above styles also 

carried in 17/8 

Cuban Heels 





4! 





y 





FASHION BACKGROUND 
FOR 





FASHION SELLING 


Zh, 


RUGS AND CARPETS 


Important in selling smart shoes . . . a good Mohawk in a 
fashion-right color. Impression of comfort underfoot plus 
smart ensemble reflected in floor-mirror. Let our 
contract department tell you our long experience in making 
carpets that can take the traffic and keep their looks. 


Mohawk Carpet Mills, Inc., 295 Fifth Avenue, New York City 


THE MILL WITH THE RETAIL VIEWPOINT 
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N.: since well before the war has E-J offered 
such a complete, attractive, high grade line of 
rubber and canvas specialty footwear . . . Every 
wanted item—Basketball, Tennis, Gym Shoes— 
Tennis and Gym Shoes in Men’s, Boy’s, Youth's 
and Little Gents, Women’s, Misses, and Child- 
rens. Boots, Rubbers, Overshoes for boys and 
girls . . . And, most important, they’re all IN- 
STOCK NOW for immediate delivery. Canvas 
and rubber shoe selling starts with the first 
school bell. Take advantage of this profitable 
selling season with E-J rubber footwear. Illus- 
trated are a few numbers from this long, 
strong line. 


RUBBER DIVISION 








wit us. 
MUSSER HEELS 
















ADVERTISING 


In Stock In Tan 
STYLE No. 642 


SAYS 


SOMETHING! 


Yes... and it says it with an 
authoritative voice to over 100,000,000 readers of the 
newspapers and national magazines in which we 
advertise! The vast consumer-response to this great 
effort is sustained as AIR-O-MAGIC’s style, 
workmanship, quality and value bring customers 

back again and again and AGAIN! Get the 
exciting story in complete detail from your 
AIR-O-MAGIC representative NOW. 


MODERATELY PRICED 
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4 5: ; h Unbelievably light yes, Rajah Solaire ts actually one of the 
Ra ot - / lightest soles of its type ever made. And durable? 
. y , 
a noPh al These soles are as rugged as rhinoceros hide. And it's 
{p stitched on in one complete unit, leaving no cemented 


surfaces to open. Specify smart, authentically styled 


Rajah Solaire . . . watch your sales soar sky-high 


AS ADVERTISED 


in EAQUUCL 


Kajah SOLES 


wu S. Pat. off 





mn amen The better the sole — the better the shoe. 


ALFRED MALE RUBBER COMPANY, NORTISHA Quincy 7 1 


, £423 













SAL Me 


LEATHER SHOW, /“ 





look for 
the name 
to 
remember 













The principle that good leather must appeal 
to every user from designer to ultimate consumer of the finished shoe is sound 
and oft-proved. 

To make such appeal secure in dealer and consumer acceptance is a cardinal 
principle of the manufacturers of Northwestern Leathers. 

We invite your interest and welcome your inspection of recent tannages 
as well. as new shoe patterns using Northwestern Leathers on display at the 
Leather Show. 

.. NORTHWESTERN. 


It is worthwhile to remember the name . 








= 


TEeiZa ui Ls 


NORTHWESTERN LEATHER COMPANY 
BOSTON 11, MASSACHUSETTS 


Manufacturers of Famous 





NORTHWESTERN LEATHERS 


















BREZNERS CUTTING FIGURES 
ARE ALWAYS GOOD... 


Brezner's leathers are always well-trimmed and 
well worked-out, too. You just can't beat their clean 
cutting edges... so you always buy right when 
you buy Brezner’s Smooth and 
Elk sides and kips. Try ‘em 
yourself. 








 N.BREZNER 
| Tenner Councileater Show 7 nae 


Waldorf-Astoria Ballroom 
New York — September 4-5 




















GOOD REASONS 


or LINING-UP 


a nade 









J 





No. 480, Infant's 
Blucher Boot 
White Elk. N 

481, White Buck 
No. 485, Tan Elk 





SHOES FOR INFANTS 


spatinurg 





Sf rr 


Py a” 8 


™~ 


GOODYEAR WELT CONSTRUCTION 


, Infa 
Bluc Oy Oxf aad 
Seuff-Proof Tir 
Tan Elk 


SPECIAL FLEXIBILITY 


Ww N 


SMART PATTERNS 
EXTRA LONG WEAR and 


ACTUALIFE FIT 


w+ 


FIVE REASONS THAT ADD UP TO STEADY 
BUSINESS, REPEAT SALES AND... 


MORE PROFITS FOR YOU ! 
SEND YOUR ORDER IN TODAY. 








Blucker wd, 
Tan Elk. No. 430 


i 2 - White Elk 
(Fa 


SIZES 410 9 
IN STOCK SERVICE 





No. 408 

Infant's Center 
Buckie Patent 
Leather Strap. No 
407, Red Elk. No 
409, White Elk 


THE VIRGINIA SHOE COMPANY, INC:, Rappahannock Division, Fredericksburg, Virginia 


No. 490, Infant's 
Moccasin Boot, Un- 
lined, Tan Elk. No 
495, White Elk. 


CUSTOM-GRADE PLAY-POISE AVAILABLE IN CHILDREN’S AND MISSES’ SIZES 
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Gelting your share ( 
of this business ?/=*«" 


Put your store in solid with the casuval-wearing crowd in your community! Sell Dun Deers—The Hand-laced 
Casual Classics. Here's a young girls’ shoe that is absolutely in a class by itself. That's why many progressive 
merchants everywhere are already experiencing such phenomenal sales success with Dun Deers. There's 
no other casual at any price to compare with Dun Deer in over-all custom-detailed appearance .. . in 
lightness and flexibility ... in dramatic and distinctive design. The can't-be-copied patented process by 
which the nail-less, peg-less, stitch-less soles 
. > of Dun Deers are hand-laced to the uppers 
Z Z : tE—-25 4 7 protects you on their powerful exclusive 

sales appeal. See any International Shoe 
vA Company representative about Dun Deers; 


D U Y) or write us for further information. 
7, 7, DUN DEER*, INTERNATIONAL SHOE COMPANY 


1509 Washingion Ave., St. Lovis 3, Missouri 


, 
{f DocRS § E A 
u or y 


e 


The Hand-laced Casual Classics yy 


~ 


i ia Gs 


Available in several variations of the 
basic pattern in Cherry Red, Cloud White 
and Gypsy Brown. 








“Exclusive Trade Mork Reg. U. S. Pat. Of. 
U. S. Pat. No. 1,888,862 
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ELASTIC 


DARLINGTON FABRICS CORPORATION, 350 FIFTH AVENUE, NEW YORK 1, N. Y. 
Rep. J. M. Perkins & Co., 47 West 34th St., New York 1, N.Y. + ST. LOUIS: Fred A. Lyons + MILWAUKEE: Frank J. Kelly 















































Boch to Gehoot | 


SERVUS PLA-SHU'S 


Are you retail shoemen taking ad- 
vantage of the heavy annual pre-school 
FORT OXFORD buying to suggest Servus PLA-SHU'S 


to all of your customers? 


From first grade up, school children 
will be needing a pair of tennis shoes 
for activity on the gym floor and on 
the playground. 


Recommend Servus PLA-SHU'S to 
your customers. Explain that the sani- 
tary insoles in Servus shoes will protect 
7 the health of active feet. Point out 

“that the sturdy, shock-absorbing out- 
<>» soles will give long and comfortable 
wear and will not make ugly black 
marks on floors. 








FORT HI-CUT 


Establish your store as PLA-SHU 
headquarters . . . Attract your share 
of the pre-school shoppers. You'll like 
the way your profits climb, and you'll 
enjoy offering your customers just the 
SERV-ARCH canvas, rubber-soled shoes they want. 


THE SERVUS RUBBER CO. 





FACTORY AND GENERAL OFFICES 
ROCK ISLAND ILLINOIS, U.S.A. 


NEW YORK OFFICE AND WAREHOUSE 330 BROADWAY, 7, NEW YORK, N.Y 
AND LAMBERTVILLE, N. J 
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COMPLETE 
FREE MAT 
SERVICE 
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show your customers what 


¢léy,slyity 


SHOW THE FINEST MOCCASINS MADE. 
HAND-SEWN VAMPS, SNUG FITTERS FASHIONED 
ON PERFECTLY GRADED LASTS IN REGULAR 

WIDTHS AND HALF SIZES. 


These genuine moccasins represent Utmost in 
values. Vamps hand-sewn by the best 
stitchers in the trade, built with fine qual- 

ity leather soles and best upper stock. 


A small trial order demonstrates their 
profit value to you. Display them 
and customers will pick SONGOS 
in preference to other moccasins 
you may have. Shipments in 

12 pr. lots only. 
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New heel heights are reached when fashion 


Style that Stans decrees short coupled lasts p/us platforms. 


The increased requirement for structural 


wile strength can be met with a well-fitted shank of 


the closed-slot fiddle design. This is but one 


Stucival, S th of the many United Shanks for smart footwear. 
Ovungin 


VITA TEMPERED STEEL SHANKS 


UNITED SHOE MACHINERY CORPORATION, BOSTON, MASSACHUSETTS 
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f Your REGULAR oe OF 


: Séoce of ce ce 
GENUINE = 
KANGAROO 


TANNED IN AMERICA 














* 3 Lighter, softer, Kangaroo Leather lends that 
“much desired comfort to 'the foot. It is 17% 
_ stronger, weight for weight, than any other 
| feather used in shoes. Its tightly grained sur- 
ne face resists wear and scuffing and takes a 
brilliant polish that keeps lustrous with a 
<% S: minimum of care. Once a customer has worn 
: e- 4 "Kangaroo, you can be sure no other leather 
- will ever do. Keep Kangaroo Leathers high 


’ on your preferred list when ordering from - ‘ 
¥ cee your regular sources of supply. : < aw = 
= aera 
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Style 312 
Patent leather center 
buckle strap. 
8'/2-12 Spring Heel. BC D 
1244-3.B CD 
Style 313 same as style 
312 in white elk. 


Style 33! same as style 
312 in brown alligator 
grained leather. 


Style 317 

Brown elk oxford. 
Wing tip. 
8'/2-12 Spring Heel 
BCD 
1242-3 BCD 

* Genuine Goodyear Welts 

* Styles for boys and girls 


* Infants, children's, misses, grow- 
ing girls 


* Widths A to E 
* Retail franchises still available 


* Write or wire your nearest dis- 
tributor 


DISTRIBUTED BY 


HY-QUALITY SHOE CO. 


113 NORTH FOURTH STREET 


ree bP CAP Vts..6. FU. 
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Selling Faster 


Back to school buying wifl begin soon. Shoe shoppers, like 
buyers of most everything else today, will demand real 
value for their dollar. YOU, Mr. Shoe Buyer, can be sure they'll 
find real value if you’re showing BUFFALO BILLY ’S, America’s 
fastest growing line of children’s shoes! For QUALITY, 
for STYLE, for FIT ... for FASTER SELLING this 
fall, order BUFFALO BILLY’S NOW. 












REC. U. S. PAT. OFF. 


SHOE THAT WEARS 





THE 


Style 330 
Brown elk boot with 
wing tip. 

8'/2-12 Spring Heel 
BCD 





WEST OF DENVER, COLO. TO PACIFIC COAST 


WEST COAST SHOE CO. 


680 MISSION STREET 
SAN FRANCISCO, CALIF. 
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“Thanks to Philadelphia 


MY JOB’S EASIER NOW 


“Buying shoes in three and four markets really kept me moving and away from the shop too much. 
Then | discovered | could do all my buying in Philadelphia. We carry a complete family line in our store, 


men's, women’s and children’s footwear. For the latest and best styles and prices that are sensible, 


you just can’t beat Philly. Yes sir, my job's a lot easier now.” 





FROM EVERY ANGLE... PHILADELPHIA IS FIRST IN FOOTWEAR 


1. Lower freight rates to most points é. 
2. Greater number of “‘good" houses e 
3. Most centralized market on East coast 8. 
4. All houses located on one street 9. 
5. Close to all major train terminals 10. 











Close to famous hotels and restaurants 
Cordial and friendly atmosphere 
Faster and better service 

Complete price range and selection 
Close to manufacturing resources 


PHILADELPHIA SHOE WHOLESALERS’ ASSOCIATION 


58 
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You've seen it in $29 to $25 retailers . . . .he stunning plat- 
form topped by a platform sole . . . soaring one full inch 
toward the clouds. Now, from Lester Pincus, comes the same 
luxurious effect . . . same skyscraper wedge and cushion-soft 
comfort . . . at $6 net. A sweetheart of a shoe, if you ever saw 
one! Black suede. 

Two sister-styles (shown below) are also obtainable with 12/8 
wedge. Black or Brown suede, $4.35. All 3 styles in N & M 
widths. Delivery, Sept. 


lester pincus shoe corp. 
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FOR THE FINEST SHEARLING MONEY CAN BUY-ASK FOR LASKINLAMB! 
For outdoor footwear—fireside slippers, there is nothing to equal the lustre, 
depth and warmth of this first and finest of all dyed lamb. 


ILLUSTRATED: Boots with Laskintan lining, and cuffs of Laskin'amb. 
Laskinlamb slippers available in blue, red, green, burgundy, logwood and white. 
Be sure to ask for Original and Genuine Laskinlamb and Laskintan. 






j. LASKIN & SONS CORP., 130 WEST 30th ST.. NEW YORK 1, N. Y.- FACTORIES: MILWAUKEE, WISCONSIN 
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Grace B 
B ‘ t 


Joan 
(ray 


Jane 


suede 
, 


Sue 
Blue 
Als 





What keeps shoe sales step- 
ping? What makes the gals say 
“Ah-h-h!"? You've guessed the 
answer . . . $-T-Y-L-E. And 
where can you find smarter style 
than in Lester Pincus Originals 
—the leading novelty line in 
the popular-priced field! Brim- 
ming with value, too. 


lester pincus shoe corp. 


13) DUANE ST NEW YORK 13, MY. + CHICAGO: 189 WEST MABISON ST. + ST. LOUIS: 1315 WASHINGTON AVE. - LOS ANGELES: BOOw 710 HAAS BLDG 
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comes 


k and Brown suede 
f ather, Black calf 
skin. $4.50 
Black, Brown, Wine 
uede Black patent 
Also comes in 17 
Black suede and 


8 


patent $4.50 


Black and Brow: 
Black patent leather 
sban 


Black, Browr Greet 
Wine Gray suede 
17/8 cubar 


Black suede $4.50. 


Lynn Black and Brown suede 


$4.50 Genuine Africana in 
Brown, Red, Green $5.00 
Ann Black suede $3.75 


All in 
N&M 
widths 


Delivery 
during 
Sept. 


6! 





HOME OF THE 
CHICAGO SHOE CLUB 


VISIT OUR TENANTS: 


Advanced Wool Skin Shoe Co. 
Americar Footwear 

Beeson, Sam A. 
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Bowen, Barney 

Bristol Mfg. Co. 

California Slipper Co. 
Carolyn Shoe Co. 

Casuals Ine. 

Chapman, Julian I. 

Charlsam Footwear Corp. 
Chicagoland Footwear 
Consolidated Slipper Corp. 
Cossack Bootees, Inc. 

Desco Shoe Corp. 

Dodd. Derothy Shoe Co. 

Dunn & McCarthy, Inc. 
Eastern Footwear Corp. 
Empire Specialty Footwear Co 
Engquist, Howard J. 

Enna Jettick Shoes, Inc. 
Evans, L. B., Son Co. 
Feltman & Curme Shoe Stores 


Kuy Karzmar Casuals 
Kline, H. J. 

Kling’s Theatrical Shoe Co. 
Knights-Allen Co., Inc. 
Kramer, Martin Shoe Co. 
Manistee Shoe Mfg. Co. 
Meyerson, Arthur 
Miller Shoe Co. 

Moncey Products Corp. 
Mond] Mfg. Co., Ine. 
Mooercraft, Inc. 

Moore, Joseph 

Northern Footwear Co. 
Nurse Shoe Co. 
O'Connor & Goldberg 
Patterson, Warren D. 
Peterson, Robert J. 
Pfaff, Fred 

Queen Quality Shoe Co. 
Raymond, John B. 

Dr. Reed Cushion Shoes 
Saco-Moc Shoe Corp. 
Sawyer Moccasin Co. 
Smith, Carl T. 

Smith, M. C. Co. 
Starlet Footwear Corp. 
Sun Valley Boot Co. 
Swan Shoe Co., Inc. 
Vogue Shoe, Inc. 
Walker, E. J. 

Walker, G. F. 

Wax, Simon B. 

Wendt, Fred H. 
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Fitzgerald, Sue M. 
Hi-Grade Footwear 
Hoeffel, J. F. & Son 
Hollywood Shoe Co. 
International Shoe Co. 
Jones, Maurice H. 
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- ae For Information on Building and 
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209 S. STATE ST. 
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Peggy. Biack suede, N 

and M wirtss  +-& 

patent lesther, Medium 
width. $3.10. 


Betty. Black suede. 
Medium width. 
$3.1 








Jerry. Block suede. Medi 


Billie. Black suede. N and um width $3.10. 


M widths. $3.25. 










Having what they want . . . when they 
want it . . . is the secret of successful 
shoe retailing. That's why stores all 
over the country rely on Lester 


Pincus, the style-minded house that ns, 


anticipates your needs . . . that is obtoinable in low wedae 
always ready with the right-selling ot. a ™ 


shoes. Wedgies? You bet. 


Delivery during September 


DUAN * CHICAGO 18° WEST MADISON ST + ST LOU 


August 15, 1947 63 


HAAS BLOG 





E ST. NEW TORK wy 


ANGELES FOOm 














YOU ATTRACT MORE new customers 
... hold old ones . . . increase your 
sales and profits, when you mod- 
ernize your store with Pittsburgh 
Glass and Pittco Store Front Metal. 
This “Pittsburgh” remodeling of a 
shoe store in Milwaukee, Wis., shows 
the results that can be obtained. 
Architect: R. E. Oberst. 
















Che SRoe Store with EYE-APPEAL...inmaide and out... 


mw Thousands of merchants have proved that re- 
modeling their stores—inside and out—with Pittsburgh 
Glass and Pittco Store Front Metal brings in more 
customers, attracts buyers from a larger area, in- 
creases sales and profits. Why not follow their ex- 
ample? Plan to modernize now. Your architect is 
familiar with “Pittsburgh” products, so consult him 
for a well-planned, economical design. We'll be glad 


“PITTSBURGH 


STORE FRONTS 
AND INTERIORS 


to cooperate with you and with him. And, if desired, 
you can arrange for convenient terms through the 
Pittsburgh Time Payment Plan. 

Meanwhile, send the coupon below for your copy 
of our free book on “Pittsburgh” remodeling. It con- 
tains scores of interesting facts, figures and illustra- 
tions on actual modernization jobs. There is no charge 
or obligation. 


Pittsburgh Plate Glass Company 

2225-7 Grant Building. Pittsburgh 19, Pa. 

Please send me a FREE copy of your illustrated brochure, “How Eve 
Appeal—Inside and Out—Increases Retail Sales.” 


EE Ee a 


Address 


ee Soe State 


i) PITTSBURGH stands for Zualily Glass and Chiat 


PITTSBURGH a* oe Gia0a535S$ C€C€omPany 
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A COMPANY SPECIALIZING IN BRAND NAME TISSUE WRAPS 
for more beautiful, and more practical 
Shoe Packaging 
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| vex m. wort JR sen DESIGNED PACKAGING PAPERS 
FOR THE SOLE PURPOSE OF 
PROMOTING THE AMERICAN BRAND NAME 
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Member of Brand Names Foundation 
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Good Look Deserves Another 





The smooth rolling lines of this smart and experience of United Last Model-Makers. 
closed-toe shoe reveal at first glance the Combine United Last Stvling with the fine 
finely styled character of the wood. The __ filling qualities and the result is faster-selling, 
demand for more comfort is easily met with- business building footwear . . . shoes with a 


out sacrifice of style by the craftsmanship — greater reputation... today and always. 


UnitTeED Last Company 


BOSTON, MASSACHUSETTS 
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-Winturop 


ALWAYS FIRST WITH ALL THAT’S NEW 


Here’s proof that not only is Winthrop “Always First With All That’s New” but 
also that Winthrop doesn’t do things by halves. Crepe soles are back 
and Winthrop’s got em. The famous Slack shown here is but one of 

26 numbers in the Winthrop line carrying crepe soles. These 26 

numbers give the line a generous, strategic sprinkling of 

an ever popular and just returned feature that’s sure to 

find a warm welcome among men of all ages. 


‘Wintroe Suoes Winturor Jrs 
for men for boys 


$7-95 1984395 $5.95 19 87-95 


(Seme Higher) (Sizes 1 to 9) 
Also 


In-n-Outer Leisure Shoes 


$$-95 


Regularly Advertised in 
LIFE, SATURDAY EVENING POST, 
COLLIER’S, AMERICAN LEGION, 
ESQUIRE and PIC 


Winthrop Shoe Co. ¢ Div: International Shoe Company «¢ Saint Louis 
New York Sales Office, Room 914, Marbridge Building 
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a complete teen-age merchandising package! 


®a name, trade-mark, and identifying 
feature (the “red thread”) teen-agers 
remember and come back to get! 


*a strikingly-handled shoe carton, pur- 
posely designed to be the talk of the 
“Coke crowd™! 

° full-page, full-color advertising in the 
magazine SEVENTEEN, the teen- 
agers’ own! 

° traffic-stopping window material, in- 
cluding a novel miniature piano dis- 
play to stop every passing rhythm-loving 
member of the younger set! 

© newspaper ad material that sings and 


SELLS! 


> -_-- 





LOOK FOR THE Q 
a 47 
[(Cied thread 


NNN! 
() | i | 4n exclusive merchandising 
| | i | identification on all Melody 
| | 
} "teens. National advertising 


will tell your customers to 
look for this feature. 
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Meet the new teen-age line which is meeting with such enthusiasm across the 

country! We think Melody “teens” $6.00 retail price has something to do with 

it; but lots of dealers tell us it’s more than that. They say it’s a fast selling line, 

and it’s giving them full profit margin! Many tell us we’re turning out a $7.00 

to $8.00 value, compared with some of today’s offerings. All we know is this: we 

feel the new Melody “teens” are today’s best all-leather welt value. Study the 

line yourself; you'll find it complete from classics to high fashion. It’s not just 

an off-shoot of some other line, but a shoe SPECIFICALLY DESIGNED TO 

APPEAL TO THE TEEN-AGE CROWD and women who like their footwear 

on the casual, comfortable, youthful, fashion-right side! Need we say more? 

Look over that “merchandising package” under the cash register on the left... 


G 
lo retail at 


and let’s hear from you! 





TONS 


— 


TOBER-SAIFER SHOE MANUFACTURING CO. e SAINT LOUIS 
JOLENE, VICTORIA CROSS, and NOW MELODY “teens” 
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VA KJ > and durable, 
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YY /f and they are when they're made of 











School shoes really get rough treatment. 
They kick footballs, and the iron legs of 
desks. They scuff through leaves, get stubbed on curbs and school steps. Sometimes 
they get walked through puddles. When they are made of Colonial Elk, they don’t show the results 
much at all. And they keep growing feet healthy and comfortable because they are soft yet 
firm. No wonder the best school shoes . . . the school shoes that mothers buy most . . . 
are made of Colonial Elk. 


#200—WHITE + #201—BLACK + #202—BRICK RED + #204—ARMY RUSSET + #205—NAVY BLUE - #206—WINE + #207—BOTTLE GREEN - #210—CHERRY RED 
COLONIAL TANNING C@., Ime., Boston I1, Massachusetis 
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immediate 
delivery! 
order 
today! 
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* Favorite 
moccasin type in 
natural elk, brown, 
black, white. 
AAA-C, 314-10, 










Polo * Popular 
saddle style in tan 
calf and white elk; 
also all white buck. 
Spalding-type sole. 


AAA-C, 314-10. 







Klick « Sporty 
sling-back in black, 
brown suede, black 
calf, brown elk, 
red elk. 

AAA-C, 314-9, 





THE H.C. GODMAN CO. 


Columbus 16, Ohio. 
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Little Billy likes good things to eat. But most of all 
he likes Mom's cookies. According to him they're the 
best of all 


Billy isn’t interested in sole leather but Mom and Dad 
are because they know how much it takes to keep the 
family shod. So when they buy shoes with soles tanned 
the American way—either the famous ROCK OAK 
vegetable tannage for maximum foot comfort (flexi- 
bility and breathe-ability) or American's practically 
waterproof chrome retan leathers for extra long wear— 
they are “reaching for the best.” 


Shoe manufacturers have long known the superlative 
qualities of sole leathers tanned the American way. 
Moreover, they have learned that American Oak bends 
cut to better advantage. So they, too, reach for the best 
—and buy bends scientifically tanned and finished by 
American Oak craftsmen. 


THE AMERICAN OAK LEATHER COMPANY 


CINCINNATI CHICAGO ST. LOUIS BOSTON 
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BOSTONIAN 







STAPLES 





ARE ALWAYS IN THE 






SALES PICTURE... 





campaign around them! Set to break 
with this color ad in The Saturday 
Evening Post on September 20, 1947 


Conservatively designed and executed in “NS 

finest leathers, Bostonian Staples are truly , ae 2M 
are 
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“C1assics”. So important are they to a 
huge male-American public that we are 
featuring them in a national publication \ 
(The Post has 12,700,000 readers). : 
We have created unusual display props, 













window display pieces, direct mail pieces 






and adapted newspaper mats. All are ready 






for you now! Get on the band wagon . . 






it’s YOUR way to let Your community 






know that outstanding value Bostonian 






Staples are always in the picture. 






COMMONWEALTH SHOE & LEATHER CO. 
WHITMAN, MASS. 
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SHOES FOR MEN 
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by EUGENE J. HARDY 


Good news came from the diplomatic front within recent weeks when it 
was announced that the British had lifted” export restrictions on Nigerian goat— 
skins. U.S. firms are now free to purchase these high quality skins in open 
competition. Normally, U. S. buyers acquired 75 to 80 per cent of the output. 

Restrictions on the export of New Zealand calfskins have also been 
eased. The former restrictions favoring British buyers have been relaxed, so 
that after local needs have been satisfied, all buyers, including American 
firms, may purchase on an equal basis. 

- = a owe 

Continuing his global travels, J. G. Schnitzer, top man in the 

Commerce Department in regard to leather and shoe matters, took off on July 18 


for a trip to Japan, 


As was the case in his recent trip to Germany, his prime government duty 
is concerned with cotton. In his spare moments, however, Mr, Schnitzer expected to 























gather enough material to enable him to bring a comprehensive report on the 
footwear situation in Japan. 


? 2] = 


In the year ending July 1947, the War Assets Administration disposed 
of approximately $50,000,000 worth of surplus new and used footwear, mainly on a 
fixed price basis, which brought a 34 per cent return to the government. 


While withdrawals of surplus by the armed services has troubled WAA in 
many instances, withdrawals of footwear have saved the government millions of 
dollars by eliminating the need for new procurement by the Army and Navy. 

oe ? @ @ @ 

The removal of certain restrictions on the use of natural rubber will 
mean better quality footwear in several lines. Special limitations on crepe 
soles have been removed and they may now be used on any type footwear so long as 
the provision limiting use of natural rubber to 98 per cent in all footwear is 
not disregarded. 

The restrictions on shoe cements have also been eased to permit the 
use of up to 2/3 natural rubber latex. 

#e22as @# 

Seasonal increases in footwear output are expected beginning the 
latter half of this month, according to the Department of Commerce. June and 
July totals will probably show a slight increase over May output of 36.5 million 
pairs—the low for the year. 

While the consistent drop in shoe output since the first of the year 
can be attributed in part to seasonal factors, Commerce feels that the major 
reason may be reduced retail sales. 


Preliminary data place total shoe production during the first half of 
1947 at 195.7 million pairs, a decline of 16 per cent from the same period a 


year ago. 
Reluctance of retailers to place early orders for Fall delivery was 

partly responsible for the greater than seasonal drop in production during May 

(8 per cent less than April). When new business was received after the first 


week in June, the volume was greater than some manufacturers had anticipated. 
[TURN TO PAGE 130, PLEASE] 
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DEALERS EVERYWHERE 
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A, A. STAMBAU GH, vice-president 
of the Standard Oil Company 
(Ohio), speaking on the “NEW 
ASPECTS OF DISTRIBUTION” 
before the American Management 
Association conference, said: 

“The marketer sits at industry's 
turnstiles and collects the toll. He is 
the business agent of his brothers 
in Production, and is responsible for 
the most effective conversion of their 
efforts into cash. Now, since suc- 


cessful marketing in a competitive 
world depends primarily upon doing 
the right thing first, it is the mar- 
keter’s business to be clairvoyant 
and to detect and appraise in ad- 
vance those trends in politics, eco- 
nomics and technology which 
threaten to affect his objective. If he 
guesses correctly, he anticipates his 
competitors in attracting cus 
tomers while the profits are still rich, 
and thereafter he at least has the in- 
side of the track. He holds his job, 
and may even win a promotion. It 
he guesses wrongly——well, that’s an 
other story. . . . 

“The market-place in a competi- 
tive economy should be the custom- 
er’s plebiscite, where success de- 
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pends entirely upon the ability ol 
the marketer to attract the customer 
at a profit. The consumer's vote 
for product preference in the mar- 
ket-place, in a democratic economy, 
should be just as free and unham- 
pered as his poll in the voting place. 
Majorities must not use the ballot 
box to limit the consumer's auton- 
omy. Distribution, if it is to serve 
the masses, must be free and un- 
hampered.” 
= = = 

DAVID S. ALTFIELD, owner of 
the Modern Boot Shop, Syracuse, 
\. Y., says: 

“The price of shoes is not too im- 
portant when people have money, 
and they have it today. Customers 
want good merchandise. They also 
want service and courtesy. Family 
shoe stores of moderate size, such 
as ours, naturally enjoy closer re- 
lations with their customers than do 
the big stores. Even during the war. 
customers received more sympa- 
thetic and understanding treatment 
in the smaller shoe stores. Conse- 
quently, family stores are now in a 
beiter position to build and profit 
hy increased good will. 

“Most of us realize there is much 
room for improvement in this re- 
spect. Merchants fell into bad habits 
during the war . . . almost forgot 
how to sell . . . spent much time 
making excuses for lack of mer- 


chandise. Today people don’t want 


excuses. Nor are they willing to 
excuse most of the discourtesies and 
lack of service which were so com- 
mon. The small store operator 
should capitalize upon his naturally 
strong points. It seems to me that 
friendly and sincere interest in cus- 
tomers and their wants gives the 
small merchant an important ad- 
vantage over the big stores, where 
treatment must be impersonal.” 


MISHAWAKA RUBBER & WOOL- 
EN MFG. CO. of Mishawaka, Ind., 
in their house organ “The Red 
Ball,” enumerate the top five traits 
needed to make a good salesperson. 
Here they are: 

“DEPENDABILITY. Not only in 
carrying out directions, but also in 
meeting emergency situations not 
covered by employer or store in- 
structions. 

“INTEGRITY. That keeps a per- 
son true to his employer and cus- 
tomer. ; 

“KNOWLEDGE OF PRODUCTS. 
One of the fundamental knowledges 
required in successful selling. 

“SELF-MANAGEMENT. Essen- 
tial for retail sales people because 


7” 





constant supervision is impractica- 
ble. 

“WORK ORGANIZATION. Efi- 
ciency is self-management that 
probably contributes as much to 
sales leadership as does any other 


trait.” 
* e * 





THE TIDE 1S CHANGING 


1948 | 1949 | 1950 


—The following paragraphs, taken 
from a recent issue of Advertis- 
ing and Selling, offer a line of 
thinking that is right to the point: 

“Whether you are a manufacturer, a 
distributor, or a retailer, during the past 
five years your business grew and pros- 
pered. Despite shortages, lack of sales- 
men, and, perhaps. even in spite of an 
inferior product, your sales and profits 
hit an all-time high. 

“All of a sudden, things ore different. 
Although your overhead continues to 
climb, your sales have slowed up. What 
is happening, of course, is that the tide 
is going out and you ore standing on 
the shifting sands of a buyer's market. 
Those good old days are gone and if 
| were you, | would forget about busi- 
ness as it was last year—and five years 
ago. | would stop thinking in terms of 
profits, and how big my ‘take’ was 
going to be in 1947. 

“I'm not pessimistic. Quite the con- 
trary, and | think the next five yeors 
will offer the greatest sales challenge 
to American businessmen that this coun- 
try has ever known.” 


—Nor am | a pessimist! But the 
new era, now upon us, is going to 
require better values in merchan- 
dise, more acceptable pricing, 
more intelligent sales effort, more 
courtesy towards your customers 
and the best advertising talent 
you can engage. 


E. B. Terhune 
President 





J. STARR of Mackey-Starr, Inc., 
New York, N. Y., says: 

“A retailer has more confidence 
in an upgrade market, irrespective 


of price. In today’s market, price 
makes quality better than ever. 
Retailers today are.highly aware 
of recognized brands—of what 
makes quality—and of market con- 
ditions; and they realize the scar- 
city of high quality. The retailer 


is not worrying about high prices, 


80 


since he is buying on a short range 
plan. He is aware that he is get- 
ting his money’s worth, no matter 
the price, when he buys branded 
shoes. The greatest amount of 
worrying is being done by the 
manufacturer who is concerned 
about getting high grade materials 
at any cost. The fact that retailers 
have graded their lines means a 
healthier shoe business.” 


= = * 


C. J. HUTCHISON, West Coast 
representative for the Roblee Divi- 
sion of the Brown Shoe Company, 
says: 

“The men’s shoe business is a 
fascinating one. It certainly has 
great possibilities for expansion 
and for smart promotions—if re- 
tailers would only realize it. The 
field has always been there; but 
few merchants have gone after it. 

“I am convinced that every re- 
tailer can sell more shoes to more 
men; but he must romance his foot- 
wear and his customers. Don’t let 
anyone tell me that men are not 
as vain about their appearance as 
women! For this reason every 
man could be sold a complete shoe 
wardrobe, with a shoe for every 
occasion. I have watched alert re- 
tailers, particularly here in the 
West Coast, sell men on this idea, 
with very little resistance from 
either the masculine or distaff side. 

“Our orders prove that men are 
eager for something new and dif- 
ferent in their footwear. We carry 
a complete line of men’s shoes but 


—— 


our biggest business is in fast 
young men’s styles. We know that 
merchants can increase their men’s 
footwear volume if they have that 
something new and different that 
men crave. This includes new 
styles, particularly moccasin types; 
fine details, especially contrasting 
or heavy stitching; different types 
of soles, including new materials— 
such as rubber: new colors, new 
weights and thicknesses.” 





CHESTER HEROLD of Herold’s. 
San Jose, Calif., says: 

“Does anybody agree with me 
that the worn out and mistaken idea 
of 95c., 98c. and 99c. shoe prices 
should be discarded? It makes me 
feel like a fool when I have to price 
a fifteen-dollar pair of shoes at 
$14.95, just as though I had figured 
it down to a gnat’s heel and to 
charge more would be profiteering. 
Don’t we all know it is just a lot of 
bunk? Don’t we know that often 
times those 95c. prices are used to 
get more instead of less? 

“This is a good time for shoe 
merchants to cut that all out. If the 
mark-up on a pair of shoes brings it 
close to $10.00, why not come right 
out and put the $10.00 ticket on it 
—and not hide behind a $9.95 price. 

“Does anybody agree?” 




















"Yoo Hoo! Do you give fittings in the home?" 
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BROWN SUEDE, “Summer dark,” to duplicate the cool dark 
look of the black suede that has become a year ’round classic. All- 
black shoes for fashion and staple merchandise. Classic in suede. 


OH 















DARK GREEN. “Navy green,” dark horse color 
for plain pumps and ankle straps with Summer 
dresses. Inspired by best seller, the dark, dark 
forest green costume color. 











PASTELS for Southern resort and Summer, delicate 
nebulous pinks, blues, greens and mauves in fine 
soft suede, glazed kidskin, snake and lizard skins. 
These new shades include rose pink and raspberry; 
baby blue and aqua or turquoise; pale almond and 
Nile green; lemon and orange yellow; lilac and 
Navy pink. Inspired by the new misty pastel cos- 
tume colors. 

















ALL-WHITE spectator in classic tradition with wide extension 
soles and fair stitch. Tan and white in real spectators with ex- 
tension, also in dressmaker shoes. White trimmed in brown or 
black patent leather, lizard or snakeskin, new in dressmaker 


types. 















DUET IDEA strongest in matching accessories. Hats 
with belts, gloves with belts, shoes with belts. Bags 
with gloves and shoes with gloves, the latter best in 
suede leather. Best combination still, bag with shoes. 
Darker stocking colors dominant with both dark and 
light color shoes. 















D’ORSAY pumps. The plain closed 
d’Orsay pump on 17/8 to 238 heels. 
Played across the board in black patent 
leather, black suede, blue calf, pastel and 
brown kidskin; also in white, red and 
dark green. The same shoe in a baby toe 
last on a low wedge heel also in a wide 
range of colors and materials. 
















REPTILE trims on dark suede and gabardine. Contrasts of brights or 


harmonies of neutral gray and brown lizards and snakes. 
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NEW SPRING LEATHER COLORS 


Selections for Women's Shoes for Spring and Summer, 
1948, Based on Modern Merchandising Concepts. Spe- 
cific Colors for Various Leather Finishes and for Use in 
Types of Footwear to Which They Are Best Suited. 


tanners have learned during the lean 
color years of wartime production that basic colors and 
fashion colors alike must be carefully chosen for specific 
tannages and finishes. No one color can be produced 
successfully in all types of leathers. Nor do careful 
matching of all types of novelty leathers for shoes, hand- 
bags and accessories result in sure-fire color coordina- 
tions, At last tanners are working on new color sched- 
ules. New colors chosen for Spring reflect important 
fashion trends first of all. But colors are segregated 
in groups for types of leathers. These 
grouped for “end use” in types of shoes and accessories 
for which they adapt themselves best. You hear more 
and more talk among the major supplier industries to- 
day of “end use.” “End use” in the leather industry 
will eliminate unwanted colors and cut down on waste- 
ful color experiments. It will also channel types of 
leathers into their correct utilitarian 


in turn are 


place for and 


fashion purposes. 


Top: Smooth calfskin, many- 


ankle strap Customcraft san- 
dal from Schwartz & Ben- 
jamin. Bottom: Elk i 

leather, supple but sturdy, 


wedge from Setroy. 


COLORS FOR WOMEN’S SHOES 


BLACK— 
Important in all jeathers. especially smart in suedes, 
and patent. Calf and kid still lead in demand. 


BROWNS— 
Tur{ Tan 
For spectators, antiqued. and on white. 


In smooth calf, kip, grained leathers. 


Town Brown—In all surfaces, basic utility shade. 

Gypsy Brown—Great style value for smooth, boarded, 
alligator grain, also genuine alligator. New for Sum- 
mer suedes. 

Cocoa Tan—\In suedes and soft grain leathers for 
country and casual types, also dressy shoes. 

All-W hite spectators, also brown and white, turf tan 
and white. cocoa and white. gypsy brown and white. 
version for tailored walking 

[TURN TO PAGE 116, PLEASE] 


Amber Brown—New 
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Top: Patent leather, peren- 
nial favorite, especially suited 
to warm weather wear in 
opened-up patterns such as 
this sling pump from Fox. 
Bottom: Reptile adaptable 
to many types of tailored 
and dressier town shoes as 
illustrated in this  stepin 
from Andrew Geller. 


Top: Smooth kidskin, ideal- 
ly suitable for softly fem 
inine shoes such as this many- 
purpose ankle strap sandal 
from Newton Elkin. Bot- 
tom: Suede, a twelve month's 
seller, dramatically used in 
this “Merry Widow” sandal 
. . dso worn with ankle 
strap . . . from I. Miller. 





iia this issue of Boor AND SHOE 
Recorper, which features the Official Opening 
of American Leathers for the 1948 season, it 
was customary in pre-war years to analyze 
leather surfaces and to suggest by means of 
pull-overs or drawings the type of men’s shoes 
in which they would find most acceptable de- 
velopment. Official color names were listed, 
the colors themselves were described and 
themes for their promotion were suggested. 

Illustrated on this page are four basic types 
which indicate the trend that the styling of 
men’s shoes will take for Spring and Summer 
1948. Clipped to each of these sketches are 
swatches of those leathers which are best 
suited for their development. 

Official color names, descriptions of shoes 
and the usual promotional notes, unfortunate- 
ly are not available as this issue goes to press. 

[TURN TO PAGE 155, PLEASE] 


MEN’S 
COLOR 
And 
PATTERN 
NOTES 


Spring and Summer, 
1948 












For the YOUNGER Generation 


CHILDREN’S SPRING 
LEATHER COLORS 


BROWNS: Gypsy Brown. New in patent for 
little girls. New Amber Brown. In smooth, elk 
finish, also grains for boys and girls. 


REDS: Flag Red. Smocth kids, calf and elk 
finish leathers, smooth or antiqued. Cherry Red. 
In plain and antiqued elk finish. 


BLUES: Admiral Blue for girls. In smooth kips. ie 


calfs, sides. 


TROPIC SAND: New in elk finish and splits 


for “scuffy” shoes. 



















WHITE: Basic for infants. Less important for 
6 to 1144 range. 


WHITE AND TAN: In saddles, moccasin and 3 
spectator types. 


NATURAL TANS AND RANCHO TAN. In 
splits. New for boys’ and girls’ outdoor types. 
Also smooth and grained and pigskin. 












BLACK: In patent leather for little girls’ straps 
and stepins. [TURN TO Pace 114, PLEASE} 
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QUALITY Plus FIT Sells Shoes 


“Y 
L. F. Scoles, manager of Younker’s shoe department, demonstrates how OU had better have value for 
a shoe should be held when it is shown to a customer. Note that the the money and a good quality story 
shoe has an effect of full display as it is shown. to tell if you want to sell shoes 


here,” declares L. F. Scoles, mana- 
ger of the shoe department at Youn- 
kers Department Store in Des 
Moines. lowa, where over $600,000 
worth of shoe business was done 
last year. 

And Des Moines is a “tough 
place” in which to sell shoes. lowa 
people have money to spend, but 
they spend it carefully and wisely: 
fancy display ideas, elaborate de- 
partments and high-pressure meth- 
ods of selling leave them utterly 
cold. 

There is nothing elaborate about 
the shoe department at Younker’s: 
no effort has been made to emulate 
the successful shoe selling salons of 
the East. Iowans prefer to do busi- 
ness in the simplest of surround- 


ings, and Younker’s keeps the de- 
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lowa People Have Money to Spend, but They Spend It 

Carefully and Wisely. Shoe Retailing in Des Moines Must 

Have a Special Appeal for These Cautious Customers. 

Here's How Younker's Department Store Caters to the 
Needs and Desires of Its Clientele. 


partment toned to their wishes. 

Selling techniques concentrate on 
luilding customer good-will, on 
moderate displays in windows and 
in the department, on obtaining the 
utmost quality for the money and 
upon thorough concentration in per- 
sonal selling. 

Des Moines is an old city: it was 
founded in 1843. 
chiefly descended from original set- 
Uers, and in the 
area that the only people who ever 


Its people are 


it. is traditional 


leave lowa for good are those who 
go to California to die. The city’s 


background is mostly agricultural. 
Trade boosters declare that the city 
is the heart of a 300-mile area cover- 


ing lowa, Nebraska, Northern Mis- 
souri and Kansas, which contains 
the richest agricultural area of the 
world. 

Its people are mostly “native- 
born,” descendants of second and 
third generations. From time to 
time “immigrants” come from other 
sections of the United States or even 
from European countries, but the 
days of vast migrations have long 
disappeared. Today Des Moines and 
its suburbs has a population of over 
200,000, of which 95.8 per cent are 
“native born” and over 96 per cent 
are white. It is a city of diversified 
activities, Manufacturing, jobbing. 
insurance and 


retailing, banking. 


mining are of great importance in 
the city which serves the entire state 
Today at Younker’s the people 
that make up this city are buying 
good shoes; they are demanding 
quality. The talk heard in this big 
store's department about price has 
been growing more frequent and 
there has been a feeling of a mild 
price resistance in the shoe trade in 
the area. Today, primarily, custom- 
ers are demanding more quality for 
the money they spend for shoes. In 
women’s shoes the most popular 
selling ranges are between $12.95 
and $15.95; they were slightly high- 
er during wartime, but the $25 to 
[TURN TO PAGE 158, PLEASE | 


by ERNEST W. FAIR 


Fifth in a series of articles on shoe 
retailing in typical American cities. 








I; looks like a rebirth of interest in 
reversed leathers! For the better part 
of a year or more, interest in them has 
grown steadily. Perhaps you will re- 
member that shoes in this popular 
leather accounted for a large percen- 
tage of our pre-war extra sales volume. 
Merchants who are currently searching 
for ways and means to build additional 
sales of style shoes might well consult 
their records of 1936 to 1940. Some 
may be surprised to learn just how 
important the reversed leather shoe 
teally was. 


Reversed leather is an active college 
promotion this Fall. Dark or russet in 
color. it’s seen in all the accepted col 
lege patterns. Shoes, extreme left and 
right—Commonwealth Shoe and Leather 
Co. Center—Holland-Racine Shoes. 


Moccasin fronts, current style leaders, are particularly attractive 
in reversed leathers, used “all-over” and trimmed smooth or wi 
grains. Left—a Jarman shoe from General Shoe Corp. Rig 

W alk-Over shoe from Geo. E. Keith Co. 





It was in the brogue that reversed leathers first became popular. So, it 
is natural that brogues should help create the new interest in them. 
Left and right—from French, Shriner & Urner. Center from W alk-Over. 


We can recall several outstandingly 
successful reversed leather promotions 
by both manufacturers and retailers of 
men’s shoes. All of these promotions 
were inspired by the texture and colors 
of reversed leather and did not depend 
lo any great extent on the novelty or 
particular “newness” of the patterns 
in which they were seen. 


The current vogue for reversed leath- 
ers, however, springs from this same 
interest in color and texture, but it will 
receive added stimulus from several 
patterns which are distinctly new and 
different and which are ideally suited 
to execution in flesh side leathers. 

Perhaps the most important of these 
innovations is the so-called California 
or casual type of footwear. In this type 


of shoe, reversed leathers really belong, 
and are used extensively in the all-over 
and in combination with smooth leath- 
ers of the same family, in similar and 
contrasting colors. 

If one was asked to select the most 


popular outdoors, warm weather or 
resort shoe, it would undoubtedly be 
this California shoe; and of all its vari- 
ations, the most popular interpretation 
In the better 
[ruRN TO PAGE 120, PLEASE] 


is in reversed leathers. 


The last time 


reversed 


leathers enjoyed popular 
favor the casual shoe was 
unheard of; but, these 
leathers are ideally suited 
™ for this type of footwear. 
Left shoe from Jarman. 
The two at the right from 
Casuals, Inc. California. 





ditorial outlook 


A Timely Leather Meeting 


RECENT behavior of the hide market, under the in- 
fluence not only of abnormal forces of supply and de- 
mand but also of rumors from abroad, since proved 
erroneous, relative to disposition of Argentine raw 
stock accumulations, following as they did closely on 
domestic leather and shoe price advances, have left 
many a retail shoe merchant pretty thoroughly con- 
fused in his own mind as to what, if anything, it may 
all mean to him and his business in coming months. 

Most of these developments have seemed to point 
in the direction of higher leather prices, which 
eventually would be reflected in wholesale prices of 
shoes, thereby creating new merchandising problems 
for the retailer. Fortunately some things have occurred 
that may reasonably be expected to result in a slight 
easing of the situation here and there. Deflation of 
the rumors of Argentine hide dispositions by sale 
or barter was followed by a decline in hide futures. 


Opening of the Nigeria goatskin market to American 
buyers and of the calfskin market in New Zealand will 
hardly provide enough additional skins to have any 
appreciable effect on the broad picture of raw mate- 
rials or leather supply; nevertheless, the possibility 
of being able to obtain even a small number of 
Indications also 


additional skins is encouraging news. 
point to increasing supplies of domestic hides. 

Early next month members of the Tanners Council 
of America will hold their official opening of Spring 
leathers at the Waldorf Astoria in New York. Full 
details regarding plans for the event appear elsewhere 
in this issue, together with an analysis of the leather 
and raw material situation. The leather shows spon- 
sored by the Tanners Council usually attract large 
numbers of shoe manufacturers and leather buyers 
as well as a substantial number of retailers. They 
frequently result in a considerable clarification of 
minds and opinions. It is specially to be hoped that 
such will be the result of next month’s leather opening 
in New York, so that all factors in the industry may 
be better informed and better prepared. 

A business man who attempts in times like these 
t. survey the business outlook in his own field, or 
the prospects for business in general, is in much the 
same position as a motorist who guides his car along 
the road with a clear vision of what lies ahead for a 
limited distance, but must rely largely on conjecture, 
experience and the probabilities of the situation when 


90 


he attempts to penetrate the uncertain area beyond that 
point. The picture of the road ahead gradually un- 
folds as he proceeds, but he can never be quite sure of 
what lies around the bend or over the hill that looms 
sharply in front of him. And so, if he is a wise motor- 
ist, he aims to have his vehicle constantly under con- 
trol so as to be prepared to meet any emergency. Care- 
ful business men are likely to pursue very much the 
same procedure. 

When conditions are confused and unsettled, as they 
are today in the shoe business, retailers instinctively 
react with added caution to increase their state of pre- 
paredness. Since it is part of their function to have 
shoes on their shelves in styles, sizes and widths when 
customers are ready to buy, they can’t afford to carry 
caution to the point of failure to procure merchandise 
they are reasonably certain will be in demand. Some 
retailers ‘in various lines made that mistake for the 
Fall season and are now conscious of their error. 

Eventually shoe merchants may incur losses which- 
ever way they play it, and a lot depends on what hap- 
pens between now and the National Shoe Fair as to 
how early and to what extent they will be prepared 
to anticipate Spring shoe requirements. Tanners and 
manufacturers can help the situation very greatly if 
they exert their best efforts to keep the cost of their 
respective products within the bounds of what next 
Spring’s shoe customer will presumably be prepared to 
pay. 

Early last Spring, responsible trade factors whose 
opinion carried weight, seemed convinced that a some- 
what lower leather and shoe market was not beyond the 
realm of possibility and might become an actuality in 
from 60 to 90 days. The basis of these expectations 
seemed rather obscure at the time; subsequent events 
proved them erroneous. Now, when the beginnings of 
a more abundant raw materials supply can be discerned, 
as a possibility at least, on the horizon, when labor's 
activities in the direction of increased wages appear to 
be drastically curbed by the new Taft-Hartley act, and 
when consumer income is reported declining. hardly 
anyone sees aught save boom times ahead. For the 
immediate future, the preponderance of evidence un- 
doubtedly supports this viewpoint of the vast majority. 
But. since caution is the keynote, it may prove good 
judgment, in forming estimates of future business, to 
keep an eye focused clearly on the basic factors. 
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DAREX Welting 
has been used successfully 






on millions of pairs of shoes in the 






past eight years. 






There is no manufacturing change in the 






making of shoes that will give as great satis- 






faction with as much economy as the 
change to DAREX Welting. 








DEWEY ano ALMY CHEMICAL CO. 


CAMBRIDGE 40, MASSACHUSETTS 
MONTREAL 32, CANADA 
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SETON... 
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August 15, 1947 


r 


ay SETON LEATHERS you're sure of 
0U A LIT Y and 


ZEPHYR BUCK 


sides and kips 








= 
: 
| 


95 





HIGHLIGHTS 


and PROSPECTS for 


Photo. courtesy Tanners Councti 


Cattle hides being unloaded from freight cars before going to hide cellar 


for storage. 


DURING the past two months the prospective supply 
situation in raw materials and leather has once more 
become extraordinarily significant to shoe manufactur- 
ers and retailers. Earlier this year it appeared that a 
degree of stability in supplies was being reached which 
held the promise that the transition to postwar normalcy 
was being accomplished. More recent events have again 
raised serious problems and caused suppliers as well 
as customers to regard the future with anxiety. 

It is paradoxical that under present conditions a 
straightforward account of such facts as are available 
seems to carry less weight than the intangibles which 
influence business thinking and policy. The shoe and 
leather industries can hardly fail to be affected by de- 
velopments in other industries as well as by supply and 
demand in the principal hide and skin markets of the 
world. Consequently it is not enough to examine do- 
mestic hide and skin resources in order to appraise 
future supply possibilities. A glance must also be 
taken at the trend of supply in other parts of the world 
from which the United States normally imports hides 
and skins. 
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Two factors offer definite encouragement to tanners 
and their customers today. The first is the expansion 
of cattle herds in the United States and the commensu- 
rately sharp increase in the domestic slaughter of cattle 
and calves. America’s appetite for beef and veal has 
grown appreciably in recent years; one of the incidental 
and vital results is the sharp gain in the supply of hides 
and skins available from domestic sources. Before 
1940, the average annual slaughter of cattle was only 
slightly more than 16 million, whereas in 1947 live- 
stock experts estimate that between 23 and 24 million 
cattle will provide the makings of Sunday dinners and a 
variety of shoes. 

One of the little known facts about the cattle indus- 
try is the high degree of seasonal change in the move- 
ment of animals to market. Packing house slaughter 
comes to a peak in the late Summer and early Fall 
months when the so-called range animals are shipped 
to market. As grass and forage dry up the livestock 
producer ships those animals which would otherwise 
require grain feeding. Normally, therefore, cattle 
slaughter rises to a peak after July so that supply con- 
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RAW MATERIALS and LEATHER 


important Recent Developments in Hide and Skin Markets 
Here and Abroad Which Hold Encouragement to Tanners 
and Promise to Influence Future Trends in Footwear 


Photo, courtesy Tonners Council 


Seasoning and finishing compounds enrich the appearance of leather 


ditions tend to be more favorable in the second half of 
the year than in the first six months. A similar develop- 
ment is expected in 1947 when, unless extraordinary 
circumstances intervene, the cattle slaughter will reach a 
peak in the Fall of the year, probably higher than any 
other year on record. 

In foreign markets one of the developments which 
provides encouragement to tanners in the shoe industry 
is the indication that goat and kidskin shipments to the 
United States have expanded. In recent months im- 
ports of kidskins have moved within reach of prewar 
levels and tanners are hopeful that the sustained flow 
of supply will enable them to expand the production of 
upper and lining leathers. While not enough skins are 
being received to satisfy demand for suede leathers, 
the over-all supply is greater than in several years. 

It is hardly any news to manufacturers or retailers 
that the supply of calf leather, particularly in the light- 
weights suitable for women’s shoes, falls short of the 
demand. While the domestic slaughter of calf has in- 
creased over the rate in prewar years, lack of imports 
from normal foreign sources has been a serious obstacle 
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confronting tanners seeking to satisfy expanded demand. 
In former years calfskins were obtained from the Baltic, 
from Central Europe and New Zealand in sufficient 
qautities to augment domestic resources and to make 
available the lightweight leather required for women’s 
shoes. In contrast, imports of calfskins in 1947 have 
been negligible and the United States has, in fact, ex- 
ported some skins to Canada. One of the contributing 
factors in this situation is the depletion of herds in 
Europe, while another is the artificial restriction on 
the movement of raw material from various world 
market sources. 

In spite of the obstacles and difficulties encountered 
in securing raw material supplies leather production has 
been held at exceptionally high levels. According to a 
release issued by the Tanners’ Council, output of major 
types of leather in the first five months compares very 
favorably with production in several preceding years. 
These data would seem to be worth studying inasmuch 
as actual shoe production in 1947 has not kept pace with 
last year. 

[TURN TO PACE 136, PLEASE] 
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rscanive LEATHERS, justly famous for their 


quality and the fashion correctness of their colors 


and textures, are the proud products of 75 years of 
diversified tanning experience. To its modern tan- 


nery, from resources global in scope, are brought the 
Official Opening of Americon Leathers 
WALDORF-ASTORIA HOTEL 
BOOTH No. 51— 
SEPT. 4, 5, 1947 


world’s choicest skins to be tanned into fine, fashion- 


right leathers. 





KIDSKIN— 
in Authentic Spring 
Shades and White Glazed. 


KID LININGS— 
In Grey, Beige and Black. 


AMBUCK — 
Soft, Close-Napped White 
Suede. 


SLIPPER STOCK— 
In @ Full Range of Colors. 


Mereace MARKS REG U.S. PAT. OFF 


AMALGAMATED LEATHER COMPANIES 


SNOWITE 
AMAZON— 


Beautiful Pre-shrunken 


CHARMOOZ — 


KIPS AND SIDES 


DELAWARE — 
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SPRING LEATHERS ON DISPLAY 


COLOR COMMITTEE 


George E. Poh, Barrett & Company, Inc. 
Robert E. Binger, Allied Kid Company 
Frederick J. Blatz, Amalgamated Leather Cos. 
Felix Carr, Carr Leather Company 

Rudolph Correll, Hermann Loewenstein, Inc. 
G. B. Davy, Beggs & Cobb, Inc. 

W. Malcolm Fleming, Fleming-Joffe, Ltd. 
James T. Gormley, B. D. Eisendrath Tanning Co. 
Dan Hickey, Surpass Leather Company 

Milton Hubschman, E. Hubschman & Sons, Inc. 
Joseph Kaplan, Colonial Tanning Co. 

Max Kornreich, R. Neumann & Company 

Frank R. Lemp, Armour Leather Co. 

Philip |. Light, American Hide and Leather Co. 
J. W. Macpherson, John R. Evans & Co. 
George H. Mealley, The Ohio Leather Co. 
Robert J. Mellin, A. C. Lawrence Leather Co. 
Frank H. Miller, G. Levor & Co., Inc. 

Walter Ziegler, Hunt-Rankin Leather Co. 


Official Opening to Reveal New 

Colors, Finishes and Surfaces as 

Tanners Welcome Shoe Manufac- 
turers and Retalers. 


HAROLD CONNETT 


President, Tanners’ 
Council 


EXHIBIT COMMITTEE 


Dan Hickey, Surpass Leather Company, Chairman 
Frederick J. Blatz, Amalgamated Leather Cos. 
Daniel N. Gutmann, Gutmann & Company 
Milton Hubschman, E. Hubschman & Sons, inc. 
George H. Mealley, The Ohio Leather Company 
Robert J. Mellin, A. C. Lawrence Leather Co. 
Louis C. Stevens, Allied Kid Company 
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AT WALDORF-ASTORIA SHOW 


DANIEL H. HICKEY 
Chairman, Exhibit 


Committee 


IRVING R. GLASS 


Executive Vice-President 
of Tanners’ Council 


J. LOUIS NELSON 


Secretary of Tanners’ 
Council 


EXHIBITING TANNERS 


Agoos Leather Companies, Inc. 
Allied Kid Company 
New Castle & Quaker City Divisions 
Standard Division 
McNeely & Sterling Divisions 


Amalgamated Leather Companies, Inc. 


Amdur Leather Company, inc. 
William Amer Company 

American Belly Tanning Corporation 
American Hide & Leather Company 
American Kid Company, Inc. 

Carl Antholz, Inc. 

Armour Leather Company 


Peter Baran & Sons, Inc. 

J. S. Barnet & Sons, Inc. 
Barnet Bros. Leather Co., Inc. 
Barrett & Company, Inc. 
Beadenkopf Leather Company 
Beggs & Cobb, Inc. 

The Bernard Company, Inc. 
Besse, Osborn & Odell, Inc. 
Blanchard, Bro. & Lane 
Brandt Leather Corporation 
N. Brezner & Company 

Burk Brothers, Inc. 


Carr Leather Company 
Colonial Tanning Co., Inc. 
Crestbrand Leather Company 


Donnell & Mudge, Inc. 
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F. C. Donovan, Inc. 
Dungan, Hood & Company, Inc. 


Eagle-Flagg Tanning Corporation 
Eagle-Ottawa Leather Company 
John R. Evans & Company 


Fleming-Joffe, Lid. 
S. B. Foot Tanning Company 


A. F. Gallun & Sons Corporation 
Garden State Tanning, Inc. 
Geilich Tanning Company 
Gilbert & Company, Inc. 


Granite State Tanning Company, Inc. 


J. Greenebaum Tanning Company 
Griess-Pfleger Tanning Company 
Gutmann & Company 


L. H. Hamel Leather Company 
Thomas B. Harvey 

Hebb Leather Company, Inc. 
Melvin Henkin, Inc. 

Hiteman Leather Company 
Horween Leather Compony 

E. Hubschmon & Sons, Inc. 
Hunt-Rankin Leather Company 


Irving Tanning Company 


1. M. Kaplan, Inc. 
Kirstein Leather Company 


A. C. Lawrence Leather Company 
G. Levor & Company, Inc. 
Lincoln Leather Company 
Loewengort & Company 
Hermann Loewenstein, Inc. 
Malis Leather Company 
Marry Mann Leather Co., Inc. 
Marcus, Forscher & Company 
McNeely & Price Company 
Monarch Leather Company 
Murray Leather Company 


R. Neumann & Company 
Northwestern Leather Company 


The Ohio Leather Company 
Poris Tanning Company 
Fred Rueping Leather Company 


Seton Leather Company 

Sigma Leather Manufacturing Corporation 
S. W. Simon Leather Company, Inc. 
Surpass Leather Company 


Tan-Art Company, Inc. 
Albert Trostel & Sons Company 


R. J. Widen Company 
Winslow Bros. & Smith Company 


Richard Young Company 


Ziegel, Eisman & Company 
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J. GREENEBAUM TANNING COMPANY 


FOUR TANNERIES IN CHICAGO AND MILWAUKEE 
Main Office: 3057 N. Rockwell St., Chicago. Eastern Office: 129 South St., Boston. Cable Address “Greentree” 
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Look for These Leathers at the Show 


Leathers and Colors for Spring, 1948, to Be Shown 
by Firms Exhibiting at the Waldorf-Astoria Hotel, 
New York, September 4 and 5, 1947 


Lists as received from tanners up to time of going to press. 


AGOOS LEATHER COMPANIES 
INC, 


Agoos Doeskin in new Spring Colors 
White Agobuck 

Vobuk 

Leicester Kips 


ALLIED KID COMPANY 


New Castie Drviston 
Glazed Kid 
Varacain 
Suede Kangaroo 
Glazed Kangaroo 
Shadow Kangaroo 
All available in pastels. vivid colors. 
neutrals, & standard colors 
STanpaRD & Speciatty Division 
Suede Kid 
Glazed Kid 
Cordigan Kid 
All available in pastels. vivid colors. 
neutrals, & standard colors 
Kid Linings 
Pastels 
Grey 
Beige 
STERLING Division 
Vurocco Kid 
Sterling Patent Kips 
Sterling Patent Sides 
Available in variety of colors 
Tuscon Colt 
White Tuscon Cowsides 
Gold and Silver Kidskin 


MeNeery Division 


Glazed Kid 
Color 25—Town Brown 
Color 28—Amber Brown 
Black Crushed 

Velco Kid 
Color 28—Amber Brown 
Color 25—Town Brown 
Color 88—Navy Blue 
Black 


Quaker Crry Division 
Black Glazed Kid for Men’s and Wo- 


men’s Wear 


AMALGAMATED LEATHER 
COMPANIES, INC. 


Charmooz Suede 
Glazed Kid 
Clio Kid 
Genuine Reptiles 
4mbuck 

White Suede 
Buckgoat 
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Kid Linings 
Snowite Kips & Sides 
All official colors for Spring 


AMDUR LEATHER COMPANY, 


INC. 
Elk Sides 
White 
Brown 
Lining Splits 
Ooze & Finished 
Retan Chrome Sole Splits 
(For the play shoe & slipper trade} 


WILLIAM AMER COMPANY 
Black Glazed Kid 


Garment Leather 


AMERICAN BELLY TANNING 
CORPORATION 


Cow & Steer Bellies 
Gold & Silver Kid, 


Cabrettas & Skivers 


AMERICAN HIDE AND LEATHER 
COMPANY 


Women’s Calf Leathers 
Princess Calf—Black 
Rosebay Willow Calf 
412 Town Brown 
415 Gypsy Brown 
431 Admiral Blue 
423 Brown 
135 Red 

Ven’s Calf Leathers 
Royal Calf Smooth—Black 
Willow Calf 123 Indian Tan 
Sport Willow Calf Black and 123 

Bag Leathers 
Black 
Brown 
Blue 
Red 
Royal Sides 
Empire Sides and Kips in all 

standard sides as in calf 


AMERICAN KID COMPANY, INC. 
Glazed Kid 
Black 
Colors 
Slipper Kid 
All leading shades 
Suede Kid 
Black 
White 
Colors 


Lining Kid 
In fashionable colors 
Kid & Cabrettas 
Gold & Silver 
{ micape 
Smooth & Embossed Cape-finished 
Lambskins 


ARMOUR LEATHER COMPANY 


Full Grain Maison, Bokide and Crvs- 
tal Kips 

Cossack, Skeet, and Ivory Kips 

Reverse Kips called Shewan in the 
various high colors 

Suede and Lining Splits 


PETER BARAN & SONS, INC. 


Genuine Alligator Leather in the 


latest Spring shades 


BARNET BROS. LEATHER CO. 


Complete line of reptile leathers 
Alligator 
Snake 
Lizard 
Frog 
In all Spring colors 


J. S. BARNET & SONS, INC 


Calj 
Thoroughbred Brawnie Gloria Bar 
vel Barbuk 
Kid Sides 
Thoroughbred 
Barbuk 
Extreme Sides 
Beverly Devonshire Baronet Barlynn 
Suede Calj 
Black 


Brow n 


Barve! 


Glas-boro 


Vinette Demiveals 


BARRETT & COMPANY, INC. 


HB omen’s 
PLM & HM Llama Calf 
LM. M & HM Lasticalf 
Ven’s 
H Scotch & Hyland Calf 
H Scotch & Hyland Kip Sides 
HM Lasticalf 
All in standard official colors for 
Spring 1948 
[TURN TO PAGE 104, PLEASE] 
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Look for These Leathers at the Show 


BEADENKOPF LEATHER 
COMPANY, INC. 


Black Glazed Kid 

Brown Glazed Kid 

Burgundy Glazed Kid 

Black Suede Kid 

Kid Linings in Beige, Gray and Fawn 

Goatskin Garment Leather in Chest- 
nut Brown 


BEGGS & COBB, INC. 


Side Leathers 
Dress Smooth 
Black, White, Colors 
Burlee 
Black, Colors 
Playtog 
White, Colors 
Elk 


Black, White, Colors 
Komfi-Kip 
Black, White, Colors 


Wedgemere 
White, Colors 
Sno-Buck 
White 
Splits 
Linings 
Slippers 
Dresshu 
Workshu 
Gussets 
No-Slips 


BERNARD COMPANY, INC. 


Elk 
White 
Colored 
Suede Splits 
Black 
Colored 


BESSE, OSBORN & ODELL, INC. 


Besse Sheep and Lamb leathers for 
shoe linings, hat sweat bands and 
for industrial use 

Shoe Linings 

Grey 

Waterlily 

Fawn 

Natural Calfine for cowboy and rid- 
ing boot linings, men’s and chil- 
dren’s shoe linings and slipper lin- 
ings 


BLANCHARD BRO. & LANE 


Upholstery Grains 

Lining Splits 
Deep Buff Bark 

Flexible Splits 


BRANDT LEATHER 
CORPORATION 


Fancy sheep and goatskins of all 


104 


[CONTINUED FROM PACE 103] 


descriptions, and in all standard 
and fashionable colors for all pur- 
poses 


N. BREZNER & CO., INC. 


Elk Leathers 


Smoked Elk 
Grey 

Ruddy Wine 

Old Glory Red 
Old Glory Blue 
Boulevard Brown 
Brandy Tan 
Indian Tan 
Tawny Tan 

Ox Blood 

White 

Black 

Army Russet 
Turf Tan 

Red 

Green 

Blue 

(Smooth & Embossed) 


Lining Leathers 


Non-Slip 
Finished 


Side Upper Leathers 


Elk, Smooth and Embossed in popu- 
lar colors and weights for men’s, 
women’s and children’s footwear 

Splits, from heavy types for work 
shoes, to linings and fine suedes 


CARR LEATHER COMPANY 


Suede Calf 


301 Turftan 

45 Glace Chocolate 
160 Town Brown 
165 Cherry Red 
234 Tropic Sand 
42 Cocoa Tan 
207 Country Grey 
214 Liberty Red 
108 Liberty Blue 
111 Admiral Blue 
33 Spur Grey 

15 Myrtle Green 
Black 


COLONIAL TANNING 
COMPANY, INC. 


Patent Leather 


Black 

Sno White 

Gunmetal No. 11 
Platinum No. 582 
Turftan No. 480 
Gypsy Brown No. 567 
Cocoa No. 586 
Rancho Tan No. 584 
Cream Blond No. 585 
Kelly Green No. 278 
Deck Blue No. 578 
Unity Blue No. 446 
Cherry Red No. 579 
Liberty Red No. 101 


Hot Chocolate No. 577 
Elk Side Leather 

White No. 200 

Black No. 201 

Brick Red No. 202 

Army Russet No. 204 

Navy Blue No. 205 

Wine No. 206 

Bottle Green No. 207 

Turftan No. 208 

Smoked Elk No. 211 


DONNELL & MUDGE, INC. 


Saddle Sheep 

Smooth and Embossed Sheep for the 
leather goods trade 

Grain and reverse colored linings 

Natural Sheep 

Cape Leathers 

Finished Splits 


F. C. DONOVAN, INC. 


Domoc 
Rancho Tan 
High Colors 
Range of deeper tans 


DUNGAN, HOOD & CO.., INC. 


Black Glazed Kid 
Suede Kid 
Black Glazed Kangaroo 


EAGLE-OTTAWA LEATHER CO. 


Ottawa Sport Elk 
Colors No. 10, No. 20, No. 30, No. 
31, No. 32 and No. 33. (For use 
in men’s, women’s & children’s 
shoes) 
Mexican Grains 
Spey Royal Scotch 
Boulevard 
Colors No. 10, No. 30, No. 32 and 
No. 33 
Tuftoe Tipping 
No. 30 


Loafer Leather 
New Spring colors 
Correctan Lining 
Vegetan Lining 


JOHN R. EVANS & COMPANY 


Kid 
Ruby—Black Kid, Glazed and Dawn 
Cara—shrunken, crushed kid, Black 
and Colors 
Cara—shrunken, crushed kid, White 
Brogandi—Sturdy Goat, Black and 
Colors 
Brogandi—Sturdy Goat, White 
Valencia—Glovey-type kid, all colors 
Bokhara—Rich grain, Black and 
Colors 
Bokhara—Rich grain, White 
Evanette Black Suede 
Peerless White Glazed Kid 
[TURN TO PAGE 106, PLEASE] 
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MPORTANT for mid-season and resort footwear 
is the new Brown Wine of the Allied Kid Company. 
A color that has all the richness of mellow wine 
plus a brown torte that adds depth. The color for 
accessory contrast, adapted from a4 hue native to 


Haiti. A perfect complement to standard browns. 


ALLIED KID COMPANY 


BOSTON «© NEW YORK ¢ CAMDEN «¢ WILMINGTON © PHILADELPHIA 
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Look for These Leathers at the Show 


Peerless Colored Glazed Kid 
Peerless Linings 
Pig 
Jimmy Pig, Whites, full grain 
Jimmy Pig, Colors, full grain 
Kips 
Evanide Kips, Clear Finish 


FLEMING-JOFFE, LTD. 


Alligator 

Lizard 

Python 

Cobra 

Water Snake 

(In various Spring colors) 


S. B. FOOT TANNING CO. 


Staple Leathers in corrected Elk 
Kips, Extremes and Large Spread 
Sides for semi-dress and sport 
types of men’s, women’s and chil- 
dren’s shoes 

White 

Black 

Town Brown 

Surgundy 

Army Russet 

Army Brown 

Turftan 

Heavy leather for service footwear 

Waterproof in full grain and corrected 

Elk in full grain and corrected Retan 

Black 

Dark Chocolate 

Medium Brown 

Light Brown 

Glove, Gusset and Lining Splits 

Horsefront Leather for gloves and 
garments 


A. F. GALLUN & SONS 
CORPORATION 


Aztec 

Cretan 

Eskimo 
Norwegian 
Wax Norwegian 
Normandie 
Viking 

Apache 
Tooling 

French Process Wax 
Furniture 
Grains 

Lining 

Domino 
Baguette 
Mandarin 

Lido 

Ebony 
Quarterbright 
Clyde 

Kongo 

in various colors and black 


GEILICH TANNING COMPANY 
Grains and Splite 


[CONTINUED FROM PAGE 104] 


Lining Leathers 


GILBERT & COMPANY, INC. 
Russet Nu Calf 


Sheepskin 


GRANITE STATE TANNING 
COMPANY, INC. 


Elk 
White 
Black 
Victory Red 
Medium Red 
Army Russet 
Turftan 
Grantan Army Russet 
(Combination smooth) 


J. GREENEBAUM TANNING CO 


Barclay 

Vegeleen 

Hampton 

Normil 

Sporto 

Dresides 

Primo 

Cordovan 

Grains 

F. G. Elks 

Splits 

White, Colors and Black; the colors 
in Aniline and Pigment finishes 


GUTMANN & COMPANY, INC 
Ski 

Gambola 

Flacor 

White & Cream Shubuck 

Scotch Grains 

Derby 

Campus 


L. H. HAMEL LEATHER CO. 


Crushed Kid 
Black 
Town Brown 
Army Russet 
Glazed Black bid 
Glazed Leather 
Green 
Fall Green 
Wildfire Red 
Cherry Red 
Fiesta Red 
Town Brown 
Kid Linings 
Water Lily 
Mocha 
Grey 
Pastel colors on the Pink, Blue and 
Green 
Sueded Kid for linings 
Water Lily 
Mocha 
Grey 
Smooth Chrome Capes for linings 
Water Lily 
Mocha 
Grey 


Suede Capes for linings on the same 
colors 


THOMAS B. HARVEY 


Suede 
Black 
Brown 
White 
Balenciago 
Green 

Glazed Kid Linings 
Beige 
Fawn 


Light and dark Grey 


MELVIN HENKIN, INC. 


Glazed Kid 

Black and solors 
Suede Kid 

Black and colors 
Lining Kid 

Grey 

Field Mouse 

Water Lily 
Slipper Kid 

Black Burgundy 

Blue 

Army Russet 
Reptiles 
Gold and Silver Kid 


HITEMAN LEATHER COMPANY, 
INC. 


Calf Leather 
1948 Spring Colors 
Calf Slipper Leathers 
High Colors 


HORWEEN LEATHER COMPANY 


Forest Calf 

Colors—Men’s Weight 
W oodland Calf 

Black 

Colors 

In men’s and women’s weights 
Black Chromexel Calf 

In men’s and women’s weights 
Color Chromexel Calf 

In men’s and women’s weights 
Black and Colored Cedar Calf 

For novelty trade 
Cordovan Butts 


HUNT-RANKIN LEATHER CO. 


Bucko Calf 
Black 
Town Brown 
Navy Blue 
Grey 


White j 
Velvetta Suede Calf 
Black 


Town Brown 
[TURN TO PACE 108, PLEASE] 
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Look for These Leathers at the Show 


Navy Blue 
Infanta Calf 
Black 


Town Brown 
Navy Blue 
White 


IRVING TANNING COMPANY, 
INC. 


Natural back elk 
Red 
Greens 
Blues 
Heavy weight leather Irvalene, ani- 
line finish can be made up into any 
light shade 
Suede Splits in high colors 


1. M. KAPLAN, INC. 


Town Brown 
Cherry Red 
Rancho Tan, in various simulated 
prints 
Heavy Leather for sport type shoes 
Cherry Red 
Town Brown 
New Green 
Golden Harvest 
Other brilliant colors 


KIRSTEIN LEATHER COMPANY 


Full Line of Elk & Smooth 
in Kips Extremes & Sides 
Popular colors in men’s & women’s 
weights 


A. C. LAWRENCE 
LEATHER CO. 

Calfskin 

Men‘s Duro Calf 

Black and Colors 

Women’s Moda Calf 

Black, White and Colors 
Sheepskin 

Barilla 

Natural 

Waterlily 

196 Grey 

197 Lt. Grey 

126 Fawn 

127 Fawn 

Miami 

Color 15 
Vegetable Linings 

Russet 

Waterlily 

196 Grey 

197 Lt. Grey 

126 Fawn 

127 Fawn 

Miami 

Color 15 
Reverse Linings 

Waterlily 


[CONTINUED FROM Pace 106/| 


Splits 
Upper Leather Splits 
Black 
Brown 
Army Russet 
Lining Splits 
15 Tan 
19 Beige 
21 Waterlily 
Sole Leather Splits 
Black 
Skivers (Seck Lining) 
Popular Lining Colors 
Shearlings 
Nutans for Slipper and Garment 
Linings 
Barks 
Natural and Colored backs for slip- 


pers 
Electrified Colors for Slippers: 
Red-Wine-Royal Blue-Beige-Brown 
Pastel Pink—Pastel Blue 
Whites for Novelties and Linings 
Capelt for Slippers 
Turftan—Wine—Walnut—Red— 
Blue 
Mouton 
Shoe side Upper Leather: 
Hikon Sides and Kip 
Gun Metal Sides and Kip 
Uneeka Full Grain Kip 
Anilon Full Grain Kip 
Keena Sides and Kip 
Glasgow Sides and Kip 
Nubuck Sides and Kip 
Patent Leather Black and Colors 
Glasgow Sides and Kip 


G. LEVOR & CO., INC. 


White Kid in glazed, Mello Crush 
and Flexy finishes 

White Cabretta in glazed and Mello 
Crush 

Flexy Kid in black and brown 


LINCOLN LEATHER COMPANY 


Smooth Calf, Sides, Elk, Splits 
Crushed Calf, Sides, Splits 
Boarcied Calf, Sides, Splits 
Embossed Calf, Sides, Splits 
Suede Calf, Splits 


LOEWENGART & COMPANY 


Suede Kid 

Slipper Kid 

Lining Kid 

Gold & Silver Kid 

Vegetable & Chrome Tanned Sides 
Chrome Tanned Kips 

Buffalo Calf 

Lining Splits 


HERMAN LOEWENSTEIN, INC. 
Genuine White Buck, men’s and 


women’s weights 
Gamuza Suede Calf, Black and Col- 


ored, women’s weight 


Campus Calf, Black and Colored, 
heavyweight sueded leather for 
loafer and casual type shoes. 

Technicalf, Black and Colored, wo- 
men’s weight smooth and boarded 


calf 


MALIS LEATHER COMPANY 


Black Glazed Kid 

Brown Glazed Kid 

Black Glazed Cabrettas—Black 
Suede Cabrettas 

Black Satin Cabrettas 

White Glazed Kid 

White Glazed Cabrettas-—White 
Suede Cabrettas 

Blue Glazed Cabrettas 

Brown Glazed Cabrettas 

Burgundy Glazed Cabrettas 

Black Suede Kid—White Suede Kid 

Lining Kid 

Lining Cabrettas 


HARRY MANN LEATHER 


CO., INC. 
Linings 
Lacquer and Regular Finish 
Ooze Linings—for Non-slips 
and Counter Pockets 
Capeskins 
For Playshoes and Slippers 
Bag Suedes 


MARCUS, FORSCHER & CO. 


Marigold Genuine White Buck Jacks 
Marigold Suede 

Black 

Colors 
Marigold Calf 

Black 

Colors 


McNEELY & PRICE COMPANY 


Suede Kid 

Crushed Kid 

Black Glazed Kid 
Colored Glazed Linings 


Reptiles 
MONARH LEATHER COMPANY 


MURRAY LEATHER COMPANY 


Murlaco Leathers 
Black Patents 
Elk and Smooth 
(In all colors) 
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Look for These Leathers at the Show 


Flexible Suede 
Finished Lining Splits 


R. NEUMANN & COMPANY 


Alligator designs on Calfskin 
A full Spring color range, including 
white 
Buffalo 
A complete range of colors for men’s, 
women’s and chi *s shoes 
Novelty Leathers 
Ostrich 


Seal 

Pig and Goatskins for the shoe trade, 
leather goods, luggage and hand- 
bag trades 


NORTHWESTERN LEATHER 
COMPANY 


Tamarac and Smooth Pac 

(Extremes, sides and kips) 
Mackinac (Sides) 
Tartan and Essex Grain Pac Leather 
Sootan and Elko (White and Colors) 
Work Shoe Elk 
Kitchener (retan) and Snobot 
Lining Splits in White and Colors 


OHIO LEATHER COMPANY 


W omen’s Leathers 
Town Colors 
Burnt Mocha No. 588 
Gypsy Brown No. 515 
Town Brown No. 539 
Turftan No. 504 
Admiral Blue No. 578 
Black Jill Jetta 

Men’s Leathers 
Street and General Wear 
Boulevard Brown No. 88 
Urban Brown No. 15 
Brandy Tan No. 68 
Indian Tan No. 19 
Tawny Tan No. 67 
Spring Vintage No. 71 
Golden Harvest No. 80 
Black Jack Jetta 

Resort and Summertime W ear 
Cocoa Tan No. 151 
Putty Sand No. 189 
Burnished Tan No. 160 
Country Smoke No. 177 
Heathermist No. 176 

Embossed leathers in same colors as 
women’s 
Brown Almond 
Green Pepper 
Cherry Red 
Light Amber 

All of these colors in several Alligator 
and Lizard registered designs 


PARIS TANNING COMPANY 


Smooth Sides 
Elk Full Grain and Corrected 
Kips Full Grain and Corrected 


[CONTINUED FROM PAGE 108] 


Retans, splits and luggage leather 
(In all Spring shades) 


FRED RUEPING LEATHER CO. 
Kin Kin Kip 

Kin Kin Extremes 
Kankakee Kip 
Kankakee Extremes 
Kankakee Sides 
Calumet Kip 
Calumet Extremes 
Tartan Kip 

Tartan Extremes 
Mohawk Kip 
Mohawk Extremes 
Mohawk Sides 
Hiawatha Kip 
Hiawatha Extremes 
Hiawatha Sides 
Rue Buck Kip 

Rue Buck Extremes 
In standard colors 


SETON LEATHER COMPANY 


Patent Leather 
Black 
Four colors 
White Zephyr Buck and Duderoo 
sides and kips 


SIGMA LEATHER MFG. CORP. 


Gold and Silver Kid and Skivers 
New production of genuine white 
gold kid and skivers 


S. W. SIMON LEATHER CO., INC. 


Black and Brown Suede Kid 

Black and Brown Glazed Kid 

Gray, Fieldmouse, Waterlily Lining 
Kid 


SURPASS LEATHER CO. 


Surpass Black Glazed Kid 
Surpass Black Suede Kid 
Surpass Black Glazed Genuine 
Kangaroo 

Capre Kid 
Black 
White 

Kid Lining 
Pink 


Beige 

Gray 

Green 
Garment Coat 

Chestnut 

Walnut 


TAN-ART, INC. 


Suede Kid 
White 
Black 
Brown 


ALBERT TROSTEL & SONS CO. 


Tuxedo Sides 
Black & Colored 
Wapiti Sides 
Black & Colored 
Vegetable Antiquity Sides 
Colored 
California Ruffglove Sides 
Zebu Sides 
Black & Colored 
Colored Blizzard Sides 
Colored Garrison Sides 
Atasco Calf 
Black & Colored 
Pochette Calf 
Black & Colored 
Black Nubian Calf 
Colored Antiquity Calf 


R. J. WIDEN CO. 


Side leathers for bag—strap and case 
trade in all style colors 

Luggage and case leather in all stand- 
ard shades of pigment and aniline 


WINSLOW BROS. & SMITH CO. 


Full Chrome Tanned in all popular 
colors for quarter lining, grain and 
flesh finish 

Vegetable tanned in all colors—selec- 
tion and substance for quarter and 


sock linings 
Embossed and smooth leathers for 
pocketbooks, handbags and novel- 


ties 

Shearling for all uses 

Glove and Garment leather, grain 
and suede finish 


RICHARD YOUNG COMPANY 


Glazed Black and Colored Genuine 
Kangaroo—for men’s and women’s 


shoes 

White Suede Genuine Kangaroo—for 
women’s shoes 

White Jack, and China Buckskins— 
for men’s and women’s shoes 

Cape Finish Lambskins 

Crushed Levant Cape Finish Lamb- 
skins 

Box Calf Cape Finish Lambskins 

Rychrosuede Lambskins 

all to be in the current colors 


ZIEGEL, EISMAN & CO. 


Glazed Kangaroo 
Black 
Brown 
Tan 


In men’s and women’s weights 
Dull Yellow Back Kangaroo 
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This class—in color co- 
ordination — helped 
teach New Orleans 
salespeople the interre- 
inion beeesen | shee 
selling 

of other fashions. 


Shoe Men and Salespeople 


PROFIT 
From This Training! 


a salesmen in New Orleans stores are learning 
new facts about selling and approved ways to make each 
customer contact produce a maximum flow of dollars 
and cents through the cash register; and shoe merchan- 
disers are learning new ways as well as improved tech- 
niques for running and merchandising their depart- 
ments—in a series of classes sponsored by the retail shoe 
merchants of the city for training both personnel and 
managers. 

The classes are held under supervision of the Orleans 
Parish School Board and the Louisiana Department of 
Education, working with the Federal distributive educa- 
tion set-up. The New Orleans shoe merchants have taken 
maximum advantage of the training facilities offered by 
distributive education. 

Classes are free, and cover a multitude of merchan- 
dising, housekeeping, buying, personnel management 
and other retailing facts. They are taught by experts in 
the field—among them some of the most successful shor 
merchandisers of the Crescent City, who are paid for 
their efforts by the parish (county) school board. In 
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this way, the very best merchandising brains of the 
city are utilized for training salespeople—and managers. 

The scope of the courses is as wide as the scope of 
shoe selling itself. Whenever a sufficient number of 
pupils (15) are lined up, any subject under the mer- 
chandising sun can be taught. 

Throughout the training the how of suggestive selling 
is pointed out to the students. The right and wrong 
ways to suggest merchandise are stressed, and examples 
are given to the participants. 

Among the courses, that on department management 
has proved one of the most popular. This course ran 
for a period of 20 weeks, with Earl H. Rees, store super- 
intendent of Maison Blanche, one of New Orleans’ larg- 
est department stores, acting as instructor. 

The principal reason that distributive training has 
gone over so successfully in New Orleans is because the 
classes are made interesting—not “cut and dried” as are 
many courses designed for retail salespeople. 

The scope is outlined before the class begins so that 

[TURN TO PAGE 118, PLEASE] 


Boot and Shoe Recorde: 











oe 


‘It is beyond imagination that any other leather can play up 
the charm of a feminine foot with the subtle flattery 
of Kidskin. ~ Appealing to the eye with its soft 
glowing beauty, King Kid carries on with 
comfort as well . . . and a long endur- 
ing life, for this superb achieve- 
ment in Kidskin truly 


grows old gracefully. 


‘hight 


LINE 


VME, { ) ) I eZ (Mfptn ae, VEL, Vidi 


August 15, 1947 











ad 





od 


MALIS LEATHER Co. 


315-319 Arch St., Phila. 6, Pa. 
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KID and CABRETTAS 


Produced Successfully 
for 40 Years 


GLORIA CABRETTAS are 
tanned only from the finest selected skins 
available. Renowned for their STRENGTH 
and DURABILITY, these factors combined 
with a fine Grain and SMOOTH SILKY 
CALF-LIKE FINISH stamp them—fashion- 


accepted. 


BLACK GLAZED 
BLACK SUEDE 


WHITE GLAZED 
WHITE SUEDE 


Exhibiting 
SPRING LEATHER OPENING 


Booth No. 37 
HOTEL WALDORF-ASTORIA 
New York City 


id 











For the Younger 
Generation 


[CONTINUED FROM PAGE 85] 


YOUNG GIRLS—TEENS— 
COLLEGE PROMOTIONS 


BROWNS—tTurf Tan. In kip and calf, 
also antiqued alligator grains newly im- 
portant. Gypsy Brown and Amber tone. 
In patent new for dressy stepins and 
sandals. In alligator grain new for 
campus types. 
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BLACK—In suede and splits continues 
strong in young girls’ types. In patent 
revived for dress wear stepins and san- 
dalized types. 

RED—Flag Red. In smooth, grain and 
alligator grain leathers. Cherry Red 
and Antiqued Reds. In grains and alli- 
gators with black detailings for sandals, 
moccasins and stepins. 
BLUES—Admiral Blue. In smooth 
kip and calf bigger than last year. 
Bright Blue. For casual and Summer 
types. 


GREENS—Myrtle Green. In smooth 


| from Gale. 


| Modern Age 


and antiqued effects for campus and 
town types. Lighter Greens. In casual 
and Summer types. 


RANCHO TAN—In smooth vegetable 
tan leathers and soft grains for casual 
shoes. 


WHITE — All-white sandals basic. 
Growing stronger, all-over white spec- 
tators high or low heels. Tan and white 
continuing in open spectator versions. 
Black and white in combination for open 
Summer types. White woven vamp pig- 
skins and crushed kids in “little gir!” 
sandals. 


Captions for photographs on page 
85: 


Photo at top of page. Above: Black 
suede is used for a ballet wedge model 
for the teen-age girl; Sportster from 
Sandler of Boston. Below: Black pat- 
ent is always popular in strap models; 
shown here in a T-strap version; Stride 
Rite from Green. 


Photo at bottom of page. Clockwise, 
starting lower left: Smooth elk com- 
bined with a grain surface in a tipped 
oxford; Play Poise from Virginia. 
Again a smooth surface, in a walled 
last moccasin pattern; Daytimer, Jr. 
Pinking and moccasin 
stitching on a blucher oxford of elk; 
from Curtis-Stephens- 
Embry. 


Marshall Field Promotes 


_ Men’s Shoe Line 





CHIcAGo—Marshall Field & Company 
recently used a full page in the Chicago 
Tribune to advertise Wright Arch Pre- 
server Shoes, and is addition devoted 
two solid windows, plus department dis- 
plays, to their promotion. Behind this 
promotion there was some solid think- 
ing, planning, and a keen market analy- 
sis of the wants and needs of the men in 
the Chicago area. 

Factors emphasized in this successful 
promotion were: Full size ranges on all 
styles were accumulated; new styles; 
two prices were set, $16.95 and $17.50; 
layout was smart, styleful, simple; copy 
told the store of comfort as the extra 
dividend in Wright Arch Preserver 
shoes. 





Shoe Factory Employment Up 
In May in N. Y. State 


New York—In the May New York 
State Labor Market Letter it is report- 
ed that employment was virtually static 
in leather goods manufacturing, with 
only shoe factories reporting a payroll 
rise. 

Although employment in shoe produc- 
tion went up from the April level all 
other branches of the leather industry 
cut employment, especially in handbags, 
gloves, and unclassified leather prod- 
ucts. 
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VISIT 


Booth No. 26—Sept. 4th and 5th 


Waldorf-Astoria Hotel, New York City 


Leather Show, Tanners Council 
of America 





OUR 








Monarch Leather Company 


CHICAGO 





New Spring Colors 
Reflect Fashion Trends 


[CONTINUED FROM PAGE 82] 


types or very simple “silhouette” shoes. 

Tropic Sand — Off-white tone for 
casuals in suede and soft kip or calf. 

Rancho Tan — Only for sport and 
casual shoes in smooth vegetable or 
softie kips, alligator, alligator grain. 
BLUES— 

Admiral Blue—In smooth grain calf 
and kid, suede, alligator, lizard and 
“softie” leathers. 


Flag Blue —In smooth, alligator 





BOSTON 





grain, grained soft leathers for casual 
and country shoes. Elk grain and soft 
kip, also reptile. 

REDS— 

Cherry Red—In smooth kid or calf, 
alligator, soft grained leathers and 
reptiles. 

Flag Red—Smooth and grained calf 
and kid, reptiles, sides and elk finish. 
GREENS— 

Myrtle — Darker, middle green in 
smooth kid and calf, also reptile. 

Peppermint — Smooth, soft-grained 
leathers for casual shoes. Also alligator 
grain. Kid and calf for sandals and 
Summer shoes. 





NEW YORK 





GRAYS— 

Medium Gray—For suedes primarily, 
splits and grains in country types. A 
little kidskin and lizards or snakes, 


often in combination with taupe 
browns. 
NOTE: 

Bright color suedes less important 


this year. 


Shoe Store Hit by Fire 

LOUISVILLE, Ky.—Topp’s Shoe Store, 
at 536 South Fourth Street, was dam- 
aged by fire July 23 to the extent of 
$75,000, the loss being covered by in- 
surance. 
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KANGAROO 


THE ARISTOCRAT OF UPPER 


LEATHERS 


BLACK — GLAZED —- BROWN 


Richard Young Company 


New York 16, N. Y. 


295 Fifth Ave. 
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100 E. 





over that Surplus Stock 


Turn to the CLASSIFIED PAGES for 
Purchasers. 


Sixteen years’ continued 
PURCHASE” space is the record for one of our ad- 
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a eyes intuitively 


perceive and instinctively desire beauty in all its 


appealing forms . . . Witness, for example, the 
lovely lustre of Dunhood Kidskin . . . its perfect affinity 


for fashion . . . its caressing care of the foot 
. . . its long and faithful service. en 


BLACK GLAZED KID « SLACK SUEDE KID + SLACK GLAZED KANGAROO 


DUNGAN, HOOD @& CO., INC. 





1433 Locust St. 
MILWAUKEE 4 
E. Becker & Co. 
240 W. SUSQUEHANNA AVE, PHILA. 22, PA. 
83 SOUTH STREET, BOSTON 11, MASS. 
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SIGMA 


Leather Manufacturing 


Cor 
100 GOLD STREET 


oration 
NEW YORK 7, N. Y. 





44 79 
46 S) GMA Gold and Silver Kid 
A 
SIGMA Gold and Silver Cabrettas 
79 
S! GMA Gold Skivers 


new 


Outstanding Product 


WHITE GOLD in KID and SKIVERS 








AGENTS: 
H. BERKOWITZ R. REIDER O. B. DAHM DAVID V. WHITING HOWARD IRWIN CO. 
NEW YORK BOSTON ST. LOUIS LOS ANGELES CHICAGO 
Shoe Men and tising and publicity is given by the Martin Weyenberg 


Salespeople Profit 
[CONTINUED FROM PACE 112] 


the student will know what he will 
cover. The instructor is always a mer- 
chant who has been successfully en- 
gaged in the field he will teach. 

About three-quarters of the two-hour 
period of instruction are given to a lec- 
ture by the instructor. During the re- 
maining half hour a general discussion 
goes on among the students. At the 
completion of the course, the students 
are asked to make suggestions in 
methods of business and instruction. 

To promote the program, free adver- 


city’s newspapers and the Association 
of Commerce Bulletin. To hit more 
directly at prospects who may be inter- 
ested, circulars announcing the courses 
are sent to stores throughout the city. 
These have brought excellent results. 

“One of the main reasons why the 
courses were instituted,” points out 
Miss Dorothy Simmonds, Coordinator 
of Distributive Education in New Or- 
leans, “was to up-grade the type of 
sales personnel in the stores of our 
city. We've not only succeeded in 
doing just that, but we’ve gone a few 
points further and taught the manage- 
ment of our stores many additional 
facts about their businesses!” 


MILWAUKEE, Wisc. — Martin Weyen- 
berg, founder of the Weyenberg Shoe 
Company, here, died at the age of 97 
at his home in Appleton, Wisc., on 
August 6. 

Born in Holland, Mr. Weyenberg was 
brought to America in 1851. In 1896, 
he entered the shoe business in Chippewa 
Falls, Wisc., and later moved the plant 
to Milwaukee. The firm was incorpor- 
ated in 1906. 

He is survived by four sons: Frank 
L., president of the shoe company; 
Sylvester A., a director of the firm; Ed- 
mund and Lloyd; and eight daughters. 
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Melvin Henkin, Inc. 
TANNERS OF 
GLAZED and SUEDE KID 





31 SPRUCE STREET NEW YORK 7, N. Y. 
TANNERY: WILMINGTON, DEL. 


SUEDE KID’  ° Black and Colors 


SLIPPER KID * Black and Colors 
LINING KID * Grey, Field Mouse, Water Lily 


BLACK GLAZED KID * Upper Stock 
REPTILES 
SEE US BOOTH No. 60 


GENUINE WHITE BUCKSKINS 


and 
GENUINE WHITE SUEDE KANGAROO 


For men's and women's shoes 


Richard Young Company 


295 Fifth Ave. New York 16, N. Y. 
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FOR SPRING SHOE FASHIONS 





BLACK & COLORED 


GLAZED KID 
BUTI SUEDE 


IN BLACK, WHITE & COLORS 


SLIPPER KID sxc: co 
BUTI CRUSHED KID 


QUALITY LININGS 


GENUINE LIZARD © ALL COLORS 


BOOTH 73 
WALDORF-ASTORIA, New York 
September 4th-5th 
SPRING LEATHER OPENING 


SEE THESE QUALITY LEATHERS DURING THE LEATHER SHOW 


McNEELY & PRICE CO. 





yr MPIiLaADELeatA 3 4 ° PENNSYLVANIA 
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LEADING SHOE MANUFACTURERS 
WILL TELL YOU IT MAKES 


The Finest 
Finished Shoe 


VEY 


M. Reg. App. for 








BOOTH 


LEATHER 





LEATHER SHOW, September 4-5th 


WALDORF-ASTORIA HOTEL 
NEW YORK, N. Y. 


THOMAS B. HARVEY 


LEOPARD & WILDEY STS. 
PHILADELPHIA, 


No. 45 


COMPAN Y 


PENNA. 








Versatile Reversed 
Leathers 
[CONTINUED FROM PAGE 89] 


grades it is most interesting in com- 
bination with genuine reptiles, or rep- 
tile prints. Colors are conservative rus- 
set browns, deep navy, bright blues, 
greens and grays. The sabot and monk 
strap with plain toe and moccasin 
laced fronts are in favor. Often plat- 
forms and wedges are of contrasting 
surface and color. Occasionally two 
colors or tones of reversed leather are 
combined, usually in complement, 
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rather than in contrast. The accept- 
ance of this type of shoe at resorts, par- 
ticularly in Florida and California, has 
been sensational. For several seasons, 
high style stores, largely in metropoli- 
tan centers have reported such steady 
growth for ther: that today they must 
be considered volume in proportion. 
Growing in popularity with this 
same type of trade is the reversed 
leather brogue, a full brogue in the 
strictest meaning of the word, heavy in 
detail and in trim. Brogues are seen 
also in customized form with extreme 
spades and extensions and are most ef- 
fective in brown, particularly in the 


| darker shades and russet tones. They’re 


considered fast in blue and gray and 
are often trimmed with genuine lizard 


| or alligator. 


It should be noted here that in En- 
gland where the reversed leather shoe 
has been generally accepted for the 
past 20 years, its color is generally con- 
fined to brown with a smattering of 
black and gray. Its patterns confined 
to plain toes, full brogues, monks and 
jodhpur types. 

If in pre-war years, conservative 
customers, particularly Englishmen, 
could be sold on the versatility of re- 
versed leather shoes in standard ac- 
cepted patterns, certainly the new pat- 
terns and novelties which have been de- 
veloped in America since the war and 
to which reversed leathers are ad- 


_ mirably suited should go far to set new 


pairage records for you. 


Suitable to Moccasin Types 


Further acceptance of reversed 
leather shoes has come because of the 
suitability of this leather to the Nor- 
wegian and blucher moccasin types. 
This family of patterns accounts for a 
large part of the style volume in high 
grade shoes today, and they make up 
very attractively in flesh side leathers. 
Once again used they’re all over or in 
combination with smooth leathers and 
grains. Other patterns scheduled for 


| further development in reversed 


leathers are several variations of the 
jodhpur, both high and low riding va- 
rieties. They are seen to best ad- 
vantage in reversed leather and will be 
promoted with the new Neoprene crepe 
sole for college wear. Bluchers in re- 
versed leathers, with heavy rubber 
soles, the saddle shoe in brown with 
wine colored smooth leather saddle and 
red soles merit attention as well. 

Merchants, particularly those in 
smaller towns, have been reluctant to 
undertake the promotion of footwear 
that is out of the ordinary and dif- 
ferent. In this classification the re- 
versed leather shoe certainly does be- 
long. But merchants today suddenly are 
realizing that the distinction between 
urban and rural buying is disappearing 
fast. The stocks in the small town 
store must be just as “sweet and hot” 
as those of his city competitor. Extra 
sales are quite as necessary on Main 
Street as they are on the Avenue, and 
the promotional shoe is a universally 
useful tool toward that end. Obviously 
extra pair sales cannot be made with 
such promotional items unless there are 
sizes in stock and shoes on display in 
the windows for customers to see and 
to‘buy. Reversed leather shoes, like all 
style merchandise must be bought with 
discretion against a background of un- 
derstanding of the store’s type of op- 
eration and style policy. Carefully 
bought, however, and vigorously and 
effectively merchandised shoes of re- 
versed leather can build “Extra Sales” 
volume considerably. 
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Gooa shoes begin with good 
leather . . . and Empire Kips are a nat- 
ural medium for sturdy footwear ... 
especially for such a universally- 
accepted type as this active-leisure 


pattern. 
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te BOSTON we 


August 15, 1947 


















122 


TANNERS OF FINE KID LEATHERS 
FOR THE SHOE AND SLIPPER 
TRADES SINCE 1869. 


BOOTH 44 
LEATHER OPENING. WALDORF-ASTORIA 


BEADENKOPF LEATHER COMPANY, INC. 
WILMINGTON 99, DELAWARE 








Britain Has Footwear Training Scheme 

Lonpon, Enc.—Five years ago the British Ministers of 
Labor and Education, and the Secretary of State for 
Scotland started discussions with the representatives of 
certain industries to find out how existing methods of 
recruiting and training learners could be improved to meet 
post-war conditions, particularly the prospective raising of 
the school-leaving age and the likelihood of a general 
shortage of juvenile labor. 

Highly important and encouraging results are now show- 
ing themselves in one major British industry, very vital 
agreements having been reached. 

The boot and shoe manufacturing industry has now 
prepared a national scheme for recruiting and training 
young workers, and this is to be administered by a 
newly-established National Joint Recruitment and Training 
Council. The Council represents manufacturers, operatives 
and technicians, as well as the various government depart- 
ments concerned. 

Through the National Council, local committees are 
being set up in all centers of the footwear industry, and 
these Local Joint Recruitment and Training Committees 
will co-operate with Local Educational Authorities, Em- 
ployment Exchanges and the Juvenile Employment Service 
te work the scheme. 

In the factories themselves, there will be factory train- 
ing executives, responsible to the local committees, whose 
job will be to watch over the training of each new entrant. 
In addition to a planned initiation into the technicalities 
of this new trade, each trainee will, wherever facilities can 
be provided, attend a technical college for one whole day 
each week. There technical training and a general survey 


FINE LEATHER ON DISPLAY 
BOOTH 67 








TANNERS COUNCIL 
LEATHER SHOW 


NEW YORK 
SEPT. 4-5 
HOTEL 
WALDORF 
ASTORIA 





wa 


80 Years of Tauning Craftsmanship 


Eagle-Ottawa Leather Co. 


GRAND HAVEN. MICHIGAN 











of all sides of the industry will be coupled with continued 
general education. Attendance at the technical colleges 
will be on full pay and during normal factory working 
hours. 

Both boys and girls are eligible in England for training 
but, to avoid “dead-end” jobs, only the number of trainees 
that can be eventually absorbed as skilled adult workers 
will be admitted. Training will continue until the age of 
18 and will be progressive so that each trainee masters a 
minimum of two major operations. 

Trainees who complete their initial course with credit 
will be given every encouragement and facility to qualify 
for better positions, for which more advanced courses of 
technical training are available in most centers of the in- 
dustry. There are also grants and scholarships available 
from the National Institution of the Boot and Shoe In- 
dustry. 

Wages, hours and conditions of employment, which com- 
pare favorably with those of other industries, are fixed by 
a recognized national agreement between employers and 
the trade union. 


Turns Management of Shoe Store 
Over to Son 


Detrorr—Levi H. Walker, who has operated shoe stores 
on Grand River Avenue here in various locations for the 
past thirty years, has turned over active management of 
his new store in Redford to his son, Harry E. Walker, but 
maintains his office in the store. He is devoting his own 
time principally to other business interests. 
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QUALITY LEATHERS 


for 15 Years 


BLACK GLAZED KID 
SUEDE KID 
SLIPPER STOCK 
a 


CALF ano KID 
SIDE LEATHERS 
UNLINED LEATHERS 
SPLITS 
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UNITED STATES RUBBER COMPANY 


SERVING YAROUGH sSsclgnesg 











IL 6s now carter 


Lastex’ 


... the miracle yarn that makes things fit 


ALL advertising personnel will appreciate a provision of the new trademark law 
which permits identification of a registered trademark by use of the letter R in a 
circle ® instead of the more cumbersome “Reg. U. S. Pat. Off.” or “Registered in 
U. S. Patent Office.” 

With the Lanham Trademark Act now in effect, we call this provision of Section 29 
to the attention of all manufacturers and retailers who wish to use our trademark 
“Lastex” in their own advertising matter. 

“Lastex”’ is a registered trademark, Registration Nos. 286,680 and 428,267, for an 
elastic yarn manufactured exclusively by the United States Rubber Company. Use of 
the word “‘Lastex,” therefore, in any advertising or sales literature must be limited 
to describing this elastic yarn and such use should follow these rules: 


RULES and EXAMPLES 











1 The word should always be written with a capital “L*’. 


2. it should be used only as a name for yarn. 


3 it should be identified as a registered trademark. This may 
7 


be accomplished by placing this insignia ® beneath the ® 
word or, if placed elsewhere, by keying it to the word with 
an asterisk. 

Ges. U.S Pat. On. b 


(Rule 3 may be waived in any written material which is not advertising matter.) 
; ... the miracle yarn that 
Knit of Lastex* yarn k hi fi 
CORRECT Woven of rayon and Lastex* yarn makes things fit 
USAGE } Shirred with Lastex* yarn 


Lastex* yarn in top of hose CLIP AND KEEP THIS 


FOR YOUR CONVENIENCE 








*(®) 1230 Avenue of the Americas . . New York 20, New York 
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THE OHIO LEATHER COMPANY, Giraro, onto 
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BUILT-UP HEEL CONFERENCE --- 





Matching the latest styles in feminine 
apparel: (Left to right) Brown calf 
with cording and “fair” stitched ex- 
tension sole. 


Sport type brown calf antiqued, brown 
sole and heel. 


New Spectator white suede, tan calf 
trim — and built-up heels of course. 


176 FEDERAL ST.BOSTON 
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Spring Showing by Allied Trades 


13th Semi-Annual Allied Shoe Products and Style Exhibit Sched- 
uled for September 2nd to 5th at Hotels Belmont-Piaza and 
Commodore in New York. 


THE September fashion calendar will turn to advance 
Spring footwear planning as shoe manufacturers and 
retailers, their buyers and executives visit New York 
City, world fashion center, during the first week of 
September. 

A record turnout is expected for the showing of foot- 
wear materials that will chart the trend of styles to 
come. Tuesday, September 2nd, will be opening day 
for the Allied Shoe Prodacts and Style Exhibit at Hotels 
Belmont-Plaza and Commodore in the Grand Central 
district. This event precedes by one full day another 


feature attraction, the Official Opening of American 
Leathers for Spring by the Tanners’ Council of Amer- 
ica. Following a lapse of five years, the Leather Show 
opens again at the Hotel Waldorf-Astoria on Thursday, 
September 4th. Closing date for both of these exhibits 
which materially aid the shoe industry in advance sea- 
son planning is Friday, September 5th. 

The Allied trades group is expected to have nearly 
seventy firms displaying a wide array of new styles, 
new products and processes in special exhibits in the 
two Grand Central district hotels. 





LINES ON DISPLAY AT HOTELS BELMONT-PLAZA AND COMMODORE 


Advance Silk Co., 
New York, N. Y. 
Acme Backing Corp., 
Brooklyn, N. Y. 
ABC Backing Corp.. 

St. Louis, Mo 
Alburton Co., Inc., 
Boston, Mass. 
American Shoemaking 
Boston, Mass. 
American Stay Co., 
East Boston, Mass. 
Armstrong Cork Co.., 
Lancaster, Pa. 
George Atchue, 
New York, N. Y. 
Barth Binding Co., 


Brooklyn, N. Y. 
Bing Bow Co., Inc. 
New York, N. Y. 


Bowcraft Co., Inc., 
New York, N. Y. 

Brawley Associates, 
Columbus-Harrisburg 


Cambridge Rubber Sales Corp.. 


Taneytown, Md. 

Canada Last Co., Ltd., 
Preston, Ontario 

Darlington Fabric Corp., 
New York, N. Y. 

Davis Box Toe Co., Inc., 
Brooklyn, N. Y. 

L. Drexsage & Co., Inc., 
New York, N. Y. 

Essex Rubber Company, 
Trenton, N. J. 

The Federal Leather Co.. 
Belleville, N. J. 

Footcraft Novelty Works, 
New York, N. Y. 

Garco Products, Inc., 
Lynn, Mass. 
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Gilbert Freeman, Inc. 
Boston, Mass. 


French Beading & Novelty Co., 


Philadelphia, Pa. 
Gordon-Lowe-Godfrey Co., 
Boston, Mass. 


Holland Mfg. Co., 
New York, N. Y. 


“Haley, Cate Co., Inc., 


Everett, Mass. 
Holden & Quick, Inc., 
New York, N. Y. 
Peter Hottinger, 
New York, N. Y. 
House of Trimmings, Ltd.. 
Brooklyn, N. Y. 
Korex Coating Corp., 
Brooklyn, N. Y. 
Al Lewis Shoe Supplies, 
New York, N. Y. 
Al Lewis Shoe Styles, 
New York, N. Y. 
Lynn Innersole Co., 
Melrose, Mass. 
Maas & Waldstein Co., 
Newark, N. J. 


Maynord H. Moore, Jr., Inc., 


Stoneham, Mass. 
Ormond Buckles, 
New York, N. Y. 
J. M. Perkins & Co., 
New York, N. Y. 
Phillips-Premier Corp., 
Boston, Mass. 
Pivar-Goodman Co., 
New York, N. Y. 
Respro, Inc., 
Cranston, R. |. 


Riker Company, 
East Orange, N. J. 
Chas. |. Rockmore, Inc. 
Brooklyn, N. Y. 
F. Ronci Co., Inc.. 
Centredale, R. |. 
Rosemont Silk Co., Inc. 
New York, N. Y. 
Samson Mfg. Co., Inc., 
New York, N. Y. 
Schiff Ribbon Corp., 
New York, N. Y. 
Lowrence Schiff Silk Mills, Inc. 
New York, N. Y. 
Shain & Company, 
Boston, Mass. 
Service Backing Corp.. 
Brooklyn, N. Y. 
Stedfast Rubber Co., 
Mattapan, Mass. 
Sterling Last Corp.. 
New York, N. Y. 
Thos. Taylor & Sons, Inc., 
Hudson, Mass. 
Theise Bros. Co., 
Boston, Mass. 
Union-Bay State Co.. 
Cambridge, Mass. 
Alfred Vamos, Inc., 
New York, N. Y. 
Venus Art Embroidery Co., 
New York, N. Y. 
Waldes Kohinoor, Inc. 
Long Island City, N. Y. 
E. E. Weller Co., 
Providence, R. |. 
Windram Mfg. Co., 
South Boston, Mass. 
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BEST-KNOWN SOLES IN 
epeehed. vac woeln) 


RAW-GORD 


Recognized by men and boys 
who give shoes tough wear as 
the sole that lasts longer. The 
famous Gro-Cord MULTI-ANGLE- 
CORD construction gives a wider 
margin of safety, with miles of 
extra wear. RAW-CORD soles 
and heels are built for action... 
on foot, in sales. 
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SOLE NO. 
3425 


14 IRON SOLE 
12 IRON SHANK 


14 iron arch forward with 12 
iron shank. This sole used on 
Navy Field Shoes during the 
war ... millions of pairs in use. 


MAC—Tough Muiti- 
Angle-Cord con- 
Struction for all- 
wround lenger 
wear. 
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THE NEW ONCO* GRADE A INSOLE offers you 
qualities never before available. Here's an insole with the qualities of sturdiness and flexibility 
you've been needing for your finest women's shoes. It insures the utmost 
flexibility and comfort from heel to toe... the maximum rigidity across the 
forepart to assure and hold smart bottom edge lines. To make cement and 
stitched-soled construction even better, be sure to choose Onco Grade A Insole! 


A SMART STEP FOR BUYERS... SPECIFY Ono insoles 


Real comfort along with smart styles brings shoe customers back again and 
again! You insure repeat sales when you specify Onco Insoles. Millions of 







satisfied wearers know that the “Onco Insole-ated” seal stands for 
superior comfort, superior workmanship . .. specify the Onco seal on sock 
linings to show your customers they're getting the best. 


Brown Company, 500 Fifth Avenue, New York City, N. Y. 


ONCO INSOLES—ONCO BASE for Sock Linings and Heel Pads — ONCO PLUMPER 
STOCK for backing and reinforcement purposes—are products of Brown Company. 


ONE-COMPANY CONTROL FROM RAW MATERIAL TO FINISHED PRODUCT 


August 15, 1947 129 

















IS STILL 


pe 





While the lack of gaw materials still 
limits our supply of White Ivory Fibre, 
it is gratifying to know that so many 
await the day of abundant White Ivory 
Fibre built-up heels for white shoes. 


We 


avorile: 


THE 


hope that by next spring we will 


be able to repay the patience of our 


loyal friends and fullfill their needs. 















ridgewater, 


GEORGE 0. JENKINS Cas oe 





Washington Newsreel 


[CONTINUED FROM PAGE 76] 


Production has since been stepped up, 
but concrete results may not show up 
until July production figures are re- 
leased, about 60 days from now. If the 
present rate of shoe production is main- 
tained for the remainder of the year. 
says Commerce, output in 1947 will 
total 470 million pairs, but unless retail 
sales improve noticeably the total may 
not be more than 460 million pairs. In- 
dustry capacity is currently estimated 
at more than 600 million pairs annually. 
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Increased retail buying during June 
and July is attributed by Commerce to 
the apparent necessity of acquiring full 
lines. Commerce further states that the 
effect on a comparatively stable market 
of such a spurt in buying became ob- 
vious almost at once in firm prices and 
a general tendency to desire prompt 
delivery. 

It is pointed out, however, that the 
significance of this buying surge must 
be appraised in the light of more basic 
factors, primarily the consumption of 
footwear as measured by retail sales. 
For example, it should not be over- 
looked that average factory value of 





all shoes is currently very close to $4.00. 
Notwithstanding higher purchasing 
power, the effect of this price level on 
retail demand has unquestionably be- 
come evident. 

Conservative estimates of physical 
volume indicate a decline of some 20 
per cent in retail shoe sales in the first 
half of 1947. If these estimates are 
correct, total pairage sales this year 
would fall below 430 million pairs. The 
contrast between this level of consump- 
tion and factory output is significant 
because it indicates the development of 
a widening gap, according to Com- 
merce. This gap points to the possi- 
bility that over a period of months 
available supplies of raw materials may 
actually be in balance or tend to exceed 
requirements as measured by retail 
sales. 

The answer seems to be price. With 
current higher prices for footwear, con- 
sumers are cutting purchases and also 
demanding better quality for their 
money. Coupled with increased avail- 
ability of consumer hard goods these 
factors indicate a tough road ahead for 
the shoe retailer if he is to retain a 
substantial portion of his wartime 
volume. 

While retail sales improved in late 
May and continued to rise during the 
first three weeks in June, they began to 
drop off late in June and early July. 
Preliminary reports indicate that the 
gain by chains in June was greater than 
that of independents, but the volume of 
both was greater than in the preceding 
month. 

Further indicating a cautious attitude 
all along the line is the Commerce re- 
port that “there are no large inventories 
in the hands of retailers, wholesalers 
or manufacturers.” 


Women’s Shop Enlarges 
To House Brand Shoes 


SAVANNAH, GA.—Plans for extensive 
alterations to the store building now 
occupied by Morris Levy’s Shop for 
Women have been completed by the 
management. 

The rear of the first floor will house 
a large and complete shoe department 
carrying I. Miller and other well-known 
brands of women’s shoes. The shoe 
salon will be managed by Arthur R. 
Schwartz. 


Resigns as Merchandise Mgr. 
Of Brown’s Booterie Stores 


Ben L. Goldben, at present head of 
Brown’s Bootefie in Chattanooga, Ten- 
nessee, and assistant buyer and mer- 
chandise manager of all Brown’s Boot- 
erie Stores has resigned his present 
position effective July 1, 1947, it was 
announced recently. 

Mr. Goldben became associated with 
Brown’s Booteries 16 years ago, im- 
mediately after his association with 
Berlands Shoe Stores in Chicago. Mr. 
Goldben will take a needed rest in 
Florida during the month of July. 


‘ 
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THOMAS TAYLOR & SONS, INC. 


HUDSON, MASS 
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FOR LONC- LIFE 
STRETCH 











| | 
ELASTIC THREAD 


Long-life stretch is right. Paralastic rebounds 
fast. It gives . . . but it holds the foot comfort- 
ably ... the life of the’shoe. Shoes made 
with gorings of Paralastic keep their appear- 
ance and fit a long time. Customers come 
* back again because they're satisfied. 


PARA THREAD COMPANY, Inc. 
Woonsocket, R. L 267 Sth Ave., New York, N. Y. 





SHUGOR made by Thomas Taylor 
& Sons uses PARALASTIC too. 


IPA IRAILA & 1 i C 





The Modern Elastic Thread 
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and Heels. . 
by leading stylists and shoe manufact- 
urers. This Buckeye Brown Sport Sole 
and Heel possess the outstanding dis- 


. unanimously demanded 







tinction of superiority in color ... 
texture . . . longwear and beauty. 


This &44ea Buckeye Brown Sport Sole 
“and Heel Combination ... for men, 
women and children . . . add ZIP 
and ZEST to your style and beauty, as 


demanded by the American Consumer. 


4 


| Visit with us at the Allied Shoe Products 

Exhibit, Hotel Belmont Plaza, 49th and 

Lexington Avenues, New York City, N. Y. 
September 2, 3, 4 and 5. 
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TAILORED RIGHT WITH 


TAN-O- LITE 
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f On the magic ot TAN-O-LITE! This amazing and beautiful vinyl-coated 

fabric is a designer's dream . . . flameproot, stainproot, supple and 

~~ strong. It will not crack or will retain its jewel-like colors 

indefinitely. ideal for smart ladi and sandals—with its rich 

leather effects and its ability to withstan wear and weather. Its low 

cost makes it practical for many | in ing uses: for better 
upholstery, handbags, luggage and airplane seating. 
Write today for complete information and details. 
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The one-third lower PRIMEX step (only 
8 inches high) together with the 50 per 
cent. wider platform space means added 





safety and convenience for your customer. . . 


better selling facilities for your salesmen. 
Also, Primex’s reduced overall size, 

only 38 inches high and 20 inches wide, 

is a triumph in space-saving compactness. 
PRIMEX < offers many new and 

inviting features to expedite 

shoe sales. Write for full particulars. 










Check These Specia/ 






© New X.R 
“Say Unit 
3% E § *New 3-Way enaie 
ar Gvaran New Com 2 to 
Meee New chet Size 
Style and Beauty 






EQUIPMENT CO. 
135 So. La Salle Street 
Chicago 3, Illinois 


Dept. B 


PRU 


LOWER 
0 STEP“ 





0 PLATFORM 











Highlights and Prospects for 
Raw Materials, Leather 


[CONTINUED FROM PAGE 97] 


a Average Meathly Predusticn 
1 1947 1948 1965 1944 1943 
2,472 2,487 2,245 2,297 2,179 2,138 


(008 Omitted) Unit 
All Cattlehide (including kips for Hides 
side leather) 


Sole Sides 2.20) 8.058 3.108 2.008 1.088 1 

Belt: & Mechanical Butts “a 86©987f «6110 «6105 =~«(133 
Side Upper & Patent (excluding 

inings) Sides 2,628 2,685 2,344 2.438 2,167 am 

Bag. Case & Strap Sides 126 138 136 105 

Hides 204 #215 199 23 221 iss 

Calf and Whole Kip Skins 1,011 1,080 907 970 911 926 

Goat and Kid Skins 3,046 2,379 2.013 2,002 2,888 3,113 

Cabretta Skins 333 423 «6«40T «©6868 «6298 = 285 
& Lamb (excluding shear- 

lings) Skins S28 2.000 3.208 0.008 3.058 Soe 

All Sheep & Lamb Skins 2,675 3,046 4,000 4,370 4,608 4,991 


Several of the disturbing elements in the present situ- 
ation arise from uncertainties in Argentina and one or 
two other major areas from which hides and other raw 
material flow into world trade. In Argentina, for ex- 
ample, there has been a steady accumulation of hides 
during recent months, with some estimates of the total 
ranging up to three million. The primary reason for 
this accumulation is control of the Argentine hide trade 
by the government and the efforts of the government 
to secure higher prices than British or other buyers 
were willing to pay. In July, rumors were circulated 
that Argentina had negotiated barter agreements with 
several nations of Eastern Europe under which substan- 
tial quantities of hides would be sold. However, these 
rumors were subsequently found to be greatly exagger- 
ated or completely without foundation. A substantial 
block of hides, therefore, probably remains in Argentina 
and its ultimate disposition may gravely affect hide mar- 
kets elsewhere in the world. 

In summary, therefore, the prospective supply picture 
includes many encouraging features, sufficient perhaps 
to offset the indication of continued limited supplies in 
several materials. Viewing the prospect as a whole, there 
is reasonable justification for the belief that future sup- 
plies cannot be too far out of balance with probable 
demand. At any rate, it can be assumed that future 
supplies will be adequate to maintain the expanded 
postwar shoe production needed to fill the requirements 
of a larger population and a higher standard of living. 





Detroit Exempts Small Shoe Stores 
from Parking Space Obligations 


Detrorr.—Action taken by the Detroit City Council 
in a new parking ordinance will exempt small shoe 
stores—under 1,000 square feet—from the require- 
ments of providing parking space for customers. An 
ordinance, now before the council, will require other 
new stores which may be hereafter constructed to pro- 
vide such space, although stores in the downtown and 
uptown business centers will be exempted because of 
the special conditions prevailing there, with many large 
parking lots in operation. 
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VAMOS 


LASTEX.... 


in ordering elasticized shoes 





a shoe that stretches for fit and comfort, made possible by the inventions of 
Alfred Vamos and the elasticity of Lastex yarn, is back on its prewar peak of popu- 
larity. It will be the big thing in Spring showings. The way to make sure of top 
quality is to insist that every elasticized shoe on your shelves has the words “VAMOS 
Lastex” stamped right on the quarter backing. 

It was Alfred Vamos who originated and introduced this type of shoe to the 
American public in 1937 and created the shoe styles especially adapted to this 
revolutionary idea. When you specify “VAMOS Lastex” you get the benefit of his 


more than fifty years as a shoe designer and shoe maker. 





Sept. 2-5 New York City 


ALFRED VAMOS, INC. 
QUALITY SHOE MATERIALS 


406-416 Marbridge Bwilding © 47 West 34th Street, New York 1, N. Y. © Telephone: Wisconsin 7-8827 
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MORE SELLING POINTS 
Mean MORE SALES 


Smart parents know that shoes must be RIGHT for 
little growing feet. Selling dollar conscious cus- 
tomers is easy when you explain the 6 Feature Plan,. 
scientifically developed by John Arthur. The 6 Fea- 
ture Plan gives them additional reasons for buying 
John Arthur Shoes. Scientific design plus sound 
high quality construction keeps them satisfied . . . and 
coming back. Sell John Arthur “Certified Shoes 
for Children” for more profit and faster turnover. 









First steps to, retail 
at $2.95 


Sizes 2 to 5 at $3.95 
Sizes 5% to 8 at $4.45 





JUDY 
No. 200 — ALL WHITE ELK 
No. 220 — BLACK PATENT 
No. 230 — RED ELK 

No. 240 — BLUE ELK 

B, C, D, E. Sizes 5% to 8. Price $2.70 
MEDICALLY APPROVED SHOES 


STYLED ON THE SCIENTIFICALLY 
DEVELOPED JOHN ARTHUR 


G6 FEATURE PLAN 








Write or wire for catalog and additional information 


John Arthur Shoe Manufacturers, Inc. 
2655 Sidney ° Saint Louis, Missouri 
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Shoes in the News 


NE of the first line of shoes from Golo’s new factory 
at Dunmore, Pennsylvania, this swagger buckle stepin is 
typical of the styling of the entire line. Planned especially 








The “Swinger,” smart campus 
shoe in elk with built-up 
leather heel, offered by Golo 


of Dunmore. 














for campus wear, these shoes will also meet the needs 
of older women for smart low heel walking shoes. The 
sturdy soft leather, gypsy seam and strap and buckle in 
an off-side treatment of the shoe shown here, are all style 


points designed to appeal to the college crowd. 
= = * 


THE strap, used in many ways and developed in many ver- 
sions, has proved a top style idea for Fall. T-straps, long 
neglected, have been among the most popular revivals. 








Youthful T-strap wearable 
for many occasions, in forest 
green suede with white 
stitching on welt sole. A 
“Risque Rogues” model by 
Monogram. 











Nowhere are they more attractive than on the low heel, 
somewhat casual shoe. The low boxy heel, another style 
feature of this shoe, also promises to be important this Fall. 


J. E. Miller 


Datias, Texas—J. E. (Jeff) Miller, Southeastern repre- 
sentative of Kane, Dunham & Kraus, Washington, Mo., 
died of a heart attack, July 30, 1947, in his home at Dallas, 
Texas. 

Mr. Miller had traveled the South and Southwest for more 
than thirty-five years and was a member of the Southwestern 
Shoe Travelers Association for thirty-one years. He served 
as president of the association in 1919. 


Georgia Retailer Sells Shoes 
to Americans Abroad 

Carro.iton, Ga.—H. S. Woodall, owner of the only shoe 
store in Sandersville, Georgia, recently received orders for 
two pair of shoes from London and one pair of shoes from 
Paris. 

Fred Salter, secretary of the London Embassy and a 
former Macon, Georgia, newspaper man, requested the two 
pairs, and Wilmer Newsome, Jr., attending the Boy Scout 
Jamboree in Paris, ordered one pair. 











Start Construction on Cowboy 
Boot Plant 


Nocona, Texas—Ground was broken here on Tuesday, 
July 29, for the new plant of Nocona’s well-known cowboy 
boot industry. The plant, which will cost $250,000, will be 
of brick, concrete and steel construction and will contain 
33,000 square feet of floor space. 

A feature of the ground-breaking was that each employee 
turned one spadeful of earth at the ceremony. 
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A PRODUCT OF CHRY 


“ 


SLER CORPORATION 


ENGINEERING SKILL 


N rears aGo, Chrysler Airtemp 
pioneered Packaged Air Condi- 
tioners—a simplified form of cooling 
within the means of practically every 
business, large or small. 


Today, more Chrysler Airtemp Pack- 
aged Air Conditioners have been in- 
stalled than any other make. They are 
the pacemakers of this air condition- 
ing age. They have established an 
amazing record of proved depend- 
ability and profit-making qualities. 


The reason for such outstanding pop- 
ularity is found in the basic design, 
especially that of the exclusive 
Chrysler Airtemp Radial Sealed Com- 


pressor, heart of the unit. This low 
cost, smooth, efficient mechanism is 
a tribute. to the famed Chrysler Cor- 
poration engineering skill. 


Equally important is the wide ex- 
perience gained by Chrysler Airtemp 
in applying Packaged Air Condi- 
tioners to meet individual require- 
ments in all kinds of businesses, in 
all parts of the United States. This 
assures you proper installation and 
complete satisfaction. 


It will pay you to investigate Chrysler 
Airtemp Packaged Air Conditioners 
before you buy any air conditioning. 
Write today for complete information. 


AIRTEMP DIVISION OF CHRYSLER CORPORATION, Dayton 1, Ohie 


In Canada: Therm-O-Rite Products, Lid., Toronto 





Packaged Air Conditioners 
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Only Chrysler Airtemp Gives You All 
These Money-Saving Features! 


Ten ysars of proved dependability « Low-cost operation and main- 
tenance —attested by thousands of users - Radial Sealed Com- 
pressor an outstanding mechanical unit pioneered by Chrysier 
Airtemp + Easy installation—can be installed singly or in mul- 
tiptes; the unit occupies as little as 4.7 square feet of floor space 
« Low original cost-—price reflects famous Chrysier Corporation 
mass production « Long life—result of Chrysler Corporation 
engineering and manufacturing skill 





7 


When you post this Sigs 
of Comfort more people 
come in, stay longer, buy 
more; employees are more 
efficient and happier. 













Please send me your free booklet—"A 
y Sound Investment in Modern Business.” 
N 








- Business Address oe | > 

















Colors: Brown, Blve, 


SIZE-UP 


WEEKLY OR DAILY 


FILL INS AT YOUR CONVENIENCE 
WITH 















’ Merdaka 4, 


by GERDA & 
NEW YORK 









CHILDREN'S SLIPPERS 


No. 402 
All Smooth Leather 
Bootee 
Hard Flexible 
Leather Soles 
Colors: Brown, Blue, 
Red 
Sizes: 5-8, 8!/2-12, 
12'/-3. Holf Sizes 



















No. 302 
All Smooth Leather 
Opera 
Hard Flexible 
Leather Soles 


Red 
Sizes: 5-8, 8'/2-12, 
124-3. Half Sizes 






Samples and Mats 
on Request 
Delivery at once F.O.B. N. Y. 


Variety and colors plus all leather construc- 
tion . . . just the combination to make your 


Se Sores ot ene 6 Sy & le 

A wonderful sales asset and a grand Bam 

Order only your present needs NOW. 
Packed in our New Gerdakins Boxes 


6 Pa A ieerecas 
COMPANY, INC. 

GERDAGRAM FOR EXPORT 
158 DUANE STREET, NEW YORK 13, N. Y. 

















Buffalo Store Completes Extensive 
Expansion Program 


HE Sample, Inc., 1631 Hertel Avenue, Buffalo, New 

York, is in the heart of a large community shopping 

center in the northern part of the city, and its growth 
has followed the business expansion of the area. Eighteen 
years*ago Mrs. Louis M. Bunis started a small sample 
dress shop in the sun-parlor of her home on Hertel Avenue. 
The business soon grew far beyond the sun-parlor and into 
a small store, which it, also outgrew until it was necessary 
to erect another building. 


Fee 0 
itil) TTT Ty 





At The Sample, inc., in Buffalo, N. Y., caricatures line the 

wall of the infants’ shoe department. Small seats on raised 

platform delight tots, make fittings easier for clerks, and 

place this section of the department out of the general 
traffic of the section. 


A recently completed over $250,000 expansion program 
has meant the erection of a three and a half story building, 
increasing the store’s floor space by over 25,000 square feet, 
and the remodeling of the old so that its departments may 
be coordinated with the new. There are now modern ele- 
vators to all floors, the newest type of fluorescent lighting, 
and the store is finished in blond beach woodwork with 
walls and floors blending in soft greens and beige. Fur- 
nishings are modern and the entire store is arranged so that 
customer comfort is paramount. Clerks are courteous and 
efficient. 

The spacious main floor of the store may be seen from 
the street through specially constructed display windows 
and all-glass doors. The entrance is a triangular marquee 
flanked by a smaller window on each side. The counters 
on this floor form a U, the rear serving as a background 
for the clear-view window. The right side of this U has 
a bay treatment and holds the smart women’s shoe salon. 

All merchandise in this department, except that used for 
display purposes, is concealed with displays in a specially 
constructed blond beach display case and in two softly 
lighted shadow boxes, set into the curved wall. Furnishings 
carry out the general color scheme of the store, with regu- 
lar chairs and love-seats for the comfort and convenience 
of customers. 

All types of women’s shoes are handled—dress styles, 
casuals, sport models, evening slippers, as well as house 
slippers and many different types of rubber footwear. 

The department is under the management of Joseph 
Tag, who has been with Sample for the past year, be- 
fore which he was with Addison Brothers for three years. 
There are four regular clerks and four part-time; these 
salespeople work in two shifts as the daily store hours 

[TURN TO PAGE 142, PLEASE] 
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VENUS heralds a bright, new 
slipper season with another 









smash hit. Beautiful, rich, heavy, 
high pile, Rayon plush slippers 
that catch the eye and mark 
them for immediate sales. 









Royal Blue, Wine, 
Pink, Light Blue 
Pink Taffeta Lining 
Hard Leather Sole 
and Top Lift 
Ladies’ Sizes 4-9 
Misses’ Sizes 11-3 


DELIVERY: 30 DAYS 
To Retail Profitably at $2.49 
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=Step Up SALES= 
with thee FAST SELLERS 


Every one a must item for your store! 


NUINE CAMP MOCCASINS 





q Handsewn Black 
Waterproof 
i) Elk Boys’ 2'/2-6 
$2.90 


Men's 642-12 
$3.00 


3654 Byrd Expedition Shoes! — nay ~ — hunting, fishi 

outdoor sports! Handsewn Norwegian dark brown — Aa it, oe 
sole, 8” high. Fashioned from the finest lea. 6-12 

#54 Regular moccasin. Same construction as above. 6-12.......... $3.50 
£736 Littleway Full Grain Coffee-Brown Upper Stock, rubber “y -™, 


62-12 $2.20 

#742 Men's Littleway Brown Split. Same construction as Pe a is a 
64 Women’s Littleway White Elk Uppers, white oe 

$706 Same construction as $764 in Brown.............00ccccceccee 








rs 2340 Infants’ Lea. Upper Slippers. Soft 

—. lea. sole . Lined. Brown, red, 
; blue, white. 
per pair 





#4020 Assorted colors women's fancy slippers. Soft lea. sole. booed 
72300 Infants’ Feit Slippers. — - sole. Red, blue. 3-B......... 
#2356 Child's Felt Mocs. 28 oz. felt soft sole. Biue, red, wine. 9-2.. 
WELLINGTON SHINY BLACK RUBBER BOOTS! Made special for children. 
Sed Send top, eth eutelde Seal, 6-12 $1. 







nnn 
88483 






= SPIEGEL’S WALK RIGHT SHOES For suniors= 


316 Patent T Strap, leather sole. 8'/2-3 
317 White T Strap, leather sole. 8'/2-3 
##2207 Tan Harness Moc. Oxford, double rubber sole. 12'/2-3 
#2216 Tan Plain Toe Oxford, leather = ws" 
#2229 Tan Perforated Oxford, leather so! 
#2240 Tan Removable Kiltie Oxford, hay “a 812-3 

2234 Brown Tipped leather sole. oS 

ATENT LEATHER TAP SHOES! Toe & heel pl 

82-12 $2.40; 122-3 $2.65; Vee $3.00 

#391 Brown Moc. Toe Oxford! Red rubber sole. 10-3............. $1.90 
ee Ce ee OE, SE ccs wcesccedcegbecsescceceewe $2.00 


FOR INFANTS SS 






wide ankle. 2-5 ....... -00 
#6100 NURSES’ WHITE ELK 
OXFORDS! Goodyear welt, fancy 
perforated vamp & quarter, mili- 
tary heel, Fiex-So white sole. 
Excellent for the professional 
woman. B, C, & D in stock. 
S 3.85 


3 
lefents’ #0119 WOMAN'S BLACK 
eM steppers, White ik 1-4 $1.20 try SE, A 
#205 Herd soles kid, Cuban heel C&EE. .. $3.85 
. 25 ..... $2.00 #0120 Same 2s 20119 in gord 
#8401 Semi-hard lea. sole, pump. C & EE. 4-9....... $3.85 











411 ESSEX ST., SALEM, MASS. 


-_— SPIEGEL COMPANY 
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Buffalo Store Completes Extensive 
Expansion Program 


[CONTINUED FROM PAGE 140] 


are from 10:15 A. M. to 9:30 P. M. 

Nearby departments closely allied to the shoe section 
are gloves, handbags and other accessories. The sports- 
wear and teen departments are also on the main floor. 

The infants’ and children’s shoe department is on the 
lower first floor at the foot of a wide stairway gayly 
decorated with caricatures of comic strip and Mother 
Goose characters. This floor is called “Young America” 
and is devoted exclusively to infants and young children. 
The floor includes a barber shop, a children’s record shop 
and a nursery and playroom where mothers may leave 
their children in competent hands while shopping. 

In this shoe department are handled infants’ shoes and 
those for children through the young teen years. A raised 
platform along one side has small seats where tots may be 
more easily fitted by clerks. The department is under the 
management of Mrs. L. Rolando. 

Another department on the main floor is the men’s and 
boys’ section, with its own entrance. This has a fully 
stocked shoe department in connection with it and while 
the youngsters buy their shoes on the “Young America” 
floor, the older brothers come along with Dad to the 
men’s and boys’ department. In adjoining departments 
are found suits, shirts, underwear, etc., making this new 
and very complete section of The Sample a popular spot 
in the store. 

Considerable advertising is done in the daily papers and 
on a regular radio program. An interesting innovation 
of the store is a large room at the rear of the first floor 
where all sales are carried on, thus separating this element 
from the rest of the quiet, well-ordered store. When shoe 
sales are in progress in this room special care is taken 
that shoes are well fitted and customers are perfectly satis- 
fied even though merchandise is surplus or left-over stock, 
sometimes being lots of goods of cheaper quality than 
the regular lines handled in the store’s shoe departments. 





Discuss Cost and Problems of 
of Remodeling Shoe Store 


Toronto, CanapaA—Two typical city shoe merchants here 
recently discussed the question of how much a shoe retailer 
should spend on store renovation. The consensus was that 
they would be willing to spend as much as $10,000 on a 
complete job including front and interior. 

These were successful men in the $50,000 to $100,000 
volume category. They believed that a modern selling 
“plant is as important to a retailer as a modern manufac- 
turing plant is to a factory,” but they were equally of the 
belief that it is possible to waste a lot of money by being 
too fancy. 

A ten thousand dollar investment, they figured, should 
suffice for at least a ten-year period in a store in their sales 
bracket (which means that one must avoid a decorative 
treatment that will become too quickly dated). Costs are 
now very high in their opinion, but they fear that if they 
wait until prices come down they may find that smart com- 
petition has stolen a march on them. 

An exclusive specialty shop has a different problem from 
« family shoe store. If you are aiming at the “carriage 
trade” you have to spend money for a lot of atmosphere 
and charge accordingly. But if you are doing an average 
family business a super-elegant layout may not only be a 
waste of money but an actual detriment. 
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NO SUBSTITUTES PLEASE! 





YOUR CUSTOMERS iii BETTER 


THEY WANT THE ORIGINAL, 
GENUINE COLD-WET WEATHER BOOTS 


enna confidence is not easily won. 
When your customers ask for STADIUM 
BOOTS, SUN VALLEY BOOTS and LAKE 
PLACID BOOTS, they mean the original 
nationally advertised CONSOLIDATED 
trade marked brands of cold-wet weather 
boots. They ask for them by name because 
they have learned over a period of years 
that these branded lines are sound, reliable 
merchandise, and that they will give long, 
satisfactory wear. When you offer them 
substitutes, you risk losing more than a sale, 
you risk losing a customer. Remember only 
these CONSOLIDATED trade marked 
brands give them 40° below protection. 


ONSOLIDATED 


MALONE 
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STADL UM woors 
SUY VALLEY Bors 


Lake Placid goons 


FooTwean Corp. 


NEW YORK 
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“Company 


COR. 4mm AND ARCH STS + PHILADELPHIA 6, PA. 











Use Metal Shelving for Stock 


Rockxrorp, Itt.—Thomas Shoes, family shoe store, 
which opened for business here last Fall, is unique in 
having metal racks for holding stock. 

The shoe boxes rest on rows of steel rods enclosed in a 
chromium plated frame. Each section comprises ten rows, 
each containing six shoe boxes. The section is 12 inches 
deep and about 40 inches in width and height. In the 
salesroom there are 64 steel sections, each containing 60 
pairs of shoes. The stockroom in the rear contains 50 sec- 
tions in tiers two high. 

“Metal shelving has several factors to commend it,” said 
Karl Aster, store manager. “Dust drops through the metal 
rods to the floor on which they rest. The metal sections 
are easily convertible and the stock arrangement in a 
store may be altered when a change is advisable. Metal 
sections from the stockroom may be brought out on the 
sales floor when additional stock space is needed. If there 
is occasion to vacate a store location, the metal sections 
may be pulled out in no time.” 

Above the metal stock cases, wallpaper extends to the 
ceiling. The paper is in a red and silver check pattern. 
The carpet runners in front of the metal chairs are in red 
and the metal chairs are covered with red leather. The 
stock along the right wail is women’s shoes; the left side 
is men’s footwear and the single tier of racks in the back 
of the room houses the children’s shoes. The store carries 
men’s shoes in the price range $6.00 to $12.00; women's 
shoes from $5.00 to $8.50; children’s shoes from $3.00 to 
$5.50. The wrapping desk is at the front of the store on 
the left of the entrance. 

Karl Aster, manager of the Thomas Shoe Store, acquired 
his first knowledge of the shoe business when as a boy of 
14 he began working in a shoe factory in his native Czecho- 
slovakia. The year 1939 was an eventful one in his life 
when he came to America to set up the shoe exhibits of 
Czechoslovakia in both the New York and Golden Gate 
International World’s Fairs. For a time he worked in the 
export department of shoe firms in this country and in 
1941 he went to the Philippines to manage a shoe store. 

While in Manila, the Japs struck at Pearl Harbor and 
Mr. Aster volunteered his services in the U. S. Army, serv- 
ing on a motor transport. Upon his release from military 
service, he came to the United States and was appointed 
manager of the Rockford B.B.M. store (Thomas Shoes) 
in September, 1946. 


High Grade Men’s Styles Gain 
in Britain 

Lonpon—There is an increasing display of high-grade 
men’s footwear in British retail stores. Wedge heels, intro- 
duced tentatively in some instances, appear to have made 
little progress with English customers who prefer the tra- 
ditional heel. 

Outstanding new shoes now being sold in exclusive stores 
include the Chukka Boot, an ankle boot in tan suede leather 
with one piece front and two lacing eyelets on either side 
of the short instep. 

Golf shoes are copying the Veldshoen style and are being 
made in top qualities with hand closed aprons and special 
rubber grip-tight soles. 

Other attractive styles for men, again introduced, are 
high grade oxfords in tan calf with hand sewn welts, and 
leather lined, semi-brogues in tan grain, Norwegian derbies 
in tan grain with half-inch soles and Moorlands with extra 
strong soles. These trends in the grade retailing at approxi- 
mately £4 show that increasing attention is being paid io 
men’s shoes. 
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SOLES 
SELL SHOES 


Avon introduced design soles. Now there are « + - 


MORE THAN 100 AVON PATTERNS 
FOR MEN’S SHOES ... MORE THAN 
60 FOR WOMEN’S 


They're smart, springy, sturdy, handsome soles, with the Avon Du-Flex solemark to 
The ROPEE odd the stamp of quality to your shoes. 

Remember, consistent national advertising has made the public well aware 

that the Avon Du-Flex solemark means better valve, since Avon Soles ore 

not on all shoes, just the best ones. And plans for bigger and better 

advertising compaigns ore under way for 1948. So specify Avon 

Design Soles, and display them. They're top flight sales clinchers. 


..and 4wonte 


it's the smooth Avon Sole with the look of leather and for 
more wear. Specify Avonite for dress and utility shoes for 
men, women and children. 




















The RUF-TRED 


The SPIKE 
Secerety embedded brow soctem ore 
imnded oto sete: and hee ipae: 
ore one ob 


AVON SOLE COMPANY 
AVON + MASSACHUSETTS 
SPECIALISTS IN THE PRODUCTION OF FINE QUALITY SOLE MATERIALS FOR THIRTY-FIVE YEARS 


ALL PATTERNS SHOWN ARE MADE FOR BOTH MEN’S AND WOMEN’S SHOES 
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SME AIAKS 


ZAnet o—2nR basa 
gOFT Shoes FOR HARD enh 


Just what the toddlers need. Jumping Jacks’ 
unique Patented Extended Sole Feature keeps young ankles 
from turning out or turning in . . . Gives gentle, friendly 


support. laced, their Soft All Elk Leather uppers 
conform to the contour of the child’s foot. Every seam 
in Jumping Jacks is sewn on the outside. 


Due to the ever-increasing demand for Jumping Jacks we 
regret that we cannot take on any new accounts at this 
time. When conditions are such that production can be 
increased, we will be glad to add your name to our present 
list of enthusiastic dealers. 

SEE US 
NATIONAL SHOE FAIR 
-HOTEL NEW YORKER 
ROOM 745 







Have you received your “Jumping- 
Jacks” 1947 Advertising Portfolio? 
If not, Write Today! 


VAISEY- 
BRISTOL SHOE CO. 


INCORPORATED 


625 SOUTH GOODMAN STREET 
ROCHESTER 7, N. Y. 
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Brooklyn Store to Sectionalize 


Shoe Department 


Brooxtyn, N. Y.—Harry Cohen, buyer of women’s bet- 
ter shoes at Abraham & Straus, Brooklyn, is revamping 
his merchandising policy in this department with a view 
to combating inflationary trends and giving the consumer 
an incentive to shop. 

By October 1, shoppers will see a new physical layout, 
enhanced in certain places by recent fixtures and defi- 
nitely sectionalized for their convenience. The various 
brands will be presented in individual sections, with suit- 
able displays and backgrounds. 

In accordance with the policy of unification in merchan- 
dising shoes at this Brooklyn department store, the budget 
section has gone from the first floor. 

Autumn prices will be somewhat higher in this depart- 
ment of women’s better shoes; the lines that formerly 
sold for $12.95 will be $13.95, for example. Customers, 
nowever, who are especially interested in prices will find 
a good strong line offered for $10.95. The department like- 
wise, is adding some $6.00 shoes. 

Although it is not entirely accurate to say that the bud- 
get department has been absorbed physically in all re- 
spects, the new unified policy does take into consideration 
the needs of footwear customers who formerly shopped on 
the first floor. According to Mr. Cohen every effort is 
being made to seek out manufacturers who make shoes of 
value at reasonable prices. 

When asked whether this was not the time for compara- 
tively unknown firms to build business and reputation, he 
agreed that the opportunity was there, provided the man- 
ufacturer could compete on quality. “We are adding the 
best lines we can,” Mr. Cohen explained, “in order to take 
the shorter mark-up.” 

“In view of rising prices and consumer resistance,” he 
said, “a buyer now must be adroit at shopping.” The re- 
shuffling of old policies and values resulting in the new 
unified system for women’s shoes, makes it advisable, ac- 
cording to Mr. Cohen, to buy from the man who offers 
“the right shoe with proper styling at the right price.” 

Questioned as to the general style picture, this experi- 
enced buyer said that about 25 per cent of the shoes will 
have an all-over closed look. A year hence, he expects to 
see this increased to 50 or 60 per cent. Smart color pref- 
erences will be as follows: Biack, brown, green and wine, 
and Valencia reds. Platforms will range from one-half 
to three-quarter inches. 


New Tanning Process Reported 
from Argentina 


Toronto, Ont.—For many centuries tanning methods 
have known little change. Generations have come and 
gone, without contributing any great and significant im- 
provement to these ancient processes. 

Now, however, what may be revolutionary alterations are 
in sight. A new process known as “Accel” has been de- 
veloped in the Argentine. Trial shipments of hides so 
treated have met with a favorable response in various coun- 
tries, including Canada. 

The process was invented in 1942 by a Yugoslav tanner 
named Juan Manizaba, who died in 1945. Years of ex- 
perimental work ended for him in Buenos Aires, where he 
established a tannery, and conducted his final experiments. 

Among Manizaba’s co-workers was Sir Christopher Gib- 
son, a partner in Gibson Brothers which is one of the 

[TURN TO PAGE 160, PLEASE] 


Boot and Shoe Recorder 





Poche 83s 
jy 


<0 Unger ’ ce ( log 


~ 
Se ney 


. a Sling 


a 


Mippierowy 


MIDDLETOWN, N. ¥. © NEW YORK OFFICE—47 W. 34th ST., N.Y.‘ 


August 15, 1947 





3 j 


MAINO QS. 3 


1 


af 


a 
¥ 
4 


FINE 
JUVENILE 
FOOTWEAR 





Custom quality WELDWELT construction, selected OAK BEND outersoles and DALETAN leather 
innersoles make these rugged little boots light, flexible, durable . . . just right for young- 


The kind of FINE JUVENILE FOOTWEAR that will make more sales for you. 


#350 Brown Elk § #353 Brown Elk Vamp and Strap, Embossed +451 White Elk Majorette with 


: Texadero Cowhide Quarter White Tassel (not illustrated) 
Cost Wie = #354 Red Elk Vamp and Strap, Embossed 
#352 Red Elk Texadero Cowhide Quarter 


Available in TWO WIDTHS, narrow and medium 
Each size range packed in cartons of 18 pairs of a style and width 
INFANTS (sizes 5 to 9) — $3.35; CHILDS (sizes 912 to 13) — $3.75; MISSES (sizes 1 to 3) — $4.15 
Allow 4 to 6 Weeks for Delivery * Terms: FOB Factory, NET 10 Days 


: 


PARADERS are ‘making a hit with the small fry set 


in the finest juvenile stores throughout the country. DALE ea 


FOOTWEAR, INC. 


WELOWELT DIVISION 


COOPERSBURG, PENNSYLVANIA 


* 
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Send them off to school 








Seardy. well made, nicely 
fitting shoes for boys and girls. Made 
by Gale, who makes the famous 
Daytimers. Junior Daytimers are me 
choice of mothers who use their 
heads about their children’s feet A 
good store near you has Junior 
Daytimers. We'll be glad to tell you 


its name. 


” in Lin -, 
sat erie A OR 
eo 


Well designed, smart looking, sturdy 
shoes for boys and girls. Like the fa- 
mous, nationally advertised Daytimers, 
Junior Daytimers are by Gale, maker 
of good shoes for more than eighty 
years. Mothers know and have confi- 
dence in the Daytimer name. 





Infants’ sizes 5% to 8, Children’s, 
8% to 12, Misses, 12% to 3. Write 

a for catalog, or ask your Doaytimer 
representative. 


This advertisement appears in 


September PARENTS' MAGAZINE 
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DAYTIMER SHOE COMPANY 
North Adams, Massachusetts 















































It's easy to fit odd size feet when you sell Trimfoot Appliances. They 
slip into the shoe and relieve the discomforts that customers often 
blame on the shoes. That saves sales and minimizes returns, and 
helps you build profitable repeat business for shoes and appliances. 


You'll find Trimfoot appliances particularly easy to sell to women 
who wear fashionable shoes and suffer the discomforts of “high heel 
strain.” Women are quick to recognize the relief these appliances give 
from “high heel strain” and often buy an extra pair for other shoes. 


You can get extra profits and give your shoe salesmen extra money 
the Trimfoot Way. Write to Trimfoot today and ask the Trimfoot 
Man to visit on his next trip. You'll recognize him by the dollar bill 
in his breast pocket. It's the symbol of extra sales and extra profit. 


APPLIANCE PRODUCTS DIVISION 


himeool 2 


TRIMFOOT COMPANY-TRIMFOOT TERRACE-FARMINGTON, MISSOURI 
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ST. LOUIS BUYERS PREDICT 
VOLUME DROP 


A NUMBER of shoe buyers in St. 
Louis expect a decided drop in unit 
volume when higher priced shoes 
reach their stocks, though generally, 
there is a feeling that dollar volume 
will remain on a par with the Autumn 
months of 1946. This latter viewpoint, 
however, is expressed in most circles, 
with a qualification; the qualification 
being that a better than average job 
of presentation and merchandising 
will be necessary. 

“The public have just so much 
money to spend,” one buyer said, “and 
if prices surge ahead of the amount 
allotted for a pair of shoes it will 
cause the average man and the aver- 
age woman to prolong purchasing 
footwear.” 

“We probably won’t see a severe re- 
action from the consumer,” another 
buyer said, “because many shoe buy- 
ers will protect their customers by re- 
fusing to stock lines on which there is 
too steep a price hike.” Other shoe 
retailers point out that manufacturers 
are pursuing a similar policy by hold- 
ing their calf purchases to a mini- 
mum, with the hope that such action 
will tend to ease prices on that mate- 
rial from the tanner. 

Because of this, buyers point out 
that shoes made from calfskin prob- 
ably will be in short supply in most 
of the Fall lines. 

Still another shoe retailer said he 
believed that the increased prices 
would make the consumer even more 
conscious of branded merchandise and 
that demand for unknown lines would 
rapidly approach the vanishing point. 
This will result, he explained, in buy- 
ers cutting down on the number of 
lines they stock and in the require- 
ment of sales personnel to step up 
their efficiency in selling. “We are 
going to see a Fall season closely re- 
sembling pre-war,” this buyer de- 
clared,” and every retail shoe opera- 
tion that does a creditable job will do 
so only because of intelligent presen- 
tation and promotion. 

> - = 


RESIST FALL CLOSED TOE 
IN NEW HAVEN 
VOLUME sales on all types of shoes 
in New Haven stores were off some 
throughout July as compared to the 
records for July, 1946, although unit 
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sales were reported by most shoe 
men to be holding approximately the 
same level as last year. Requests for 
Fall shoes which merchants had ex- 
pected to be plentiful by the end of 
the month were still only a “trickle” 
according to a survey of New Haven 
stores. 

The shoe men expected a’ better 
month because of the early sell-out on 
better grade Summer shoes, although 
the lower-priced stores were still try- 
ing to clear out Summer stocks 
through sales at the close of the 
month. The higher-priced stores 
cleaned out the whites and spectators 
in early July sales and have been 
ready to do Fall business for the last 
half of the month. 

Stores reporting on what Fall sales 
there have been, say the biggest de- 
mand in women’s shoes is for dark 
suedes especially the blacks with open 
toe and heel and they add that resis- 
tance is shown in almost every price 
range to the new closed shoes which 
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were slated to be tops in shoe fash- 
ions this Fall. 

New Haven shoe men, concerned 
with the July slump, attributed it to 
regular seasonal slow down, weather 
conditions and difficulty in getting 
supplies of better grade shoes al- 
though cheaper shoes are plentiful. 
The shoe men feel, however, that the 
next two or three weeks will show an 
improvement and they are anticipat- 
ing the best suede season in many 
years. 

The dealers expect that dressy and 
semi-dress suede in black will be most 
popular with dark brown second and 
dark green third. The lighter costume 
suede shoes in the beige color line and 
brighter colors will be sold but no 
great volume is anticipated in these. 

= = * 
NEW YORK BUSINESS OFF 
SLIGHTLY 


A GREAT number of New York shoe 
buyers report that business has not 
been “brisk” during the past few 
weeks. One leading merchant attrib- 
utes this to the resumption of normal, 
prewar buying habits on the part of 
the consumer. Other buyers consider 
that vacations and travel months have 
influenced the drop in their businesses. 
Nearly all feel that sales will increase 
with the growing impetus of Fall con- 
sumer demand. 

In high-grade shoes, buyers find 
that the most popular seller has been 
the classic black pump with either a 
wall toe or baby doll toe, and a 21/8 
heel. In the new elongated silhouette 
this pump has also stimulated addi- 
tional sales. An increased interest in 
closed patterns could be stimulated 
even further, in the opinion of many 
buyers, if more closed shoes were 
made on lasts designed to give the 
same feeling of freedom as do open 
shoes. 

Several Fifth Avenue shoe mer- 
chants said that, in their opinion, the 
platform shoe has lost the interest of 
the consumer. It is felt, in particular, 
that the extremely high platform will 
seek its place in clog type shoes. 
Most buyers, however, feel that the 
one-half to five-eighths inch platform 
will become a staple type because of 
the additional comfort it gives. 

Wedge heels, as well as “flats,” have 
been exceptionally good sellers in 
both high-grade and volume brackets. 
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A number of buyers have found that 
wedges from a one-half inch to one- 
inch height, with a closed toe and 
double ankle strap, are very popular. 
A top volume seller is the one-inch 
wedge with baby doll toe and double 
ankle strap. 

An unusual note offered by volume 
merchants was the early interest in 
dark shoes shown by the consumer. 
Not until this season, they report, 
has the demand for dark shoes been 
felt so keenly and so early. One 


buyer of volume shoes reported an 
amazingly early demand for dark 
shoes to wear now with light Summer 
clothes. In his opinion, this early 
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buying indicates a growing style con- 
sciousness on the part of his cus- 
tomers. Several of these merchants 
said that the closed shoe will be slow 
to “catch on,” leaving the open, dark 
shoe as still the best seller. 


. mo 
VACATIONERS BOOST SALES 
IN SAN FRANCISCO 


Y the use of aggressive advertising 
and merchandising methods, San 
Francisco shoe merchants are moving 
the largest stocks of merchandise that 
they have had on their shelves in 
many years. With a wider variety of 
models to choose from than they have 
seen since pre-war days, customers 
have been able to get most anything 
that they desired this Summer, and 
most stores report that the sales totals 
are “very satisfactory.” Some dealers 
state that sales are slightly below a 
year ago, but better than 1945, while 
a few report increases up to 10 per 
cent for the first weeks of Summer 
over the same period last year. 

With the heaviest vacation travel in 
years, the sale of all types of Sum- 
mer footwear has been exceptionally 
good. 

During the month of July many 
stores held semi-annual clearance 
sales, the first they have had since 
before the war. Competition was 
keen, and price reductions ran from 
25 per cent to 50 per cent. Probably 
because of the large number of sales 
going on at the same time, the result 
in some stores was not as good as had 
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RICH'S” 


Rich's in Atlanta, Ga., points out the 

difference between this year's shoe 

styles in this interesting and compel- 
ling advertisement. 





been hoped for and some sales were 
continued beyond the original period 
planned. As a whole, however, odds- 
and-ends and broken lines were most- 
ly disposed of and surplus inventories 
were brought down to a normal basis. 

The Lions’ Clubs, Rotary Interna- 
tional, and other organizations have 
been holding their national conven- 
tions here this Summer and the influx 
of visitors has helped to boost retail 
sales in all the Market Street and 
downtown stores. 

The new Market Street store of 
C. H. Baker Co., is scheduJed to open 
the middle of August, and their Geary 
Street store, which will be closed, has 
been holding a series of closing out 
sales for the past few weeks. 

Other merchants are planning re- 
modeling and new construction work 
but are delaying actual construction 
operations until material and labor 
costs go down. One merchant who re- 
cently remodeled his shoe store stated 
that the work cost over twice as much 
as originally planned. This has caused 
them to cancel further remodeling and 
modernizing plans until costs come 
down. 

Suede shoes are now getting a 
strong play. Frank More has been fea- 
turing tile red suede wedgies at 
$15.95, with matching bag priced at 
$18.95. Frank Werner’s Geary Street 
salon is showing some attractive, 
dressy I. Miller black suede pumps 
decorated with a single smoked-pearl 


button at $22.95. The City of Paris 
first floor shoe section is showing a 
variety of black suede models, many 
of them with toes decorated with 
polka dot perforations, at $14.95. 
Other stores are showing suede mod- 
els ranging from $6.95 to $24.50. 
> . . 
CHICAGO STORES PROMOTE 
SCHOOL SHOES 


“COLLEGE Days on State Street” 
was the theme emphasized by the 
State Street Council, and all stores 
along this shopping thoroughfare gave 
window displays to the clothes and 
footwear suitable for campus-bound 
young people. From the State Street 
lighting fixtures fluttered banners with 
the names of well known colleges and 
universities. And all college shops 
were “open for business.” 

Marshall Field named their shop 
“Campus Junction” and at the en- 
trances to the shop had pillars with 
announcement boards like those in a 
railroad station giving the names of 
trains and their destinations. “Capitol 
Fashions Limited” was headed for the 
Eastern colleges; “The Pacemaker” 
column listed the Middle Western 
ones as stops en route, etc. A full page 
ad of this store showed “Field’s col- 
lege shoe wardrobe” with illustrations 





of eleven shoes from bedroom scuffs 
to campus loafers, from saddle straps 
to date shoes. 

After a quiet July, the shoe shops 
were glad to welcome the school trade 
which began an early invasion into 
the footwear field. Many stores 
showed considerable variety of Fall 
models, giving particular emphasis to 
the always-popular suedes. One of the 
first to present a coordinated picture 
of the new styles was Field’s when 
they promoted new suedes with har- 
monizing handbags. In addition to the 
classic browns and blacks, wine and 
Winter blue were also included. 

In their newly redecorated and en- 
larged shoe salon, Florsheim gives 
emphasis to colored cobras—bright 
red, green, mustard-yellow, wine, 
navy. in addition to brown, rust and 
black. All of these colors are shown 
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AMERICAN HEALTH STEP-Arch Shoes of Distinction 


A NATIONAL PRODUCT 
FILLS YOUR NEED FOR QUALITY SHOES PRICED RIGHT! 





For Women Who Require 
Style, Comfort, and Fit 


Prompt Service 
on sizeups 


Buy from one 
to one thousand 
pairs—carried 
IN STOCK 


for your convenience 





A 2402 BLACK KID A 2405 BLACK KID 
Crinkled Oxford Gypsy Tie. 12/8 Heel 
Patent Tip. 16/8 Heel A 2404 Same with Fancy Stitch 

A 2462 Same in 12/8 Wood Heel Tip 

A 2469 Same in all over Brown A 2401 Same in 16/8 Heel 
Kid 16/8 Wood Heel AA to EEE. 4 to ll 


ncaa $ 5.65 


92 to 11—10c. per poir extra 
TERMS: NET 30 DAYS 


Free Mats 
of these shoes 
available upon 





request 
A 2407 BLACK KID A 2400 BLACK KID 
Crinkled Vamp Pump Patent Tip Oxford 
16/8 Cuban Heel 16/8 Cuban Heel 
AA to EEE. 4 to 11 AA to EEE. 4 to ll 


WILL ENTERTAIN EXCLUSIVE DEALER FRANCHISE IN TOWNS 
FROM 500 TO 10,000 POPULATION. WRITE FOR SAMPLES. 


3 ‘ ’ / / 
i. WA Wash, Shoe Comprarry + 4S. WELLS ST, CHICAGO 6, ILLINOIS 


A HOUSE EVERY LIVE RETAILER SHOULD KNOW .- ¢ Maultisthiwnl {7 
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iu matching accessories—umbrellas 
and bags, belts, cigarette cases and 
lighters, even gloves with cobra trim. 
That this store has confidence that the 
new season will be a colorful one is 
to be seen in the variety of colors they 
also show in calfskin and in suedes, 
for in these leathers they carry pine 
green, red and wine. 

In dress shoes, retailers comment 
that the platform is much favored by 
the consumer. Slings are still prime 
favorites and the newer high-set ankle 
strap is coming strongly to the fore. 
If the all-closed shoe is to take first 
place in women’s choice, it has still 
to prove itself, for at present the open- 
back shoe still outsells every other 
type. However, as the season advances, 
shoe men believe that the closed shoe 








may come into more demand, al- 

though there are many who doubt this 

for, they say, there is greater comfort 

and more ease in fit in the sling. 
Se 


MINNESOTA STORES FEATURE 
FALL FOOTWEAR 


Minneapolis 


SHOE interest was created by final 
clearance sales in which excellent 
values were offered in high-grade 
shoes. Napier, which features high 
style quality footwear, made a final 
clearance price of $9.65 which in- 
cluded suedes, calfskins, patent leath- 
ers and Summer whites. 

Young-Quinlan, also a high style 
shoe salon, completed clearance with 
a half-price sale which included 
whites and play shoes. C. M. Stendal 
placed a quality line of hand-made 
shoes for clearance with $27.50 shoes 
reduced to $19.96, $21.50 to $15.96 
and $17.95 to $14.36. 

Play shoes are still much in the 
picture. A city-wide accent on sports 
with an annual Aquatennial ten-day 
sports event increased volume in this 
type of shoe, many dealers report. 
Play shoes were featured in window 
displays tied in with Aquatennial dec- 
orations. 

Fall displays early began to attract 
the attention of many visitors in the 
city. The new fashion figure with 
longer skirts is made a basis for 


stressing new Fall footwear with 
strong attention on heel heights. Ex- 
tremes are in demand, both the very 
high heel and the unusually low are 
receiving attention. Slim tailored lines 
are favored, with the closed toe gain- 
ing in demand, although open toes 
are still leading sales. Pumps are best 
sellers. Sandals have a big play for 
dress and evening wear, with ankle 
straps well liked. 

In color, black is greatest in de- 
mand. Interest in high colors is low. 
Ensembles of bags and shoes are 
having excellent sale with many stores 
featuring special handbag sections. 

+ * = 


Saint Paul 


MEN’s shoe stores have been fea- 
turing sport shoes strongly. Window 
displays with this type of shoe pre- 
dominate. Browns and brown and 
white are favorites. Comfort is stressed 
with customers receptive, aided by 
unusually high temperatures. Little 
interest in Fall styles in men’s shoes 
has been exhibited as yet. 

There is a brisk demand for Fall 
women’s shoes, because of early show- 
ing of Fall styles in women’s gar- 
ments. Much interest is shown in 
browns with cocoa brown a strong 
favorite. Closed heels and open toes 
are liked. A Loop store reports that 
its customers are buying more lower 
heels than high in dress as well as in 
street shoes. Black with white stitch- 
ing is attracting attention. 
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Black suede, smart for Fall, was 
offered by Marshall Field & Co., Chi- 
cago, in four attractive versions. 


All stores report strong interest in 
black suedes with pumps the favorite 
style and sandals second. 

Bannons report great interest in 
teen-age low heels which carries over 
to the older group who are buying 
teen-age flats rather than sport ox- 
fords. Blacks are selling best gen- 
erally, with browns second. Suede 
sales predominate. 

Husch Bros. note that their cus- 
tomers like rather high heels. Sling 
pumps are selling here better than 
sandals. Sales are highest in the $12 
to $15 shoes, with black suede a 
favorite. 

Schuneman’s display Fall patterns 
in a series of windows themed to 
“Fashion’s Mood.” Customers at this 
store are buying open toes freely, but 
platforms are losing interest. The 
34-inch platform is the favorite rather 
than higher styles. 


* #* # 
LITTLE PRICE RESISTANCE 
IN CANADA 


PRICE resistance in Toronto, as in all 
of Canada, apparently, has not reached 
serious proportions, according to shoe 
merchants. One merchant whose 
customers are comprised largely of 
high-school and college-age youths has 
observed that this segment of the popu- 








lation in Toronto seems to be buying 
shoes in the higher price ranges with 
more abandon than before or during 
the war. The proprietor reported that 
once in a while a customer would com- 
plain and occasionally one would carry 
his or ‘her objection to the point of 
leaving the store without buying, but 
as yet resistance to price has not 
reached a crucial stage. He asserted, 
however, that the majority of the con- 
sumers was expecting to see a wider 
range of merchandise for their money. 

Retail shoe sales throughout Can- 
ada, as tabulated by the Dominion 
Bureau of Statistics for the month of 
March, showed a decrease of 13.5 per 
cent as compared with the previous 
year, but the index of boot and shoe 
sales, taking the period of 1935-39 as 
an average, was still more than double 
sales for March, 1941. 
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Men’s Color and 
Pattern Notes 
[CONTINUED FROM PAGE 84] 


However, we have asked a color au- | 
thority to forecast the trend which | 
these Spring and Summer leather colors 
will take. The following are the writer’s | 
own notes and are presented in her | 
terse style. 


MEN’S COLORS 


Black Leathers—Continue important 
in men’s town and general type shoes. | 
Smooth, grained, soft finish and heavy 
embossed leathers—Calf, Kangaroo, | 
Kid, Kip and Side Leathers. 

Browns and Tans for general wear— 
Boulevard Brown, Brandy Tan, Indian | 
Tan continue in smooth and grained 
leathers. Boulevard represents leading 
volume color. New darker brown like 
Mink Brown expected to take new | 
fashion leadership for town wear. 

Cordovan Shades—Reddish tones in 
dark smooth leathers for town and gen- | 
eral wear. 

Golden Gorse, Golden Harvest and 
other ruddy tones in soft grain or 
heavy embossed grains for country | 
types. 

Colors for summertime and country 
wear—Cocoatan, medium, light and 
dark sand and putty tones—in smooth, 
light weight leathers. In ventilated 
and combination two-tone effects. 

Grays—light and medium tones in | 
smooth, boarded and grain leathers for 
combinations and ventilated types. 
Medium country gray for reversed 
leathers in country and casual type 
shoes. 


NOTE: Reversed leather in gray, 
cocoa, navy and brown continue for 
casual Summer shoes. Cocoa and gray 
reversed leathers also in heavy brogued 
country shoes and campus types. 

Summer evening shoes and resort 
shoes in heavy black reversed leathers, 
black or navy patent and light weight 
Cordovan color calt. 

White buckskin casuals limited—all 
white brogues and Summer shoes for 
fashion types. Tan and white specta- 
tors less important than casual pat- 
terns in tan and white. 





Orthopedist Manages 
Children’s Shoe Department 


BripGerorT, CoNN.—Mrs. Katherine 
Reynolds, formerly of Marshall Field 
Company in Chicago and also of the 
Franklin Simon Co., New York, has 
come to Bridgeport as manager of the 
children’s shoe department at Arthur’s 
—children’s outfitters. 

Mrs. Reynolds, a graduate of the 
Orthopedic Institute in Danville, IL, 
will apply her special study of chil- | 


is the NAME to Remember 
if you want Proven, Time- 
Tested Performance 









PIONEER OF VISUAL SHOE FITTING! 


For more than 25 years the original X-RAY Shoe Fitter has 
provided shoe merchants with safe, dependable perform- 
ance. Its value, both as a Fitting aid and Selling Tool, is a 
matter of record. Its safety is attested to by the seal of Under- 
writers’ Laboratories, approval of the Canadian Standards 
Association. Under its new name, the SIMPLEX X-RAY 
Shoe Fitter continues as the pioneer of Visual Fitting and 
Visual Selling in the promotion of better shoemanship. 


PROGRESS CONTINUES UNDER NEW NAME 


The organization which first promoted the idea of X-RAY 
Shoe Fitting ... and the first practical X-Ray Shoe Fitter... 
which has improved and refined its product through the 
years ... can be counted upon for continued leadership in 
its field. Yes SIMPLEX is the name to remember for proven 
performance and proven advancements in X-Ray Shoe 
Fitting equipment. 

: SHIPMENTS MADE AS PROMISED — 
Lae 


If your order is accepted on the basis 
of a definite delivery promise you 
can depend upon having your new 
Simplex X-Ray as promised . . . sub- 
ject, of course, to circumstances be- 
yond our control. Ask the X-Ray Rep- 
resentative who calls on you, or write. 


yt 


X-RAY 


SHOE FITTER Yc. 


3533 NORTH PALMER STREET MILWAUKEE 1, WISCONSIN 


dren’s feet in the shoe department of 
the store, which specializes in shoes for AA a 
| 


growing children. 
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NATIONALLY ADVERTISED! 


1202 Haas Bldg. 
Los Angeles, Calif. 


California 
Washington 
Oregon 


Jerry Jarrett 

RR7, Lubbock, Tex. 
Texas Louisiana 
Oklahoma New Mexico 


B. R. Boyle 
900 6th Ave. 
Red Oak, Iowa 
Iowa Kansas 
Nebraska Utah 
Wyoming 





A powerful line backed by 
dynamic advertising including dramatic 
consumer booklet just off the press. 


There may be a franchise on 


LIFE-GUARD 
SHOES 


open in your town. 


If interested, contact representatives listed, or write us. 





SALES REPRESENTATIVES 


Dia-Tred Shoe Co. 
139 Duane St. 
New York City, N. Y 
—Servicing— 

All New England States 
Pennsylvania, New York 
Maryland 
2 

Philip Stern 


4239 College Ave., 
Indianapolis, Ind. 
Indiana Illinois 





6 
Al A. Epstein 
Box 217, Austell, Ga. 
Georgia Florida 


South Carolina Louisiana 
North Carolina Alabama 
Tennessee 











= THE LONGINI SHOE MANUFACTURING CO = 


CINCINNATI, OHIO 
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RECORDER SURVEY OF CURRENT CONDITIONS IN SHOEMAKING CENTERS 


Maapaclariing na Markets 


. 
Chicago 

To those retailers and consumers who may be asking 
whether shoe prices will be lower this Fall, a partial an- 
swer is to be found in the recent cattle market, where 
prices maintained a high level. As long as slaughter cat- 
tle bring high prices and as long as wage levels in the tan- 
ning industry and in the shoe trade remain at their present 
figures, there is no sound reason to hope that there will be 
a lower retail price in footwear. 

Makers of quality footwear in this area say they can get 
almost all the leathers they need if they are willing to pay 
the price asked. Since there is the heaviest consumer 
demand for shoes of good quality, these houses are willing 
te pay the current high leather prices because they feel 
assured that this is the merchandise that is wanted by the 
greatest number of people. One large local manufacturer 
reports that all his production through September is sold 
out, that his men have come in from the road long since. 
Soon they will go out again on their selling trips to take 
orders for footwear to be delivered in the late Fall. What 
the price structure will be then, they do not venture to 
guess at this point. 

On the whole, however, manufacturers seem to believe 
(or hope) that the present prices have reached top levels 
and will not go higher. On the other hand they are also 
convinced that there is nothing in the present picture to 
indicate any lowering of costs. Thus they maintain that 
the market has reached a kind of stabilization, even if at a 
high level, and that there will be fewer fluctuations or sud- 
den changes. They argue that this makes for a firm basis 
not only for them to produce upon, but also for the retailer 
to operate on. 


Boston 


Wirn the exception of factories making medium to better 
grades of men’s footwear, the first week of August found 
New England shoe manufacturers reasonably busy. It is 
estimated that many, if not most of them were then operat- 
ing at about 60 per cent of capacity. Within the last 10 
days there has been an increase in demand for growing 
girls’ sport-type shoes which was long overdue, since orders 
for these types, usually bought heavily at retail during late 
August and early September, normally are in the cutting 
rooms of factories long before August 1. 

There is also an increased demand for work shoes after 
a prolonged period of dullness; and the makers of women’s 
novelty shoes are fairly busy though volume is made up of 
a large number of small orders rather than large ones. This 
bears out the rumor, frequently heard, that mail order 
houses have not ordered in anything like the volume they 
have in years past and are trying to protect themselves in 
various ways against the possibility of a price decline later 
in the selling season—a possibility which manufacturers 
see as remote, to say the least. 

The fly in the ointment, of course, insofar as New 
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England is concerned, is the men’s dress shoe business, 
centered in the South Shore district. While manufacturers 
operating their own stores are busy making merchandise 
for those stores, manufacturers catering to the independent 
shoe retailers are not so fortunate. Faced with advancing 
costs, they are finding it difficult to meet the prices at 
which shoes are being offered by the chains, particularly 
those chains which are owned or dominated by the manu- 
fecturer who is believed to be operating currently on a re- 
duced margin of profit. 


St. Louis 


In a recent spot check of manufacturers here, Boot anp 
Suoe Recorper learned that, in the opinion of a representa- 
tive number of St. Louis producers, the high cost of wanted 
materials and labor probably will have no immediate ef- 
fect on the continued high production of nationally known, 
branded lines. Most of those interviewed, however, agree 
that unit volume in retail outlets may drop, as some buyers 
have predicted, due to higher prices. 

At the same time they feel that the greater selectivity of 
the consumer will increase rather than decrease the demand 
for branded lines because it will tend to kill the rather 
limited, though lingering, demand for unbranded shoes. 

The backlog of demand for well advertised lines carried 
over since the period of shortages during and following 
the war still is so great, one manufacturer said, that higher 
materials and labor costs with their resultant higher prices 
are not expected to act as a production deterrent, at least 
during the foreseeable future. And in addition to the back- 
log of demand acting as a stimulant to continued high pro- 
duction, he pointed out, it has influenced a number of 
producers to contemplate building up an in-stock service. 
One such department already is reported to have been set 
up and others have reached the planning stage. 

Probably the greatest hazard at the present time is the 
possibility of some producers pricing themselves out of 
the market. Such an occurrence is unlikely, however, 
manufacturers say, because producers realize that the very 
existence of the St. Louis shoe industry stems from the 
mass production of quality footwear. The market always 
has operated on the principle of small profits from large 
quantities rather than large profits from small quantities. 

Manufacturers emphasize that the number one means of 
insuring high production is the maintainance of high quality 
and the frequent injection of new ideas into the styling 
ot their product. “The necessity for higher prices,” a spe- 
cialty manufacturer stated, “brought on by the exorbitant 
jump in calfskin has created the necessity for more origi- 
nality in the design and styling of shoes than has ever be- 
fcre existed. 

“Unusual styling and flashy new creations, however,” 
this manufacturer made clear, “will not be enough, in 
themselves, to insure demand. The quality also will have 
to be improved and it will have to be improved enough to 

[TURN TO PACE 162, PLEASE] 
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Quality Plus Fit Sells Shoes in Des Moines 


$35 women’s shoes never led the selling 
parade. 

Open toes and high heels are in 
greatest demand at present. Des Moines 
women want these shoes for comfort 
as well as style, and those items of 
footwear which most closely approach 
that combination have proved to be the 
best sellers at Younker’s. Mr. Scoles 
believes that one of the criteria for the 
success of a shoe merchant is his 
ability in obtaining exactly the styles 
and types his customers have definite 
preferences for. 

He studies his customers most care- 
fully; there’s less mass appeal merchan- 
dising here and more concentrated effort 
to cater to the individnal and specific 
needs of each customer than in most 
big department store shoe sections. It 
is, of course, impossible for any shoe 
buyer or sales person to be able to 
know accurately the demands of each 
customer. But at Younker’s everyone is 
working toward that aim. 

Mr. Scoles also believes that good 
window displays are most effective in 
shoe selling. At Des Moines they are 
probably more effective than newspaper 
advertising, for price is not used in 
Younker’s ads. Price is also played 
down in windows. Most effective win- 
dows here have been those which in- 
corporated quality and nationally 
known names, and which limited price 
selling to mere tag identification. 

There are few other states in the 
union where national advertising in 
women’s magazines produces better re- 
sults, for Iowa people are great maga- 
zine readers; they read advertising as 
thoroughly as they read other sections 
of the magazines. This applies par- 
ticularly to the wamen’s magazines. 
Iowa women follow fashion closely 
through the pages of these magazines, 
and where fashion news is adaptable to 
their way of life, such copy will re- 
ceive immediate response. Iowa women 
as shoe buyers, and in most other wear- 
ing apparel, can never be led by fashion 
if it transcends utility; shoes which 
depart from such standards seldom sell 
here. 

Proper fit is another important essen- 
tial. Mr. Scoles believes it is the most 
important selling point in his entire 
store operation. He knows that his cus- 
tomers will continue to do business 
with the store which gives them fit 
along with style and utility; it is a 
must in the selling procedure of every 
sales person on the Younker’s staff. 

Mr. Scoles devotes much of his time 
to showing his sales people what a 
proper fit in shoes should be, how to 
sell customers on the importance of 
proper fit when such selling proves 
necessary, and how to judge when this 
goal has been attained. 
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Fit covers not only selection of the 
proper size of shoe, but the adaptation 
of the style and pattern to the person 
buying the shoe, he points out, for one 
person who can wear a given “fancy 
type” in the proper size will be unable 
to wear another type; thus value for 
her money lies in the useful life of the 
shoe and freedom from foot troubles. 

Selection of the right sales people is 
of the utmost importance, Mr. Scoles 
has found. Shoe purchasers look upon 
their shoe salesmen as something more 
than merchants; there seems to be an 
air of professionalism about the rela- 
tionship between Des Moines women 
and the city’s shoe retailers, and 
Younker’s is no exception. 

“If you are going to handle this busi- 
ness of proper fit satisfactorily you 
have to start with selection of the 
proper personnel as sales people,” Mr. 
Scoles observes. “Mere ability to sell 
isn’t the best asset; in fact it may be a 
deterrent, for the whole effort will be 
concentrated on selling regardless of 
proper fit for the customer. 

“We find young people and older 
people good sales people for this pur- 
pose; middle-aged folks seem te bent on 
hurrying the sale through. We want 
sales people who do not believe in 
hurrying, who are essentially friendly 
by nature and who want to talk with 
people. 

Sales people are under constant 
training by Mr. Scoles. They hold fre- 





Cowhide and Smooth Kid 





Phoenix, Ariz.—A pair of prize cows 
at the Westward Ho Dairy here listen 
contentedly to the lonesome strains of a 
cowboy ballad which was played for 
them especially by Betty Boettcher, at- 
tractive dairy queen of Arizona's Valley 
of the Sun, as national dairy month got 
under way. The local Chamber of Com- 
merce tells us that “music is a regular 
part of the herd's daily diet.” 


quent discussions on how they have 
handled the more difficult sales during 
a day, and all benefit from such revela- 
tions. 

Meetings of the shoe department 
sales staff are held every week in the 
Younker’s store. At these meetings new 
merchandise that has been received is 
shown and discussed at great length not 
only by Mr. Scoles but by the members 
of his sales staff as well. Complete ex- 
planations of the styling in the shoes, 
their construction, the reason for each 
individual feature, and the promotional 
campaign that has been given the shoe 
in consumer advertising feature these 
weekly sales meetings. Particular em- 
phasis is placed on any consumer pro- 
motion already realized so that the sales 
arguments that are embodied and de- 
veloped in this advertising can be car- 
ried through in selling in the depart- 
ment. 

Price has been a frequent topic of 
discussion at these meetings of late. 
Policy developed during discussions has 
been that the store will counteract any 
forthcoming price objections by point- 
ing to increased quality in shoes today 
as compared with one, two and five 
years ago in the same price ranges. 
This is particularly important in Des 
Moines, where quality is most often of 
more importance than price. 

Mr. Scoles has also found that it is 
not a good policy to attempt to sell 
Iowa women higher priced shoes than 
those they first requested upon enter- 
ing the store. The temptation to sell-up, 
even where it could obviously be done, 
is avoided here. 

“In most cases where you sell-up you 
create resentment not at the time of 
purchase, but later on when the cus- 
tomer goes home and begins to realize 
she didn’t intend to spend so much for 
the shoes and that she was high-pres- 
sured into buying them,” Mr. Scoles 
explains. “That always results in bad 
feeling and often a lost customer.” 

The rule at Younker’s, and for that 
matter in most Des Moines shoe stores, 
is to sell the merchandise that fits the 
customer’s needs regardless of price or 
of a wide-open opportunity to sell a 
more expensive item. 

All of the foregoing may sound a 
good deal as though selling shoes at 
Younkers in Des Moines is a leisurely 
business with little competition from 
other stores. The reverse is true for 
Des Moines is one of the most com- 
petitive shoe towns in the Midwest 
section. 

Younker’s get’s its $600,000 share of 
this shoe business in Iowa by under- 
standing Iowa women and catering to 
their specific needs and likes; and that’s 
a good way to sell shoes almost any- 
where! 


‘ 
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Second Generation Shoe Man | 
Opens Family Store 
Detroit, MicH.—A new family shoe 
store has been opened in the Spring- 
wells section of this city at 7748 West 
Vernor Highway by Harry Bebes and 
Louis Finegold, under the name of 
“Finer Shoes.” 
Mr. Finegold is a newcomer in the 
shoe business, but Mr. Bebes represents 
the second generation of a Detroit shoe 
family. He is the son of Charles Bebes, 
who formerly had a store for many | 
years on the east side on Gratiot Ave- 
nue. Harry Bebes himself was former- 
ly with Crowley Milner and Company’s 
shoe department, and at the Ideal Shoe 
Store, as well as a store manager for 
five years for the Father and Son chain. 





Opens Store After 25 Years 
With Leased Department 


NASHVILLE, TENN.—F ormerly operat- 
ing a leased shoe department, selling 
high grade women’s shoes and slippers 
for 25 years, A. H. Manss has opened 
a new store at 218 Sixth Avenue North, | 
here. 

In addition to women’s shoes and slip- 
pers, Mr. Manss has added bags, hose, 
gloves and belts for coordination of 
sales. The interior of the store has dis- 
play boxes lined along its walls, with the | 
rear of the store walled with corrugated | 
giass. 


Appointed Member | 
Of Export Committee 


New York—John A. Elton, manager 
of Brown Company’s Foreign Depart- 
ment, has been appointed a member of 
the Export Committee of the American 
Paper and Pulp Association. 

Mr. Elton, well known in foreign 
trade circles, has been with Brown 
Company, manufacturers of Insoles, 
for the past year. He is located at the 
company’s New York office, 500 Fifth 
Avenue. 





Becomes Buyer and 
Sales Manager 


WASHINGTON, D. C. — Louis Triffie- 
man has assumed his duties as buyer 
and general manager of Ross Saturn, 
Inc., here, and will in addition supervise 
a Fall expansion program of the firm. | 
which will include a new unit on F | 
street and several others, it has been an- 
nounced. 

Mr. Triffleman was formerly buyer | 
and merchandise manager with Ansonia 
Shoes for twelve years. 








Shoe Department Opened 


CHEYENNE, Wyo. — The Sweetbriar | 
women’s specialty shop at 1717 Carey | 
Avenue, has added a women’s shoe de- | 
partment, with Don Bowen as manager. | 
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DISTRIBUTING POINTS ¢ 
le Sewe You! 


We are all aware that present conditions call for the most cautious 
and astute buying. That is why Trade Builders, with their dewnright 
unbeatable values and backed by a unique system of distribution 
are gaining in popularity every day. 

Don’t wait until Fall to make the acquaintance of your NEARBY 
Trade Builder distributor. Contact him now and learn for yourself 
what Trade Builders can do for you. 





Denver, Kemp Shoe Co. 
Florida 
Jacksonville, J. H. Churchwell Co. 


Georgie 

Atlanta, Gramling & Collinsworth 
Minois 

Chicago, Keehn Br 

Peoria, hae Moser & Son 
Indiana 

Indianapolis, E. P. Bayless Shoe Co. 


lowa 

Cedar Rapids, Otis Leather Co. 
Dubuque, Merebants Supply Co. 

DAD—Genuine Kid- 
Maine skin in plain toe blu- 
Bangor, W. S. Emerson Co., Inc. cher with combination 
Massachusetts ~ A- yt -- 
. pocket an ic y- 
8 M. T. Shaw Shoe Co. of Half rubber heel, steel 
N. E, Inc. arch support, 9% iron 
Semi-Fine bend sole. 
B, C, D, E, and EEE 
widths. 








New York 
New York City, Powell & Campbell 


Ohie 
Cinci 


‘incinnati, Robert Graefe 
Cleveland, Bibow & Srail Shoe Co. 
Whitney-Roth Shoe Co. 


Pennsylvania : 
Philadelphia, Bell, Walt & Co, Inc. 
Fea ee Newell & Schneider Co. 
York, D. S. Peterman & Co. 

Tennessee 
istol, King Bros. Shoe Co. 
eile, McCallie Shoe Co. 
Memphis, Wm. R. Moore Dry Goods 
Co. 












Uteh 
Salt Lake City, Zion's Co-Operative 
Merc. Inst. 

Washington 
Seattle, Washington Shoe Co. 
Spokane, Adams Leather Co. 

West Virginia 
Huntington, Jeff Newberry Co. 








WHERE TO BUY 
This Nationally 


DISTRIBUTED LINE 
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BUNTEES 


... For Tiny Feet! 


‘~) 









Expertly designed .. . 
skillfully handlasted . .. 
molded by hand to fit 


tiny feet. 












Buntees . . . First in comfort 
and support for baby. First 
in sales and profit for you. 
Sold at leading stores every- 





MOCCASINS 


R. J. POTVIN SHOE COMPANY 
Manufacturers 
BROCKTON, MASSACHUSETTS 








BUNTEES...hand-lasted MOCCASINS 
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New Argentine Tanning Process 


[CONTINUED FROM PAGE 146] 


largest Argentine firms dealing in cattle and hides. Sub- 
sequent to the inventor’s death, he proceeded to apply for 
world patents and to organize a company for their exploita- 
tion. The company, capitalized at $220,000 is known as 
Accel Argentina, S.R., Ltd., and operates a tannery em- 
ploying the Accel process. Gibson Brothers own both 
trade mark and patent, but other firms now have local 
concessions in South America. 

By the Accel (short for acceleration) process, the treat- 
ment of hides is said to be reduced from a matter of weeks 
to one of hours. No time is required for salting. Liming 
and beamhouse work, it is claimed, are entirely eliminated. 
In the absence of hair, all such blemishes as wire-marks 
can be detected at the point of origin. 

In addition to these great savings in time and costs, the 
yield of leather substance from this method is said to be 
higher than from any other. Hides can be graded im- 
mediately, without preliminaries. They weigh about half 
that of their salted equivalent and can be handled in com- 
pact bales of about 800 pounds. Two of these hides can 
be transported for roughly the cost of one that is salted. 
The reduction of costs in time-and labor is great, and they 
have the further advantage of being classed as clean cargo. 

The processing is all done with a rotating drum, the 
gates being changed from hermatic to grid, to suit the oc- 
casion. All five phases—dehairing, washing, bating, fur- 
ther washing, and conserving—require a total of two and 
one-half hours. Drying takes an additional eight hours, 
and may take place in special drying chambers, or, under 
favorable conditions, in the open air. 

Green hides require merely a further eight hours for dry- 
ing and baling, but before processing, must receive twenty- 
four hours of soaking. The bales contain from forty to 
fifty hides, which are soaked and plumped for five and 
one-half hours at their point of destination. 

The resulting product is perfectly dried and preserved. 
Its weight and bulk are reduced by half. It is neither raw, 
tanned, salted, nor pickled and may be stored, it is claimed, 
for any length of time without deterioration. Moths, rats, 
dampness, bacteria, cold, heat and humidity trouble it not, 
and it can be folded in any way for any period without 
damage to the grain. e 

Moreover, in the case of Argentine Frigorifico hides, the 
tanning is about 88 per cent, compared with the usual 76 
per cent. Already dehaired and bated, they are prepared 
for immediate vegetable or mineral tanning. Soaking and 
plumping require a special Accel system, again employing 
a drum, exactly like that used in the first process. After 
this the tanner can proceed by his own usual methods. 

Regardless of the means employed, the results are re- 
ported to have been good. It has been proved that vege- 
table-tanned Accel hides also give a higher yield than those 
prepared by orthodox methods. Then, too, the poorer the 
quality of leather so treated, the greater the increase in 
yield, without any further deterioration in quality. 

Split and chrome-tanned hides have not yielded any 
significant increases, but in no instance is there any de- 
crease. 

The system is still in its preliminary stages, though 
gradually becoming better known. Selected tanners in a 
number of countries are at present engaged in testing the 
process, and, to date, reported results have been satis- 
factory. 
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A Souvenir Buyer's 
Guide and Directory 
will be issued to 5000 Shoe 
Dealers of the Southeast. 


“Shoes—Signs of The Times” 
showing ancient to modern 
trend in footwear will be the 
theme to accompany ads 
from firms represented and 
others interested. 


Write for prospectus. 


y | an Spring Slee and Accessory Showing —_ Vow. a4: 435 
“How They Trod—” 





Nex 





At the Sheraton Bon Air 
Hotel in Augusta, Ga. 


Memberships open to a lim- 
ited number of regular 
Southeastern representatives 
of shoe and accessory manu- 
facturers and distributors. 


1500 Shoe Dealers attended 
our last May show. 


For details and cost write: 











E. M. Cousins, Exec. Sec’y 


Ce n= bs) eT . 


538 Tutwiler Hotel 


Birmingham, Ala. 











St. Louis Production Near Capacity 





Demand for Branded Lines Continues Heavy, and Factories Are 
Endeavoring to Fill Orders on Hand—Many Reconsidering 
Contemplated Price Increases 


St. Louts, Mo.— Despite the an- 
nounced price increases by a number of 
manufacturers here on their second 
Fall lines and the probable increases 
at a later date by others who are re- 
ported to be contemplating such a move, 
demand for branded lines continues 
heavy with the result that production 
continues at a near capacity pace. The 
announcement of International Shoe 
Co., however, that they would make no 
increase on shoe prices during the re- 
mainder of the Fall selling season, is 
mentioned in some circles as having in- 
fluenced producers to reconsider raising 
wholesale prices at this time, though a 
number of manufacturers who have not 
announced price adjustments have 
stated that they had enough leather on 
hand to carry them through October at 
the same prices anyway, and that they 
would not have made any move in this 
direction at this time. 

Manufacturers are very much aware, 
of course, of the increasing selectivity 
of the consumer, passed on to them 
through contact with retail buyers, 
which they point out will necessitate 
better quality and improved styling for 
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every pair of shoes delivered at the ad- 
justed price. On the other hand, some 
industry spokesmen have stated, there 
appears to be a belief shaping up in 
the minds of some buyers for large 
operations, notably among some of the 
large chain furnishings stores, with 
shoe departments, that the current high 
level of the raw materials market will 
remain firm or go possibly even higher. 

Evidence supporting such a trend 
stems from the reported tendency of 
buyers of some of these houses to have 
switched from their previous cautious 
policy of buying to one of bold place- 
ment of orders. Influencing such a 
policy, according to one manufacturer, 
has been the continuing spiral of price 
increases in other lines, as well as the 
firmness of the raw skins and finished 
leathers market. 


Retailer Negotiates 
Purchase of Building 


BuFFALo, N. Y.—Weiss Brothers of 
Wilkes-Barre, Pa., owners of Triangle 
Shoe Stores, Inc., is negotiating for 


the purchase of the four-story Burke 
Building at the corner of Isabella and 
Ford Streets in Ogdensburg, N. Y., it 
is reported. 

Weiss Brothers purchased the Burke 
Shoe Store business in the same build- 
ing last year and have since conducted 
that store with the Triangle store lo- 
cated in the next block. 

Weiss Brothers were also reported 
recently to have purchased the Shepard 
Triangle Block, opposite the Hotel Me- 
Conville. 





Represents Jarman In 
Iowa and Illinois 


NASHVILLE, TENN.—F rank H. Meiss- 
ner will act as sales representative for 
the Jarman ‘Shoe Company, a division 
of General Shoe Corporation, in Iowa 
and western Illinois, it has been an- 
nounced. 

Mr. Meissner, a native of St. Louis 
and an experienced sales representative, 
was also formerly manager of a shoe 
department in San Antonio, Texas. 





Specializes in Youth’s Shoes 
MERIDEN, CONN.—The Winston Shoe 
Store, a new juvenile shoe shop cater- 
ing exclusively to the children and teen 
agers, has opened here at 6 East Main 
Street in the Cherniak Building. 
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Famous AIR-CUSHIONED BELLAIRE SHOES mean 
steady customers, because they offer CUSTOM- 
GRADE QUALITY AT A POPULAR PRICE! 


Immediate delivery from in-stock department. 
BELLAIRE AIR-CUSHION CONSTRUCTION 
BELLAIRE FOOTLOOSE PROCESS FOR FLEXIBILITY 
BELLAIRE METATARSAL AID 
BELLAIRE INNER-ARCH CUSHION. 


BELLAIRES ARE NATIONALLY ADVERTISED 

(nearly 15 million individual advertisements) in the 

WORLD’S LARGEST WOMEN’S MAGAZINE— 
The LADIES’ HOME JOURNAL. 





2 a a 


BELLAIRE OFFERS PROGRESSIVE DEALER PROGRAM 


WRITE TO 











HOLMES, STICKNEY & WALKER, Inc., Portland, Maine | 
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Manufacturing and Markets 
[CONTINUED FROM PACE 157] 


convince consumers that they are getting enough quality 
and workmanship to justify the higher prices.” 

All over the market the job of selling a pair of shoes at 
present high prices is being recognized more and more as 
the number one problem of the industry. Advertising is a 
factor in the selling job, and most of the producers of 
branded lines either have stepped up their advertising for 
the Fall and Winter months or are continuing to maintain 
appropriations at the high level previously in existence. 


New York 


! N the lush baritone of a Park Avenue insurance solici- 
tor, a certain radio commentator has for years infused 
a flush of joy into the hearts of millions of Americans with 
the words: “There’s good news tonight .-. .” It isn’t at all 
improbable that many footwear manufacturers in this area, 
despite high costs, are taking a similar roseate perspective 
of the business world. The high grade women’s shoe pro- 
ducers, according to reliable sources, finding it difficult 
to fill the rush of buying orders; and slipper factories, 
virtually at a standstill for months, are in operation once 
again. 

A tentative plan to convert production of idle slipper fac- 
tories to low-price street footwear, introduced on the scene 
by labor and management officials early in July, has not 
been heard of since demand has set slipper production 
back in motion, according to a representative of the United 
Shoe Workers of America, ClIO—a further indication of 
encouraging conditions among manufacturers of footwear 
here. 

In the Duane Street wholesale section, business has been 
reported as only “fair”; buyers are being extremely wary 
of anything but the newest and most unusual styles—de- 
mand for staples has diminished to the vanishing point. 

Reality, no matter how pleasant it appears, is never all 
rose-colored, particularly under the complex circumstances 
of today. There is the shortage of high quality suede calf, 
the uncertainty in general of the leather market, high costs 
of leather and styling, the rather ominous labor situation 
engendered by the Taft-Hartley bill, the plaints of retail- 
ers at higher prices—these are some of the irritations 
smudging the fine clear view for the manufacturer. Prob- 
lems of this nature are demanding intelligence, enterprise 
and courage from the shoe manufacturer; are, in fact; 
sending a vital current through the industry. 

Since activity in the sale of stocks may be considered 
as a kind of register of the American investors’ judgment 
of the future, examination of current trends in the New 
York Stock Exchange is not entirely profitless. The month 
of July was of particular significance; stocks which had 
felt the full weight of bearish sentiment for some eight 
months, rose from the low ebb of late May and began a 
slow, steady ascension that is widely conceded to be a 
genuine resurrection of a bull market. Two reasons, not 
entirely separable, can be held responsible for recent 
gains: (1) The prices of dividend paying stocks, in par- 
ticular, and of all stocks, in general, had become so low 
in comparison with the inflated levels of other investment 
vpportunities, that temptation to buy was apparently irre- 
sistible; (2) deferment or bridging of a well publicized 
recession stimulated a growing realization that the United 
States’ economy was not in immediate danger of disinte- 
grating. 
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Begin Modernization 
Program in Spring, 1948 


MANHATTAN, Kansas.—Cole Broth- 
ers Dry Goods Store, prominent shoe 
dealers and department store owners at 
Manhattan, Kansas, took possession of 
the building they recently purchased, 
on August 1. This structure, which is 
next door to Cole Brothers, was re- 
cently vacated by Don and Jerry 
Clothiers, 327 Poyntz. 

The shoe and dry goods firm had 
planned to begin a complete moderni- 
zation and expansion of its present 
building this fall. Due to lack of steel, 
labor and other materials, this program 
will not take place until spring, accord- 
ing to P. G. Dalton, general manager. 





Appointed Assistant 
Shoe Buyer 


New YorK.—A recent appointment 
at Frederic Loeser & Co., Brooklyn, is 
that of B. B. Odell as assistant to Mrs. 
Unger, buyer of children’s shoes. Mr. 
Odell was formerly a salesman in shoes 
at Loeser’s Garden City Store. 





Modern Design Planned 
For Florida Shoe Salon 


Sr. Pererspurc, Fra—The J. E. 
Saltz Footwear shop, 444 Central Ave., 
is planning extensive alterations and 
improvements, which will make it one 
of the most modern’ shops along the 
city’s main thoroughfare. 

William Harvard, St. Petersburg 
architect, has designed an entirely new 
entrance way of black marble with 
alumnite trim and cantilever canopy, 
which will have an all-glass entrance. 
Windows will have shadow display 
boxes, with louvered spot lighting sys- 
tem. Inside the store, improvements 
are also being made, including air-con- 
ditioning, fluorescent lighting and 
bamboo furniture. 


Coward Appoints Hosiery 
And Handbag Buyer 


New York.—Norman Flint has been 
appointed buyer of hosiery for men, 
women, and children and buyer of 
women’s handbags for the chain of 
Coward Shoe Stores, it was announced 
recently by Albert S. Aronson, general 
manager of the Coward Shoe Company. 

Mr. Flint was a member of the 
Armed Forces from 1941-46, and left 
the service with the rank of Lt. Colonel 
in the Adjutant General’s Office. 

Before entering the service, he was 
buyer of women’s hosiery for the Gray- 
son Stores of California. Mr. Flint was 
previously associated with the Canter- 
bury Shops in New York City as as- 
sistant to the president in merchandise 
distribution and management. 

Mr. Flint succeeds Miss M. Ober- 
lander, who retired. 
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| $Q.95 and $9.95 


(slightly higher Denver west! 
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The Krippendorf-Dittmann Co. 





Cincinnati, Ohio 


New York Showroom: 
Marbridge Building 


“Makers of Women’s Fine Footwear since 1872” 


*® Nationally advertised in Vogue, lodies’' Home Journal, Mademoiselle, Woman's 








| Home Companion, Good Housekeeping, The Grade Teacher and The Instructor. 


Chain Will Open Sixth Unit 

Enpicott, N. Y. — Sharping, Inc., 
which operates a chain of five retail 
shoe stores, has purchased property at 
106 Washington Ave. in a $65,000 trans- 
fer. 

Richard A. Sharping, president of 
the firm, said the amount covered the 
purchase of fixtures as well as the 
structure. The company will take pos- 
session about January 1, opening a 
retail shoe store. 


Fire Causes $25,000 Damage 
To Shoe Fiber Concern 


MANSFIELD, Conn. — An estimated 


$25,000 in damage was caused by a fire 
on July 23 which destroyed a storage 
building of the Eagleville Shoe Fibre 
Company. Possible cause of the fire was 
said to have been the antics of juvenile 
smokers. 

State police said two nine-year-old 
boys had admitted smoking cigarettes 
in the building a few hours before. 


Open New Shoe Department 


TAMPA, FiLa.—Haber’s Department 
‘store, 613 Franklin St., has announced 
the opening of a new shoe department, 
which will carry shoes in a variety of 
leathers and colors fashioned by famous 
shoe stylists. 
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The Shoe Of The BABY Determines 
The FOOT Of The ADULT , 





71 WEST 35th STREET 
NEW YORK 1. N.Y. 





BABY SHOES 


Made With Exacting Care 
From The Choicest Materials 
The Market Affords For The 


FINEST BABIES 


On The Face Of The Earth! 


MRS. DAY’S | D EA 


BABY SHOE CO. 


DANVERS, MASSACHUSETTS 


1070 MERCHANDISE MART 
CHICAGO 54, ILLINOIS 














Asks for More Advertising 
Of Canadian Shoes 


TORONTO, ONTARIO—“More advertis- 
ing is needed to inform Canadians 
about Canadian shoes,” said L. Paul 
Duchaine, president, Ludger Duchaine, 
Inc., Quebec, in an interview, follow- 
ing the annual meeting in Toronto of 
the Shoe Manufacturers’ Association of 
Canada, of which he is first vice-presi- 
dent. 

“The Canadian consumer is not suf- 
ficiently acquainted with the national 
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brands of shoes manufactured in this 
country,” he continued. “There are a 
number of these brands but we need 
more and they should be aggressively 
advertised. The more vigorously this 
is done, the better it will be for the 
Canadian shoe industry. Not only do 
the manufacturers need to advertise 
individually more than they have been 
doing, but the Shoe Manufacturers’ 
Association has a roie to play in launch- 
ing a Dominion-wide campaign of an 
institutional and educational nature 
to acquaint Canadians with the merits 
of Canadian shoes.” 


Opens Salon on West Coast 


Santa Monica, Ca.Lir.— Norman 
Gartman has announced the opening of 
his new shoe salon at 1456 4th Street, 
under the name of Martyn’s Fine 
Shoes. He will carry all nationally 
advertised brands of footwear. 

Gartman, who is well-known in the 
shoe industry here, has been in the 
retail shoe business for the past fifteen 
years with several large department 
stores in the East. 

Dale Kinsinger will assist Gartmen 
in the salon. 


Opens Mezzanine Shoe Salon 
With Fashion Show 


AKRron, O.—O’Neil’s, Akron depart- 
ment store recently opened its new shoe 
salon on the mezzanine, with a fashion 
show and shoe exhibit. The latter was 
flown in from New York, and showed 
“a century of footwear.” The fashion 
show displayed new shoe styles modeled 
by the store’s own models. 

The new salon features recessed dis- 
plays for shoes, and is decorated in 
lime ahd rose. 





Orthopedic Store Gets Young 
Trade with Bright Accessories 


New York—The Fink Shoe Company 
at 312 Livingstone Street, Brooklyn, 
is profiting from the rejuvenation of 
its policy that began a little less than 
a year ago when it ceased to he a strict- 
ly orthopedic house. 

At that time Irving Ratner became a 
partner with Henry Fink. The policy 
now is to appeal more to the young 
trade and to include dress-up types of 
shoes. Cuban heels in dressy styles are 
carried here. 

An attractive line of accessories, um- 
brellas, bags and novelties are a color- 
ful feature with this shoe store. 
Notable is a line of costume jewelry, 
which is proving popular. Sports 
charms and pins for wear on suits are 
to be seen in the window mounted on 
black velvet. 





Store Changes Name 


After Thirty Years 


ROCHESTER, IND.—At a meeting held 
here recently the stockholders of the 
Brinkman Shoe Co., Inc., voted to 
change the name te Huberts Shoes, Inc. 
No other change was to be made. 

The store was founded by Wm. 
Brinkman over thirty years ago and 
has been in continuous operation since. 
Hubert Taylor was made a partner in 
1937 and the business. was incorporated 
in 1939. The change in name was 
thought necessary to better connect Mr. 
Taylor with the store which he has 
managed for twelve years, it was an- 
nounced. 

The store has been completely re- 
modeled with a-new front, inverted 
lights, and fixtures. 
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4-point correct fitting 
1. Wide vamp permits toes to spread freely. 


2. Vamp is high enough to avoid downward 
pressure on arch, or pinching toes. t 










3. Inscep fits well, but is comfortably roomy. 
4. Snug-fitting, pear-shaped heel holds the 
foot firmly. 


Black patent or white leather in sizes 434 to 8, 
8!¢ to 1144 with inside wedge heel. 
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COMPANY 
ST. LOUIS, MISSOURI 





Van Arden Announces New Cemented Line 








Interesting designs in women's fine quality footwear are exemplified in these 
three models from the new cemented line just announced by Van Arden. 








New York. — Stanley Philipson, 
president of the Van Arden Shoe Com- 
pany, Long Island City, N. Y., has an- 
nounced that, in addition to the well- 
known line of Van Arden hand-sewn 
welts and hand turns, the firm has 
ready a complete line of cemented shoes 
which will be manufactured in a part 
of the same factory. This new line is 
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being planned to start with a small 
number of patterns designed to cover 
casual, tailored or dressy types in a 
variety of leathers and colors. 

Long recognized as a leader in the 
high quality and style brackets, the 
company claims the unique distinction 
of operating the only factory making 
hand-sewn welts and hand turns, Mr. 





Philipson aims to continue this same 
high quality and style in cemented 
shoes. 

These will be marketed to leading 
shoe departments throughout the coun- 
try, unbranded; the Van Arden name 


” being retained for the hand-sewn welts 


and hand turns only. The new line of 
cemented shoes will be ready for deliv- 
ery during the Fall season. 





Remodeled Front To 
Cost $35,000 


Kansas Crry, Mo.—Adler’s Store, 
shoe dealers, is remodeling the front 
of its establishment at 1210 Main 
street. Work on the refurnishing job 
will cost approximately $35,000, and 
will take more than sixty days to com- 
plete. 

Terra cotta below the sills of the 
second floor windows of the building 
occupied by the store is to be replaced 
with Cathage stone. Show windows 
will be framed with an anodized alum- 
inum molding with an awning cover 
above of the same material. 

Aluminum glass setting will be in- 
stalled in new show windows with a 
base course of Andes black granite. 

Cork floors will replace present rugs 
inside on part of the first floor, one of 
the first cork treatments in a down- 
town department store, in Kansas City. 








Both large and small dealers are building 
increased volume in their children’s shoe 
department thru Propr-Bilts unique 
national promotion. 

Propr-Bilt’s national consumer adver- 
tising, backed by a consistent promotion 
to the medical profession, is unequalled 
in the children’s shoe field and Propr- 
Bilt dealers reap the benefits of the 
resulting sales. 
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DISPLAYERS THAT SELL HOSIERY! 
CLEAR PLASTIC! SMART, MODERN DESIGN. 
4J-120. For window or counter 


display. Also displays ties, 
handkerchiefs, gloves. @ $7.50 


J-132, “The Swan.” Slotted 
price ticket holder. Guard pre- 
vents slipping... ... . @ $4.25 





Write for details on what Propr-Bilts 





are doing. 


SEE YOUR LOCAL DISTRIBUTOR OR ORDER DIRECT 





WRITE FOR CATALOG “MODERN DESIGN ON DISPLAY” 





PROPR- BILT 
Chillbrent Shoes 


O'DONNELL SHOE CORP., HUMBOLDT, 


Representatives in Principal Cities 


ROGER KENT COMPANY... Plestics 


211 N. Seve = 
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TENN, 














Part of a recent expansion program, children's shoes have a special department 
in the Youth Center of the newly enlarged Abraham & Straus basement store in 
Brooklyn. Figurines of a national brand attractively punctuate the bright red and 
chromium decor. Size ranges featured run from infants to ‘teens. An X-Ray 

machine has been installed. 


shop accommodates the men’s and boys’ 
department; in the Fashion Center, 
there is a women’s shoe salon. An addi- 
tional service is a shoe repair shop. 


New Orthopedic Specialist 
At Brooklyn Store 


New YorK—At Palter & Fitzgerald, 
Inc., the Brooklyn Orthopedic firm at 
297 Livingston Street, whose slogan is 
“Your Foot Trouble Is Our Business,” 
we found a newly added feature in the 
person of Sidney Posner, “Cuboid Fit- 
ting Specialist.” Mr. Posner, who has 
been selling these inserts to support the 
outer arch of the foot the past ten 
weeks, represents a California manu- 
facturer of foot comforts. 

Palter & Fitzgerald, famed for 
thirty-five years of orthopedic work, 
specializes in orthopedic and dress 
shoes. Its claim of the “World’s largest 
range of shoe sizes” is sustained by a 
fitting service of experts. 

Business in this shop is limited now, 
according to George Fitzgerald, who 
is president of the American So- 








New YorkK—Abraham & Straus in 
Brooklyn opened its newly enlarged and 
modernized Basement Store on August 
11. The basement store has an area 
of 140,000 square feet and includes a 
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Youth Center, Fashion Center, Men’s 
and Boys’ departments and a Home 
Center. 

In the Youth Center is a children’s 
shoe shop and a men’s and boys’ shoe 


ciety for the Prevention of Cruelty to 
Feet, only by the delays in obtaining 
goods from the factory. He said thet 
the trade would be tripled if shoes 
could be obtained. 
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Recently Acquired Shoe 
Firm Incorporated 


New YorkK—It has been announced 
that a new corporation has been formed 
of the shoe manufacturing firm, W. S. 
Green Company, Williamsport, Pa., 
which was taken over recently by Leo 
Goodkind. The new corporation will be 
known as Stepping Stone Shoes, Inc., 
with Leo Goodkind, president, Joseph A. 
Cohen, vice-president, and Malcolm M. 
Kohn, treasurer. 

Mr. Goodkind is also the head of 
Lucille Footwear Company of Williams- 
port, Pa., and has been engaged in the 
shoe business for the major part of his 
life. Mr. Cohen recently resigned from 
G. Fox & Company, Hartford, Conn., as 
shoe buyer of popular priced shoes. Mr. 


Kohn also recently resigned from The | 
Schiff Company, Columbus, Ohio, where 


he was connected for the past twenty 
years in an executive position, the las‘ 
few years of which were spent as New 
York resident buyer. 

Stepping Stone Shoes, Inc., will con- 
tinue to manufacture infants’ and chil- 
dren’s pre-welts for large chains and 
jobbers, it has been revealed. 





Appointed Knipe 
Sales Manager 


Warp Him, Mass.—Willian Leon 
Knipe, president of Knipe Bros., Inc., 


has announced the appointment of Mor- | 


ris B. Oberfield as sales manager of the 
company. For 


in various sales capacities with some of 
the leading shoe manufacturers, includ- 


ing F. M. Hoyt, General Shoe, Bates, | 


and Weinbrenner. 
Although his assignment 


company, Mr. Oberfield will give par- 


ticular attention to the program re- | 


cently launched behind the nationally 
advertised brand, Ward Hill, for which 
consumer advertising starts in national 
magazines this Fall. 





One of Florida’s Oldest 
Shoe Stores Redecorates 


PENSACOLA, FLA. — Myer Shoe Com- 
pany, 25 South Palafox street, has just 
undergone an extensive program of re- 
decoration and has been equipped with 
the most modern and attractive furni- 
ture and fixtures, ander the direction of 
F. E. Myer, owner, and Clarence Fren- 
kel, who has served the store as man- 
ager for 32 years of its 48 years of 
business life. 

A circle of 20 English hairwood 
chairs trimmed in chartreuse leather 
has been installed, also two settees, 
trimmed in natural lizard. The Myer 
Shoe Company is known locally as the 
oldest retail establishment on South 
Palafox street, and it is also understood 
to be one of the oldest retail shoe out- 
lets in all of West Florida. 
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the last twenty-two | 
years, Mr. Oberfield has been associated | 


includes | 
supervision of all sales activities of the | 









No. 7600 Black Suede 
No. 7505 Brown Suede 
N ond M Widths 
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No. 7411 Block Suede 
No. 7412 Block Calf 
Medium Width Only 
No. 7503 Block Potent 
N and M Widths 


xX. 


No. 7605 Black Suede 
Pin Tuck 
N ond M Widths 





‘| 142 DUANE STREET, 


Philedeiphia: 32 No. Fourth St.—Al Lonker 





HOLLYWOOD STARS 


. Pat. Office 


“Choice of the Stars” 
Sizes 4-9 — Immediate Delivery 


$3.10 


Reg. U.S 


Chicego, Julies Weiss—Phone, Capitol 9101 






No. 7603 Block Suede 

N ond M Widths 
No. 7604 Block Colf 
Medium Width Only 


No. 7504 Black Suede 
N ond M Widths 





No. 7610 Black Suede 
Ankle Strap 
Medium Width Only 


Diatubutors 


NEW YORK 13, N. Y. 


Detroit: 1646-24 Woodinghem Dr.—lee Choden 
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Men’s Store Re-Opened 


Burrao, N. Y. — The W. L. Douglas 
Shoe Company has re-established a 
Buffalo men’s retail shoe store at 359 
Main Street. The 71-year-old company 
operated a store in Buffalo for about 
35-years before the war but closed the 
unit in 1942. 

Completely modernized and air con- 
ditioned, the store is being occupied 
under a long-term lease. It has a front- 
age of about 18 feet and is approxi- 
mately 125 feet deep. 

Jack Taperman, who has been in 
the shoe business in Buffalo for 20 
years, is manager of the new outlet 


L. C. Wood, of Columbus, O., district 
supervisor, was in Buffalo for the open- 
ing. 


New Shop Brings Back 
Old Shoe Name 


Homestmap, Fia. — The Frederick 
Shoe Shop has been opened in a new 
building and is furnished with modern 
equipment and fixtures. 

For 20 years David Frederick, Sr., 
father of the owner of the new shop, 
was in business in Homestead, retiring 
in 1945. The new shop brings back an 
old name. David Frederick, Jr., is 
owner and manager. 
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"Here’s Our New EXTRA Sales Point, Harry... 


ENGLAND-WALTON 
FIBRE-SORTED SOLES!” 


The factory superintendent is right! Soles that are 
correctly matched for more even flexibility and 
wear mean customer-satisfaction that boosts retail sales 
and comes back to the manufacturer in the form of 
steady repeat orders. 
















A sure way to start this profitable chain-reaction 
is with England-Walton soles. That's because 
they're FIBRE-SORTED — expertly mated for texture 
and wearing qualities . . . These photomicrographs 
tell the story: ~ 





——— ee 





Here are three cross-sections of sole leather, seen under 
the microscope. Note that A and B are very similar in 
fibre-structure, but that C differs greatly from the other two. 
So, while A and B would make a well-mated pair of soles, 
AandC or BandC would be mismated. C should be matched 
to its own type of structure. 


England-Wallon 
FIBRE-SORTED 
SOLES 


Cut soles and sole leather 


That’s where England-Walton’s trained craftsmen enter 
Pure oak bark tanned 


the picture. Through long years of experience they have 
developed the ability to recognize at a glance just what soles 
belong together for longer, more even wear. In fact, fibre- 
structure is such a familiar story to these experts that they 
can tell you instantly just what part of the hide a sole came 


England- Walton Division 
A. C. LAWRENCE 
LEATHER COMPANY 


from. 

That's England-Walton FIBRE-SORTING! And that's why 
England-Walton quality soles mean more satisfaction — more 
value — to all who wear, sell or manufacture shoes! 
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woe News 


RECORDER REVIEW OF CURRENT HAPPENINGS IN THE SHOE TRADE 


Public Seen Rationing Its Own Footwear 





Higher Material Costs Only Partially Reflected in Rising Shoe Prices; 
Early Future Holds No indication of Downward Trend. 


Cuicaco — In the face of rising 
leather costs, shoe manufacturers are 
giving greater emphasis to medium and 
low-priced shoes in an effort to satisfy 
retailers whose customers shop with a 
critical eye seeking the most in leather 
for the least money. Retailers in the 
Midwest report that the buying public is 
now rationing its own shoes and in 
many instances stretching fodtwear as 
far as it will go. This has had a 
tendency to increase business for find- 
ers. 

Consumers who ordinarily would have 
replaced worn shoes with a new pair 
are now taking them to the repair shop. 
This is especially true on the part of 
average Mr. and Mrs. America, who 
preserve their so-called “best shoes” for 
dress wear and make their work shoes 
or those worn to the office last as long 
as possible. More footwear with a worn 
look are to be found in large cities than 
at any other time since the war. 

Shoe prices have been forced steadily 
upward by skyrocketing raw material 
costs and are almost certain to go 
higher. Maxey Jarman, chairman of 
General Shoe Corporation at Nashville, 
Tenn., says that every conceivable 
effort has been made to hold down the 
price of footwear, but raw material 
markets have gone out of control and 
retail prices cannot escape reflecting a 
part of this situation. Shoe prices have 
not advanced half the amount justified 
by increases in material costs. Mr. 
Jarman added and declared that foot- 
wear went up 1 per cent during 1946 in 
the face of an 88 per cent rise in the 
prices of hides and skins. 

There is nothing to indicate lower 
shoe prices in the immediate future, 
since both rawstock and leather costs 
went higher during the last week in 


July. Hides went up as much as a cent 
and a half and sole bends, side leathers, 
and some grades of calf leathers show- 
ed price advances of 2 to 5¢ per foot. 
Hide futures, however, were lower, and 
with larger supplies of raw materials 
appearing on both foreign and domestic 
markets, prices will undoubtedly ease 
off eventually. 

Shoe retailers fear that with still 
higher shoe prices in the offing, con- 
sumer buying may fall off further dur- 
ing the Fall and Winter. There is 
every reason to believe that shoe pro- 
duction for the year will dip below that 
of 1947, with output in May 26% under 
that for the corresponding month last 
year. One source of information says 
1947 production is likely to approxi- 
mate 450 million pairs, a decline of 15 
per cent. 


Will Hold Spring National Shoe 
Fair in Chicago, April, 1948 

New York.—A decision to hold a 
Spring National Shoe Fair in Chicago 
during the week of April 26, 1948, has 
received the final stamp of approval, by 
recent action of the board of directors 
of the National Shoe Manufacturers As- 
sociation, it has been announced. 

Approval of the plan came after tabus- 
lation of ballots written by participants 
in the 1947 Spring National Shoe Fair 
held in New York. Results showed that a 
substantial majority favored a Spring 
Shoe Fair in 1948, it was asserted in a 
release of the NSMA. 

The National Shoe Fair Committee, 
composed of members of the asor- 
ing associations, the NS MA and the Na- 
tional Shoe Retailers Association, made 
the decision to hold the coming Spring 
Fair in Chicago “because of its central 
location and its position as a neutral 
market city.” 








Ninth in Chain 
Opened in San Diego 


San Dreco—The ninth family shoe 
store, in this area, of Universal Boot 
Shop chain was opened August 7 here 
at 8284 La Mesa Boulevard. Other 
stores of the Universal chain are lo- 
cated in San Diego, Coronado, La Jolla 
and Chula Vista. 

The new store has an upper front of 
black structural glass on a 25 foot 


August 15, 1947 


frontage, and runs 100 feet deep with 
concealed stock. William P. Lodge de- 
signed the store, which cost $12,000. 
The La Mesa store will be managed 
by Eldon Isham, formerly manager of 
the Universal Boot Shop in Coronado. 
Max Heimburg, owner of the chain, 
has announced that building and mer- 
chandising contract delays, had post- 
poned the planned expansion of his 
Fifth Avenue Bootery in San Diego 


Leather Show to Fill 
Entire Floor at Waldorf 


New York.—At the 3lst Opening of 
American Leathers, scheduled for Sep- 
tember 4 and 5 at the Waldorf-Astoria, 
New York, lines and colors for Spring, 
1948, will be shown by 80 members of 
the Tanners’ Council of America. The 
hours for the Leather Show are from 
10 A. M. to 10 P. M. on September 4 
and from 10 A. M. to 5 P. M. on Sep- 
tember 5. Because of the large number 
of exhibitors, it has been necessary to 
engage the entire ballroom floor for ex- 
hibits, registration and lounge space. 

There will be no formal restrictions 
on attendance during the two days the 
show is in progress although exhibitors 
have requested that members of the 
supply trades, serving both the tanning 
and shoe manufacturing industries, 
should defer their visits until the after- 
noon of the second day. 

The Waldorf-Astoria has asked that 
visitors to the Lx<ther Show use the 
facilities on the Ballroom floor rather 
than congregating in the public lobbies 
of the hotel. The Jade Room will be set 
aside as a lounge for use by tanners 
and visitors, with bar service if desired, 
so that it will not be necessary to use 
the public lobbies and cafes. The co- 
operation of exhivitors and visitors is 
asked to avoid congestion in the hotel 
lobbies. 

Style committees of the National 
Shoe Retailers Association will meet on 
September 3, but no style conference or 
style show similar to those held before 
the war are planned. 

Room reservations for the Waldorf, 
Barclay, Biltmore, Commodore, Bel- 
mont Plaza, and Taft should be made 
through the Tanners’ Council of Amer- 
ica, 100 Gold Street, New York 7. 





A. V. Fingulin Dies 


Cuicaco—Albert V. Fingulin, execu- 
tive director of the National Hide Asso- 
ciation, died suddenly at his home in 
Cleveland, Ohio, early in August. In 
announcing the death of Mr. Fingulin, 
Joseph Adler, treasurer of the National 
Hide Association, said in part: “His 
passing is a loss that will be felt not 
only by the National Hide Association 
but by all those with whom he came in 
contact. . . . His entire efforts were 
directed toward a . . . more complete 
cooperation with other branches of the 
industry.” 
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J. C. Talbot, Head of Penney 


Shoe Operation, Retires 


New York—J. C. Talbot, in full 
charge of the shoe department of the J. 
C. Penney Company and one of the best 





J. C. TALBOT 


known shoe merchandisers in the 
country, on August 5 announced his re- 
tirement from the position which he has 
held for many years. He has been suc- 
ceeded by his former assistant, R. H. 
Lakamp, who joined the executive ranks 
of the company in 1931. 





R. H. LAKAMP 


Mr. Talbot’s connection with the shoe 
industry has been of many years dura- 
tion. From 1915 to 1921 he was asso- 
ciated in an important capacity with 
the W. H. McElwain Company of Bos- 
ton. He then became a partner in the 
wholesale shoe firm known as McEl- 
wain, Holmes and Talbot, of Boston, 
and one year later, severed that connec- 
tion to go with the International Shoe 
Company in St. Louis as a sales exeqi- 
tive. For this company he handled the 
J. C. Penney account. When Wilk Hyer 
retired as head of the shoe department 
in 1929, Mr. Talbot was named to suc- 
ceed him. 

Mr. Talbot’s future plans have not 
yet been determined, but he will return 
in the near future to St. Louis, where 
he made his home prior to coming to 
Penney headquarters here.. 
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Fall Novelty Shoes Head Buying 
At Michigan Shoe Market 


Detroit — Attendance at the last 
monthly Michigan Shoe Travelers Shoe 
Market of the Summer was very good, 
July 13-15, at the Hotel Statler here, 
with an exceptionally goed turnout from 
the smaller suburban stores. 

Buying was brisk, especially for Fall 
novelty shoes in women’s lines. Travel- 
ers were busy all the next day writing 
up orders. 

Supply of men’s shoes was still quite 
unsatisfactory, with dealers still work- 
ing on a quota in most cases. The 
children’s shoe situation was much im- 
proved, however. 


In women’s shoes, dark suedes were 
the leaders, followed by black and brown 
calf, and patent in that order. Play 
shoes of suede were an important new 
note for Fall—reversing the swing away 
from suede of a few months ago as a 
result of customer dissatisfaction with 
imitation suedes. 

Unusual note was the demand for 
high style in rubber footwear, with a 
large amount of velvet being sold. There 
was also a demand which surprised the 
travelers for bright red in rubber lines. 

The August Shoe Market has been 
cancelled, and the next early Winter 
show will be held September 7-8-9, again 
under the sponsorship of the Michigan 
Shoe Travelers Club. 





NSMA Figures Relate Money Spent on Shoes 





Analysis of Department of Commerce Statistics On Products and 
National Income Shows Shoe and Shoe Repairing Stability, 
An X Factor Changing Percentage of Money 
Expended on Footwear. 


New York — A recent bulletin of 
the National Shoe Manufacturers Asso- 
ciation contains an analysis of the new 
national income and product statistics, 
released by the Department of Com- 
merce, with special reference to shoes. 
The figures suggest some interesting 
facts concerning relative expenditures 
en different products in proportion to 
total consumer spending. The NSMA 
figures include shoes, shoe repairing, 
furniture and clothing. 

NSMA comment and statistics fol- 
low: 

“Consumption expenditures for shoes 
at retail from 1929 through 1946 aver- 
aged 1.92 per cent of consumer expendi- 
tures for all goods and services. This 
figure varied by years, from a high of 
2.14 per cent in 1929 to a low of 1.76 
per cent in 1940. For 1946 the ratio of 
shoe expenditures to total consumer ex- 
penditures was 1.98 per cent. In the fol- 
lowing table we have shown total con- 
sumer expenditures in billions of dol- 
lars, shoe sales in millions of dollars, 
and the percentage which shoe sales 
comprise of total consumer expenditures 
for each year from 1929 through 1946. 


The table also shows the percentage 
expenditures in each of these years for 
furniture, clothing, and shoe repairing. 
“The particular lines which we have 
selected for comparison with shoe ex- 
penditures are interesting because of 
their differences as well as their simi- 
larities. In the case of shoe repairing, 
for example, the annual percentages of 
expenditures before the war were even 
more stable than the shoe percentages. 
Contrary to popular impression, expen- 
ditures for shoe repairing do not seem 
to increase, either as a percentage of 
tetal expenditures, or in dollars, in bad 
times. The low point of total dollar ex- 
penditures for shoes and shoe repairing 
both was in 1933. Total shoe sales that 
year were 887 million dollars, whereas 
repairing was only 98 million, compared 
with 164 million in 1929 and 293 million 
in 1946. This suggests that shoe repair- 
ing and shoe manufacturing are not as 
competitive as is frequently supposed. 
People do not appear to get shoes re- 
paired as an alternative to purchasing 
new ones. When they have money they 
buy new shoes and they also get shoes 
[TURN TO PAGE 181. PLEASE] 





Total (Bil.) Shoe 

Year Con. Exp. Exp. (Mil.) Shoes Shoe Rpr. Furniture Clothing 
1929 78.8 1,675 2.14% 0.20% 1.48% 9.53% 
1930 70.8 1,375 1.94 0.19 1.27 9.20 
1931 61.1 1,207 1.97 0.18 1.57 9.17 
1932 49.2 1,022 2.08 0.20 0.61 8.02 
1933 46.3 887 1.91 0.21 0.95 7.88 
1934 51.9 1,072 2.06 0.19 0.95 8.60 
1935 56.2 1,031 1.83 0.19 1.15 8.70 
1936 62.5 1,145 1.83 0.18 1.30 8.47 
1937 67.1 1,279 1.90 0.18 1.34 8.06 
1938 64.5 1,257 1.95 0.18 1.25 8.33 
1939 67.4 1,226 1.82 0.17 1.38 8.56 
1940 72.0 1,270 1.76 0.18 1.44 8.41 
1941 82.3 1,486 1.80 0.17 1.57 8.61 
1942 90.8 1,861 2.05 0.19 1.39 9.36 
1943 101,6 1,920 1.88 0.25 1.19 10.40 
1944 110.4 2,019 1.82 0.23 1.17 10.57 
1945 121.7 2,293 1.88 0.21 1.27 10.85 
1946 143.7 2,832 1.98 0.20 1.50 10.80 
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Dates to Remember 
Monthly Shoe Show, Chicago Shoe 


Travelers Association, Morrison Hotel, 
Chicago. August !8, 19, 20, 
Ohio Shoe Travelers Fill-in Show, Hotel 
Stotler, Cleveland, Ohio. 
August 24, 25, 26, 
Allied Shoe Products & Style Exhibit for 
Spring, Hotels Belmont Plaza and 
Commodore, New York City. 
September 3, 4, 5, 
Official Opening of Spring Lecthers, 
Tanners Council of America, Waldorf- 
Astoria Hotel, New York. 
September 4, 5, 
Monthly Shoe Show, Michigan Shoe 
Travelers Club, Hotel Statler, Detroit, 
Mich. September 7, 8, 9, 
Advance Spring Opening of Guild of 
Better Shoe Manufacturers, in Mem- 
bers Showrooms, New York City. 
Week of September 8th, 
Shoe Manufacturers Spring Opening, 
Hotel New Yorker, New York City, 
October 5, 6, 7, 8, 9, 1947 
National Shoe Fair, Palmer House and 
Morrison and Stevens Hotels, Chi- 
cago. October 27, 28, 29, 30, 
Apparel Show, Ak-Sar-Ben Men's Ap- 
porel Club, Inc., Poxton Hotel, 
Omaha, Nebraska. 
November |, 2, 3, 4, 
Shoe Show, Northwestern National Shoe 
Travelers Association, St. Paul Hotel, 
St. Paul, Minnesota. 
November |, 2, 3, 4, 
Spring Shoe Show, Mid-Continent Shoe 
Travelers Association, Biltmore Hotel, 
Oklahoma City, Okla. 
November 2, 3, 4, 
Advance Spring Shoe and Accessory 
Show, Southeastern Shoe Travelers, 
Inc., Sheraton Bon Air Hotel, Au- 
gusta, Ga. November 2, 3, 4, 5, 
Spring Shoe Show, Pennsylvania Shoe 
Travelers’ Asscciation, William Penn 
Hotel, Pittsburgh, Po. 
November 8, 9, 10, I!, 
Annual Convention and Show, Texas- 
Southwest Shoe Retailers Association, 
Fort Worth, Texas. 
November 10, I1, 12, 
Spring Style Shoe Show, Southwestern 
Shoe Travelers Association, Adolphus 
and Boker Hotels, Dallas, Texas. 
November 10, I!, 12, 13, 
New England Shoe Market Week, Hotels 
Statler and Copley-Plaza, Boston. 
November 12-20, 
Ohio Shoe Travelers Annual Spring 
Showing, Hotel Gibson, Cincinnati, 
Ohio. November 16, 17, 18, 19, 
Shoe Show, Tri-State Travelers, Hotel 
Stotler, Buffalo, N. Y. 
November 16, 17, 
Shoe Show, West Coast Shoe Travelers 
Associates, Haos Building, Los An- 
geles, Cal. November 23, 24, 25, 26, 1947 


1974 


1947 


1947 


1947 





Ohio Travelers Fill-In Show 
Dates Moved Up 


St. Louts. — Lester Abrams, chair- 
man of the Cleveland Show Committee 
“ of the Ohio Shoe Travelers Club, has 
announced that the dates for the Fill- 
In Show at Cleveland have been moved 
up to August 24, 25, 26. The show is 
to be held at the Hotel Statler. 

There will be a dinner dance and 
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In WMoccasins 
One Name Stands Out 


“\ TRUCSTITCH 


For Originality Of Design 
For Excellence Of Workmanship 


For Value 


With moccasin sales climbing monthly, it is natural 
that more customers will be asking for NATION.- 


ALLY ADVERTISED 


Haad-Sewn Moccasins by 


TRU-STITCH. The hest way to repay their confi- 
dence in you is to fit them with genuine moccasins, 


Hand-Sewn by TRU-STITCH. 
Franchises Still Available In Profitable Trading Areas 


Write or Wire 


JACK MACHT 


TRU-STITCH 


47 W. 34th St. 


* Suite 512 


* New York 1, N. Y. 


MOCCASIN CORPORATION 


Malone 


Ney York 








other éntertainment in the grand ball- 
room of the Statler on Monday eve- 
ning, August 25. 

General meeting of the Club member- 
ship will be held Saturday evening, 
Auzust 23, at 8:00 P. M., to discuss the 
coming spring show, which is to be 
held in Cincinnati in November. 





Rumors Still Circulate On 


Argentine Hide Trades 


CHicaco, ILL.—Widespread reports 
that Argentina was negotiating with 
European interests for the exchange of 
hides in return for other commodities 


undoubtedly had stimulating effects on 
a hide market that, of its own momen- 
tum, had been rising constantly, accord- 
ing to observers here. Out of several 
rumors that Argentina was trading 
with Rumania, Great Britain, Czecho- 
slovakia and France, only one report 
seems to have foundation. It simmers 
down to an agreement between the 
Argentine and Rumania, whereby the 
South American country will ship 
800,000 hides over a five to 10-year 
period in return for oil. Under such 
a deal only negligible amounts of hides 
would be shipped to Rumania annually 


[TURN TO PAGE 181, PLEASE] 


171 




























A SOUND SOURCE 


ror ALL your’ 


ARCH TYPE REQUIREMENTS 







Make arch type sales contribute 
worthwhile, consistent profit with 
Adelic. Stocks turn over faster, 
replacements arrive on time; 
Result: More satisfied customers 
and ample sizes to fit them 
properly; and no lost soles. 
Write or wire requirements 
today 





CATALOG ON REQUEST 


#870 


BLACK KID, FINGER 
GORE, 14/8 HEEL. 
SIES 4-10, B, D, EEE. 
92/10'S 20¢ PR. EXTRA. 


ALL IN-STOCK 


Lockstitch Construction 





STRONG ALL KID LINE 





1ONG fun OF SIZES AND WIDTHS 


$5.00 TO $6.00 acraicens 


MONROE BROTHERS & COMPANY 
835 NORTH 19TH STREET 
PHILADELPHIA P a. 
ESTABLISHED 1817 


30, 


BOs T O_N 








| school drill teams and bands, is again available. 


#+B6700 white elk, unlined, with white tassel, 
leather sole (stitchdown construction). 


Sizes: C width only, 4 to 9. 
Price: $5.00 net F.O.B. Boston 


6-400") 


MAJORETTE 
BOOTS 


IN STOCK 


Colt-Cromwell now has 
for immediate delivery 
Majorette Boots. This 
popular number, so 
much in demand by 





-CROMWELL 


COWMPANS, sac 





> Bases an cCeuayervs 





Large Tulsa Shoe Department Opened 





For complete and thorough lighting in the new Streets department store shoe salon 
in Tulsa, fluorescent tubes are installed over the fitting areas in rectangular or 
horseshoe plan, increasing the effect of sectionalization. 


space. 





TULSA, OKLA. — Seating 74 persons 
and containing a stockroom with a ca- 
pacity for 12,000 pairs of shoes the 
new fourth floor shoe salon of Streets, 
Tulsa department store, is claimed to 
be the largest shoe department in 
either the state of Oklahoma or the 
entire southwest. Operated by the Wohl 
Shoe Co., St. Louis, the department 
occupies 3,000 square feet of floor 
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Because of its great size the de- 
partment is sectionalized, with the three 
portions of the salesroom being divided 
into a casual section, a sports section 
and the French Room. Merchandise of 
the sections is displayed by three 
shadow boxes, while the stock is con- 
cealed behind the colorfully decorated 
walls which feature two patterns of 


wallpaper, one of white grotesque de- 
sign on a background of battleship gray 
and the other a combination of flowers 
in green, cerise, yellow and blue on a 
charcoal gray background. 

Other appointments of the depart- 
ment are equally colorful. The carpet- 
ing is rose and the chairs, upholstered 
in frieze tapestry, reveal surfaces of 
raspberry red, heavenly blue and 
mauve taupe. The curved settees bring 
a contrast to the color scheme with 
their oyster white chenille upholstery, 
while the floor length drapes, sepa- 
rating the stockroom from the customer 
area, are of chartreuse. Woodwork is 
gray lined oak. 

The spaciousness of the salesroom is 
enhanced by strategically placed full- 
length mirrors. Designed for comfort 
as well as beauty the department .is 
air conditioned and employs a lighting 
system which combines fluorescent and 
incandescent illumination. 


New Manager of 
Dallas Shoe Store 


DENISON, TEXAS—New manager of 
the Austin Shoe Store here is Boyce 
Buckman of Dallas. He succeeds Grady 
Taylor, who is being transferred to 
Hillsboro. 

Buckman has been associated with 
the company for three years. He has 
worked at Paris, Texarkana, Dallas and 
Temple. 


4 Boot and Shoe Recorder 











Congress Recognizes Small 
Business as Separate Group 


WASHINGTON. — With the passage of 
Senate Concurrent Resolution No. 14 
by the House of Representatives, the 
Congress recognized small business in 
the United States as an entity, and 
entitled to equal representation in gov- 
ernment appointments with labor, agri- 
culture and big business. “This has been 
the goal of national, state and local 
business organizations for many years,” 
said Fred A. Virkus, Chairman of the 
Conference of American Small Business 
Organizations, Chicago, in commenting 
on the action of Congress. 

The resolution states that “the valid 
claim of the small businessmen of 
America to equal representation as an 
entity, with labor, agriculture, and 
other groups, on those government com- 
missions, boards, committees, or other 
agencies in which the interests of the 
American economy may be affected; and 
that the President of the United States, 
the members of the Cabinet, and other 
officers of the government be, and here- 
by are, respectfully urged to accord the 
smal] businessmen of America represen- 
tation on such government agencies in- 
cluding particularly policy - making 
bodies created by Executive appoint- 
ment.” 

Mr. Virkus stated that 92 per cent 
of the country’s entire economy is small 
business, and that its 3,655,000 enter- 
prises are owned and operated on the 
average by 2% persons, or a total of 
approximately 9,137,000 American tax- 
payers and voters (averaging 21,100 
per Congressional district). 


Seek Definition of Connecticut 
Retail Sales Tax on Shoes 


New York—lIn an effort to clarify 
the application on shoes of the new 
three per cent Sales and Use Tax in 
Connecticut, representatives of the Na- 
tional Association of Shoe Chain Stores 
recently conferred with State sales tax 
officials. 

The definition of what constitutes 


cildren’s footwear, the only shoe classi- | . 


fication which was exempted from the 
tax, by a temporary regulation lasting 
60 days from July Ist, constituted the 
principal body of the discussion, ac- 
cording to Edward Atkins, executive 
secretary of the chain group. It is the 
hope of shoe retailers, the bulletin 
reads, that all principal retail distrib- 
utors of footwear in Connecticut ap- 
proach the classification of juvenile 
footwear on a uniform basis so that 
the consuming public will be able to 
purchase al] generally similar types of 
juvenile footwear on a tax-exempt basis 
‘but will pay tax on all generally sim- 
ilar types of adult footwear, regardless 
of. the store in which they make pur- 
chases. 
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J. & J. Slater Open 
Greenwich Unit 

New Yorr. — J. & J. Slater, quality 
women’s shoe retailers for some 88 
years, opened a branch store August 
12th at 57 East Putnam Avenue, 
Greenwich, Conn., when a complete col- 
lection of fall footwear and handbags 
were presented. John Slater, “dean of 
shoe retailers,” welcomed customers on 
opening day. 

Other Slater shoe salons are located 
ir Washington, D. C., where it is known 
as “the bootery of presidential fam- 


ilies,” East Orange, New Jersey, and 
Palm Beach. The firm also conducts an 
advertising mail order business. 


Opens Second Shop 


OcaLa, Fta.—Gatlin’s shoe store will 
be opened soon at 12 North Magnolia 
St. by Grady B. Gatlin, operator of 
The Bootery shoe store at 26 South 
Magnolia, which will continue business 
at its present location. The new store 
has been completely redecorated with a 
large show window installed for display 
purposes, fluorescent lighting and a 
large exhaust fan installed for cooling. 
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Unrepaired Shoes Hold Up 
After Half a Century 











my foi Life 


NATIONALLY ADVERTISED 


Sound merchandising in a children's shoe depart- 
ment calls for a line with features giving extra 
service to the wearer and special merchandising 
advantages to the merchant. CHILD LIFE SHOES 
comprise such a line. They are truly orthopedic 
shoes, orthopedically designed, built over ortho- 
pedic lasts, and made with special construc- 
tion features combined with tailored styling, 
fine shoemaking and honest values. 
Write to have our salesman call on you. 





Buffalo, N. Y.—Mrs. James Hopkins 
bought these shoes in 1895, when, as a 
sixteen-year-old miss, she needed some 
sturdy footgear to ride her new bicycle. 
Today, af 63, Mrs. Hopkins reports that 
after 52 years of service the boots are 
still fine for gardening. She asserts they 
have never been repaired, and that their 
sentimental value is incalculable. 

The bicycling shoes were purchased at 
the then small store of John G. Sattler, 
| at 998 Broadway, in Buffalo, which has 
| grown to a block-square department 
store. 





Ne. 853 — Ton Elk 
High Shoe, Scuff. 
Proof Tip, Long in- 
side Counter, Wedged 
Thomos Heel. 

8% to 12—8, C. D 
ond E. 12% to 3—~ 
AA. A,B,C, DandE. 


& Thoroughly Tested Orthopedic Lasts. 


* Orthopedically Designed 
Coordinated Patterns. 


* Matched Left and Right 
Quvorter Patterns 


*® Solid Leather Long Inside Counters. 
*® Left and Right Spring Steel Shanks. 
*® Wedged Thomas Heels. 








é 





*® And Other Features Your CHILD 
LIFE Salesman Will Show You. 







comaneell ———— 


TURING CO. 


MILWAUKEE 10, WISCONSIN 


GOOD YEAR WELTS EXCLUSIVELY 











Buy Old N. H. Shoe Firm 


Lisson, N. H.—The Fred Parker & 
Son shoe and clothing store, which has 
been operated at the same location for 
nearly 70 years, has been sold to Mr. 
and Mrs. Nathan Morrell of Concord 
by heirs of the Fred Parker estate. 

The business was started in the late 
60’s as Wells & Woolson and later op- 
erated as A. C. Wells & Co., Fred 
Parker & Co., and finally, Fred Parker 
& Son. 


The establishment, one of the best 
known in New Hampshire’s “North 
Country,” was operated by the late 
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Fred Parker for 48 years, first as a 
general store and later as a department 
store. 





Plan Construction of 
New Shoe Store 


Los ANGELES, CAL.—Plans are being 
prepared for construction of a new 
store building on Vermont Avenue, 
near Slauson Avenue, Los Angeles, for 
Karl’s Shoe Stores, Ltd., of 750 North 
Spring Street, that city. The one-story 
concrete block structure will be 30 x 90 
feet in area. No information as to cost 
is yet available. 


Shoemakers and Repairmen 
Train Under G.I. Bill 


WASHINGTON—A total of 3,566 ex- 
servicemen are taking on-the-job truin- 


' ing under the G. I. Bill to become shoe- 


makers and repairmen, Veterans Ad- 
ministration announced. 

This figure, excluding those taking 
job training in shoe manufacturing 
plants, was arrived at from a sampling 
of the records of some 619,000 veterans 


enrolled in job training courses on 
May 1. 
Under the Servicemen’s ~ Readjust- 


ment Act (G. I. Bill), a veteran is 
eligible for on-the-job training if he 
served in the armed forces for 90 days 
or more, part of which was on or after 
Sept. 16, 1940, and was released under 
conditions other than dishonorable. 
The period of job training to which he 
is entitled depends upon his length of 
active military duty. He receives one 
year, plus one month for each month 
of military service. The maximum for 
on-the-job training courses other than 
recognized apprenticeships is two years. 
While in training, he may receive a 
subsistence allowance from VA of up 
to $90 a month if he has dependents 
or $65 a month if he has none. How- 
ever, if he is earning $200 a month 
(with dependents) or $175 (without 
them), exclusive of his subsistence 
allowance, he is not entitled to the 
subsistence payments, under the law. 
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Leather Price Changes Buyer 
And Manufacturer Policies 


St. Louis—Many widely varying de- 
velopments in the strategy of both man- 
ufacturers and retail shoe buyers have 
been making the rounds of the shoe in- 
dustry here in recent weeks. One of 
these developments, reported from a re- 
liable source, though unconfirmed, was 
that the attitude of the large chain 
stores, with shoe departments, had 
shifted from a policy of cautious buy- 


ing te one of replacing stocks in a swift | 


bold manner. 
Explanation for the change was that 
inventories were not nearly so heavy 


now as they had been in May and June | 


and that many of these buyers for 
large operations felt that the market 
might go even higher; that there was 
practically no chance for it to ease at 
this time. 

The other development which is tak- 
ing place in St. Louis among some spe- 
cialty manufacturers is the sampling 


of fabrics again as a possible substitute | 


for the higher priced leathers. Accord- | 


ing to current reports faille and satin 
seem to be the most popular fabrics. 





International Will Hold Price 
Line for Fall Selling Season 


Sr. Lours—The International Shoe 
Company announced recently that they 
would make no increase in shoe prices 
during the remainder of the Fall selling 
season. 


Salesmen of all sales branches | 


of International have been authorized | 


to continue current shoe prices when 
they resume selling during the week of 
August 3 for the remainder of the Fall 
season. 


It is pointed out by Internationa! | 


Shoe Company that in January, 1947, 
the use of the escalator clause was dis- 
continued. This policy is not changed. 





Exotic Display 








Los Angeles.—C. H. Baker Company 
lends an exotic touch with a statuette 
to this display of sport shoes. Simplicity 
keynotes Baker's presentation of low- 
heeled sturdy walking shoes for young 
women and girls. Note legible price and 
stock number signs. 
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Canadian Shoe Production 
Declines Slightly in May 
MONTREAL. — Production of leather 
footwear in Canada in May declined to 
3,276,768 pairs, compared with 3,404,750 
in the preceding month and 4,103,104 in 
the corresponding month of last year, 
according to figures released by the 
Dominion Bureau of Statistics. During 
the five months ended May, 16,569,304 
pairs were produced, compared with 
18,898,064 in the similar period of 1946. 
Of the May output, 582,731 pairs were 
soled with materials other than leather. 


Collects Miniature Shoes 


TULARE, CAL. — Mrs. Boyd Altaffer 
has hade a hobby since 1940 of col- 
lecting miniature shoes. Since 1940, 
when she began to acquire her collec- 
tion, she has bought or has been given 
450 shoes—none of them mates. They 
are from one to four inches long, made 
of jade, metals, textiles or pottery. 


Open New Shoe Department 

TAMPA, FLA.—New shoe department 
ef Haber’s, 613 Franklin street, wes 
formally opened recently. 
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Pattern #330—c combination binding —soft, beautiful 
grosgrain-type ribbon combined with pliant, easy to handle cotton. 
Pottern #330 comes in standard colors and can be dyed to your 


specifications. When filling your binding needs—remember Pattern #330. 
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Highlight Coordination and 





Remodeling at Baker's Shoe Store in Lincola, Nebraska, places 


on the clese coordination of ac 


added emphasis 
and shoes, with long, well-lighted 


shadow boxes and modern over-head illumination contributing a maximum of effect 
to the displayed merchandise ond atmosphere. 


LINCOLN, Nes. — A design including 
pleated walls and draped side walls 
with concealed lighting has made its 
first appearance in a Nebraska shoe 
store, with the completion of a remodel- 
ing project at Baker’s Shoe Store, 1123 
“O” St., started last winter. Cost was 


(76 


approximately $10,000, including an 
imposing new front. 

Walls have been decorated in iceberg 
blue and parfait pink. All-over carpet- 
ing is of hotel quality and a modernistic 
design with heather wine and taupe 
color scheme. X-ray spotlights which 


diffuse light directly to the floor to give 
patrons the actual daylight coloring of 
merchandise have been installed in the 
shoe fitting section. The modernistic 
ceiling of offset design has hidden 
fluorescent lighting, while cold cathode 
lighting fixtures also are used for direct 
lighting. 

Windows are of open vision type with 
no back walls, so that passersby can see 
clear to the back of the store. Built-in 
hosiery and bag departments have been 
provided at the front of the floor, and 
wall shoe displays also have been built 
in and flooded with indirect lighting. 
All woodwork is the new South Ameri- 
can zebra veneer. 

Double doors are of Herculite and 
sidelights of the same material also 
have been installed. The new, modernis- 
tic California front has the boulevard- 
type entrance with curved glass win- 
dows and colored tile walk. Front of 
the store was torn down and completely 
rebuilt during the remodeling. Front 
is of structural glass in beige trimmed 
in maroon. 

The new front extends above the top 
of the two-story building. Above the 
doorway a sign 16-feet high finished in 
granite enamel has been installed with 
the words, “BAKER’S SHOES.” A 
hanging sign with neon lettering also 
has been provided. 

Other improvements include new air 
conditioning equipment so that the store 
now has 40 per cent more refrigeration, 


, 
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and a new forced air heating system. | 
Air conditioning vents have been con- | 


cealed in the remodeling project. E. G. 
Gothard is manager of the Lincoln 
store, and works under the regional 
management of Al Gulinson of the 
Minneapolis zone. 
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Make Special Effort to 
Coordinate Shoes, Stockings 


ORLANDO, FLa.—Matching nylons in 
various deniers to specific shoe styles 
and colors is a plan which has worked 
out well for Yowell-Drew-Ivey, depart- 
ment store in Orlando, Fla. 

Jack Buice, hosiery buyer, has closely 
dove-tailed hosiery displays in with 
those of the shoe department. The shoe 
department is located in the right cen- 
ter of the store, and the hosiery depart- 


ment immediately adjacent, and slanted | 


toward the front door of the store. Thus, 
customers entering the shoe department 
from the doorway pass through the 
hosiery section, and reverse the process 
on the way out. ’ 

The hosiery department, thus facing 
almost directly into the shoe section, 
has recently built five niche or shadow- 


box displays, above eye-level behind the | 


hosiery counter, where five leading na- 


tional brands are individually promoted. | 
Whenever displays are changed in the | 
shadowboxes, Mr. Buice checks with the | 


shoe department management for styles, 
colors, etc., which are to be featured 
during the following week, and matches 
up the hosiery as closely as possible. 
Salespeople in the shoe department 
make a point of suggesting that the 


hosiery department carries a bluisii | 
metallic tone of nylon to go with popu- | 
lar navy-blue shoes, 15-denier styles for | 


wear with formal evening slippers, ete. 
Since it is a natural step from shoe de- 
partment to hosiery, few customers re- 
fuse to spend a few moments looking 


over the displays—and this gives hosiery | 


department sales people a chance to 
push the “hosiery wardrobe idea.” 

“We're striving to implant the idea 
that the average woman needs from two 
to three pairs of hosiery in 15, 20, 30 
and 40 denier nylons to meet various 
situations with maximum leg appeal,” 
Mr. Buice said. “While we scarcely 
have the opportunity to suggest this t> 
every customer coming into the hosiery 
department, all of those who are steered 
in from footwear salon are usually 
ready to listen.” 


Bomar’s Opens in Mississippi 

Jackson, Miss.—The new Bomar’s 
shoe store opened its doors for business 
at 229 East Capitol street, August 1. 
The new shoe store will feature well 
known branded shoes for women, men 
and children. 

The new shoe store is headed by Leon 
Bomar, Sr., who for the past 10 years 
has been connected with the Brown 
Shoe Company in a traveling position. 
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For the fashion-wise and 
unfettered! . . 


Maxine originals set the 
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. exquisite 


pace in style footwear. 

The captivating lines and 

enchanting harmony of 
Maxine creations are 
sought by the most 


discriminating eyes. 
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Mr. Bomar will continue his connection 
with Brown. Mr. Bomar’s son, Leon 
Bomar, Jr., will manage the store. He 
has been manager of the shoe depart- 
ment of the Imperial Shoe Store in New 
Orleans. 


Another son, Edward T. Bomar, also 
has an interest in the business, and has 
been connected with shoe departments 
since being released from the Navy Air 
Corps. At one time he was with the shoe 
department of Maison Blanche in New 
Orleans, but is now connected with Gus 
Mayer Company’s shoe department, in 
New Orleans. 


Former War Prisoner Made 
Shoe Buyer for Fyfe & Co. 


Detroit—Succeeding Harry C. Smith, 
H. S. Whitacre has been named buyer 
of women’s better shoes for the R. H. 
Fyfe & Company, here. Mr. Whitacre, 
interned by the Japanese for 37 months 
in Santo Internment Camp, was assist- 
ant general manager of the Hamilton- 
Brown, Inc., Manila, Philippines, before 
the war. 

Mr. Smith will operate a leased shoe 
department for Irving Gowns & Mill- 
inery Shop in Detroit. 
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ACTIVE SALESMEN 


IN YOUR WIND 








FOR FALL— 


CARD AT RIGHT 
in WARM AUTUMN 
COLORS 


x 14" 


FIVE OTHER TEXTS 
TO CHOOSE FROM 


$1.00 ea. 3 for $2.25 
ALL SIX: $4.00 





THE 
MATCHING 
PRICE TICKETS 
IN STOCK 
IN 102 PRICES 
30¢ doz. $3.00 12 doz. 


ALSO OTHER FALL 
TICKETS IN STOCK 
—~ALL ONE PRICE— 
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CARD HOLDERS 





209 SO. STATE ST. 








As Illustrated $2.10 ea. 5 for $10.00 
WRITE TODAY for circular 'F’ and Sample Tickets 
PUT 'SELL' IN YOUR WINDOW 


MERCHANTS SERVICE DEPT. 


CHICAGO 4, ILL. 














There is a Shoe Dressing in the 





for every pair of shoes in bey Family 
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David Hartman, founder of the Hart- 
man Shoe Mfg. Company, Haverhill, 
Mass., celebrated his 96th year recently. 
Mr. Hartman, a native of Hungary, 
came to the United States in 1873 when 
he was 22 years old, and after a short 
period in New York, settled in Haver- 
hill, where he engaged in shoe heel 
manufacturing, retail merchandising 
and real estate operations. Of a family 
of two daughters and five sons, three 
sons are today active in the Hartman 
shoe firm, which for many years has 
been a successful concern in the area. 

*. *- = 

W. F. Harms, who recently purchased 
the clothing and shoe stock of J. E. 
Schroeder, held the grand opening of his 
new store in Hillsboro, Kansas, July 19. 
This store has a full line of shoes for 
men, women and children. 

. * ~ 

John Plunkett, younger member of 
the downtown shoe firm of Plunkett 
Brothers, Detroit, has been seriously ill 
in the hospital for the past month. 

* * . 

William M. Palmer, former manager 
of the Iris Theater in Detroit, is follow- 
ing in the steps of several other local 
showmen, and going into the shoe field 
as representative at the J. L. Hudson 
store for the Scholl Manufacturing Co. 
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About Shoe People 


Arthur A. Brown, buyer of women’s 
shoes of Marshall Field & Co.’s Budget 
Floor, in Chicago, has announced his 
resignation as of August 1. He had 
been associated with the store for the 
past 20 years, always with the shoe 





ARTHUR A. BROWN 


divisions, and for the past 10 years was 
buyer of the women’s and girls’ depart- 
ments in the basement. 

After a month’s vacation Mr. Brown 
will join the International Shoe Co. of 
St. Louis, Jefferson branch, on Septem- 


He will be on the sales staff of 
International but will not enter the 
selling field until next season. His 
territory will be the entire states of 
Indiana, Michigan and Illinois, the 
latter including Chicago. No successor 
to Mr. Brown’s position has yet been 
named by Field’s. 
> = - 

Bart Adams, who formerly traveled 
Wisconsin for the J. P. Smith Co., is 
now with the Edgewood Shoe Co., 
branch of the General Shoe Corp., 
handling the Chicago territory. 

= . > 

Raymond Weinstein, who for the past 
several years was a retail salesman at 
the Towne Shoe Shop at 3253 Roosevelt 
Rd., Chicago, is now representing the 
Hannahson Shoe Co., whose line he will 
show at the next Chicago Shoe Travel- 
ers’ show August 18-20 at the Hotel 
Morrison. 


ber 1. 


Sidney Lavitt recently announced the 
opening of a new shoe salon at 6514 
Hollywood Blvd., Hollywood, Calif. 
Called Sidney’s, the store will feature 
high-grade, nationally advertised foot- 
wear. Mr. Lavitt also owns and operates 
the Junior Bootery on Hollywood Blvd. 
The store will be managed by Harry 
Geller. 
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Lion 


707 BROADWAY 


Our Modern Factory Is Now In Full Production And We Are 
Ready To Supply You With A Complete Line Of Fine 
Leather Sandals For Men, Women and Children. 


Catalog Showing New Styles and Prices 
Available On Request 


NEW YORK 3, N. Y. 
FORMERLY LION LUGGAGE CO. 








A fast moving number for the fall 
season. 

















Size 1" x 2%" 
12 Doz.—$3.00 
24 Doz.— 5.50 








Great Little Time Savers 


Price Tags with imprinted prices, any selection desired. 
Fall Circular showing 4 color designs sent on request. 


With store name : 
printed on tags: 


24 Doz.— 8.75 


“U"—Green with trim—white board—price biack 
Merchants’ Service Dept., 209 S. State St, Chicago 4, Illinois 
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12 Doz.—-$5.25 
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7, |' sufficient anode angle to cover the whole 
screen. We have the correct type for your 
machine—in stock —for immediate delivery. 


X-RAY HEADQUARTERS 


GENUINE ADRIAN REPLACEMENT PARTS : 


IMPORTANT! : 


Tubes for X-Ray Shoe fitting ma- 


chines are especially designed. 
Ordinary X-Ray tubes do not have 
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James Wootton is celebrating his fif- 
teenth anniversary in the basement 
men’s shoe department of J. L. Hudson 
Company, and is being saluted in The 
Hudsonian upon the occasion. 


Meyer K. Weil, of the Weil Shoe Com- 


pany, in St. Louis, shown in photo with 
his son, Meyer K., Jr., on a recent Sum- 





mer vacation in the Rocky Mountains, 
where they spent several weeks enjoy- 
ing the sports, vistas and climate of the 
high West. 


> » - 
Mr. and Mrs. Abe L. Rodder, of 
Fresno, Cal., spent the month of July 


and part of August in Europe. Mr. 
Rodder is a partner in Rodder’s Made- 
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moiselle and Rodder Shoe Co. Main 
points in the couple’s itinerary were 
Iceland, Ireland, Scotland, England, and 
France, where they inspected the new 
creations of the Paris couture. First 
leg of their journey was Los Angeles, 
where they were feted by Harry Evans, 
vice-president of the National Shoe 
Travelers Associates and West Coast 
representative of Lockwedge Shoe Corp. 
and Field & Flint Co. 
7 = > 

H. A. Lorenz, who represents Modiste 
Shoes, Inc., manufacturers of women’s 
high-styled fast footwear, recently 
opened an office in Room 411 of the 
Haas Building, Los Angeles, Cal. 
Lorenz handles the Denver West terri- 
tory for the firm. 

. = - 

Norman Jerry Rose has opened a 
family shoe store at 9930 Commerce St., 
Tujunga, Cal. Rose is being backed by 
his father who for 21 years was in the 
department store business in Indio, Cal. 

. - 7 

Henry S. Carroll, assistant shoe buyer 
at Scruggs, Vandervoort and Barney, 
St. Louis department store, has joined 
Emery Bird Thayer Co., Kansas City, as 
buyer of women’s and children’s shoes. 
He had been with the former store for 
about 10 years. 

= ” = 

Edward J. Mros, for many years an 
executive in New England shoe fac- 
tories, and his son, Edward, Jr., have 


purchased Kiki’s Variety Store in the 
Haywerd block on South Main street, 
Farmington, N. H. The senior partner 
is a member of the Farmington Board 
of Selectmen and his son is an overseas 
veteran of World War II. 


O. D. Geiger, until recently associated 
with the Craddock Terry Shoe Co., 
Lynchburg, Va., has returned to the 
Juvenile Shoe Corporation, St. Louis, 
with whom he formerly was associated, 
to take over the Southwest territory. 
He will make his headquarters in Texas. 

. 7 » 


W. E. Brewer, formerly connected 
with the St. Louis office of B. F. Good- 
rich Rubber Co., has been named assis- 
tant buyer of women’s and children’s 
shoes at Scruggs, Vandervoort and Bar- 
ney, St. Louis department store. 


Saul Levine, assistant to the general 
manager of the Glove & Garment 
Leather Division of the Colonial Tan- 
ning Company, in Milwaukee, Wis., re- 
cently visited the headquarters of the 
firm in Boston to confer with members 
of the sales force. Also a visitor at the 
Boston headquarters was Nat New- 
mark, of J. Newmark & Sons Company, 
New York, to discuss affairs with Carl 
Ganter, of the Suede Calf Division, 
Paul Gonneville of the Side Leather Di- 
vision, and Kivie Kaplan of the Patent 
Leather Division. 
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Financial Reports 





THESE LETTERS | 
MEAN BUSINESS 


Shoe Companies Compete 

















For Best Financial Report 


New Yorxk.—The 1946 annual finan- 
cial reports to stockholders of five shoe 
and leather companies have been cited 
for excellence in the Seventh Annual 
Report Survey conducted by Financial 
World, national weekly magazine. They 
are: W. L. Douglas Shoe Company, 
Melville Shoe Corporation, General 
Shoe Corporation, United States Leath- 
er Company, G. R. Kinney Company. 

In the final judging to be completed 
by mid-September, one of these com- 
panies will be judged as having the best 
1946 annual report of the shoe and 
leather industry, and then will be 
awarded the bronze “Oscar of Indus- 
try” trophy at the Financial World An- 
nual Report Awards Banquet in the 
Grand Ballroom of the Hotel Pennsyl- 
vania in New York on Friday, October 
10. Last year the 1945 report of Gen- 
eral Shoe Corporation won the top 
award in this class. 
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QUAIL HUNTERS 


Production is rising — but so is the 
demand for Bass footwear ...Sorry 







NATIONAL but present accounts still come first. 
ADVERTISING Incorporate to Start ne 
Retail Shoe Firm BASS sooTwsaa 


Rompe. 


CASUALS 


aud 


SLIPPERS 


PULLS HUNDREDS 
OF LETTERS ASKING, 
WHERE CAN WE 


BUY THEM? 


IDENTIFY YOUR 


STORE WITH THESE 
FAST-SELLING BRANDS! 








LEXINGTON, Ky. — The Secretary of 
State has issued a certificate of incor- 
poration to Al-Mar Shoes, Inc., this 
city, which proposes to engage in the 
retail shoe business under authorized 
capital stock cf $10,000. Al and Mary 
Wenneker and Raymond Barney were 
listed as the incorporators. 





Increases Capital Stock, 
Changes Name 


AusTIN, Texas — The Secretary of 
State’s office here has been notified of 
the change of name of the Rodeo Bost 
Company of Wichita Falls, Texas, to 
the Whit-Bern Boot Company. The 
corporation has also increased its capi- 
tal stock to $200,000. 


Nopco Sales Rise, Income 
Drops in °47 Six Months 


New York. — Consolidated net sales 
of Nopeo Chemical Co. (formerly Na- 
tional Oil Products Co.) increased 17.45 
per cent to $9,539,543 in the six months 
ended June 30, 1947, over the $8,122,279 
volume for the corresponding period of 
1946, Charles P. Gulick, president and 
board chairman, announced recently. 

Net income for the latest six months 
amounted to $325,335, after charges 
and taxes, including a reserve of $100,- 
000 to provide for possible depreciation 
of inventory values. This profit is 
equal, after preferred dividend require- 
ments, to $1.48 a share on 219,986 
shares of common stock outstanding on 
June 30. 

Net income of $390,469 was earned 


WILTON, MAINE 
Moccasins, Ski Boots, Weejuns 


yr 


in the corresponding period of 1946, or 
$1.81 a share on 215,794 shares of com- 
mon stock then outstanding. The pro- 
vision for Federal income taxes for the 
latest six months period amounted to 
$278,000, against §240,000 a year ago. 





Monsanto’s Earnings Rise 
50 Per Cent in First Half 


St. Louis. — Monsanto Chemical 
Company’s sales during the six months 
ended June 30, 1947, amounted to $71,- 
085,736, an increase of 41 per cent over 
the corresponding period of 1946, it was 
announced here recently. 

Before Use and Occupancy insurance 
credits and after reserving $500,000 for 
relief of employee-victims of the Texas 
City disaster, the company’s net income 
for this six months period was $9,275,- 
133, which is equivalent to $2.23 on the 
3,963,163 common shares outstanding 
June 30, 1947. A total of $7,500,000 of 
Use and Occupancy insurance covers 
the loss of twelve months’ income re- 
sulting from the destruction of the 
Texas City plant. 





Incorporate 


CINCINNATI, O.—Philip’s Shoes, Inc., 
has been incorporated under Ohio law 
with 250 shares of no par value common 
stock. Incorporators are Harry Kastfir, 
John J. Lurman and Carl Runge, Cin- 
cinnati lawyers. 
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NSMA Figures Relate 
Money Spent on Shoes 
[CONTINUED FROM PAGE 170] 


repaired. When they have no money 
they do without. As can be seen from 
the accompanying charts, on which ex- 
penditures for shoes and for shoe re- 
pairing are plotted alongside total con- 
sumption expenditures, shoe repairing 
ran ahead of new shoe sales on a rela- 
tive basis during the last three war 
years. This undoubtedly was due to shoe 
manufacturers’ being deprived of leath- 
er which was set aside for use by the 
repair trade. In the light of the long 
run relation between the two it is very 
doubtful whether the wartime spurt in 
shoe repairing reflected real need. 

“Furniture figures have been included 
in the table because they are unrelated 
to shoes and clothing, and furniture 
sales and the percentage of the con- 
sumer’s dollar spent on furniture both 
would be expected to vary considerably 
from year to year in relation to changes 
in national income. here is some varia- 
tion, but, curiously enough, it is re- 
latively slight. 

“We have included the clothing figure 
because it is related to shoes, and in 
fact includes shoe expenditures as a 
part of the total. We would expect that 
the demand for clothing as a whole 
would be somewhat less consistent than 
the demand for shoes, and this does 
appear to be borne out by the figures, 
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although the difference is not especially 
great. In 1933 clothing expenditures 
dropped to 7.88 per cent of the total 
from a 1929 figure of 9.53 per cent 
while shoes dropped to 1.91 per cent 
from 2.14 per cent. 1933 was not the 
low point for shoes, however. As was 
noted above, the figure dropped to 1.76 
per cent in 1940. 


“It is not readily apparent why the 
low point of shoe expenditures as a 
percentage of the total occurred in 1940, 
but low shoe prices undoubtedly are the 
explanation. Total consumer expendi- 
tures rose from 46.2 billion dollers in 
1933 to 72.1 billion dollars in 1940, but 
the average wholesale value of shoes 
during this period rose only from $1.57 
to $1.80. The reasons why shoe prices 
lagged behind in recovering from de- 
pression levels are many and varied. 
Drought hides, changes in the construc- 
tion of women’s shoes, poor merchandis- 
ing, all come to mind as possible ex- 
planations. Whatever the reasons, they 
resulted in our getting a smaller share 
of the consumer’s dollar, although we 
did sell a lot of shoes. From 1935 on 
there was a lower than the average 
percentage of consumers’ dollars spent 
for shoes, but from 1929 through 1934 
the average annual shoe production was 
only 334 million pairs, while it averaged 
405 million pairs from 1935 through 
1940. 

“These relationships merit further 
study and analysis. It is apparent, how- 
ever, that even though expenditures for 


shoes are reasonably stable any fatal- 
istic attitude about them would be un- 
warranted. They clearly are responsive 
to something other than changes in 
national income or total consumer ex- 
penditures, as the experience of the 
*30’s shows.” 


Rumors Still Circulate on 
Argentine Hide Trades 


[CONTINUED FROM PAGE 171] 


and such shipments would have little 
effect market-wise on Argentine hide 
prices, it has been asserted. 

While a report of trading with 
Czechoslovakia is unconfirmed, certain 
sources cling to the belief that this 
could prove true. Talk also has it that 
Argentina is negotiating with France 
for silk and other commodities in ex- 
change for 15,000 tons of hides. This 
would amount to 600,000 hides, based 
on a 50-pound average for hides. 

Official denial of the purchase of 
Argentine hides by the British sub- 
stantiated the belief held in some well 
informed quarters that the rumors were 
circulated to stimulate interest in the 
Argentine hide market. 

An emphatic statement issyed by the 
United Leather Control had this to say 
about the supposed Anglo-Argentine 
deal, “Whenever the Argentine comes 
into the market at a fair price, we are 
buyers, but not so long as Buenos Aires 
has fancy ideas of the value of Argen- 
tine hides.” 













the Name Behind 
the Special’ 


The name Adrian on X-Ray shoe fitting equipment 
is your guarantee of satisfaction. 

The Adrian “Special” is the new, improved machine, designed 
by M. B. Adrian. This beautiful, efficient model has many 
advantages over the original machine, which he designed and 
built for the past thirty years. It is unquestionably the finest 
in X-Ray shoe fitting equipment. 


New Catalog on Request — No Obligation. 
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Origemclors of X-Ray Shoe Gilling 
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The Adrian Special 


The Adrian's low step 
(914) and _ recessed 


front, make it easier and 


safer to rise for everyone. 





W.C.S.T.A. Annual Golf Meet Held 
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Happy prize-winning shoe salesmen and retailers display their awards shortly 


after the golf 


fournament of the West Coast Shoe Travelers Associates, held 


recently in Los Angeles. At the far left in the front row is Carl Winneguth, presi- 


dent of the WCSTA. 


Los ANGELES, CAL.—The third an- 
nual golf, meeting of the West Coast 
Shoe Travelers Associates was held at 
the Brentwood Country Club on July 
25. 

The affair attracted some 100 golfers 
and twice that many guests. In charge 
of the affair was Jack Farrington, 
with Gil Winneguth as co-chairman. 
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Dave Klinesmith, executive secretary of 
the WCSTA, was scorekeeper. Serving 
on the sports committee were C. E. 
Brodie, William J. Collat, Phil Ehrle, 
Lee Johnson, Hal Long, Web McCarty, 
R. E. MeDonald, Louis R. Prince and 
Ed Rogers. 

The perpetual golf trophy for sales- 
men was won by Tom Malley, who rep- 


resents Daniel Green Shoe Co. on the 
West Coast. The perpetual trophy for 
retailers, presented by the Boor AND 
SHoe RECORDER, was won by Lou Ziello 
of Bullock’s, Inc., Los Angeles. The 
perpetual trophy for women was won 
by Mrs. Barney Godshaw. 


Winner of the low gross prize for 
salesmen was Barney Godshaw, who 
represents Brown Shoe Co. Other win- 
ners of low gross prizes were: Norman 
Canty of Spalsbury-Steis-Deever, who 
finished second; Dick Heider, Carlisle 
Shoe Co., third; Hal Long, General 
Shoe Corp., fourth; Ray A. des Roches, 
Cobblers, Inc., fifth; Bert Ingli, Klein- 
ert Rubber Co., sixth. 

Other winners of low net for salesmen, 
following closely behind Tom Malley, 
were: Jack Evans, Selby Shoe Co., sec- 
ond; William E. Huffman, Brown Shoe 
Co., third; Web McCarty, Simplex 
Shoe Co., fourth; Fred M. Perlberg, 
Yankee Shoemrakers, fifth; Porter 
Jones, Heywood Boot & Shoe Co., sixth; 
David Mills, David Frank’s of Cali- 
fornia, seventh; R. E. McDonald, 
Cambridge Rubber Co., eighth; Jack 
Newcomb, Oomphies, Inc., ninth. 

First prize winner in the low gross 
match for retailers was R. Ridenour, 
San Diego. Other winners in this cate- 
gory were: Frank Clewell, Judd’s, 
Bakersfield, second; Joe Stetten, May 
Co., Los Angeles, third; Lefty Rowe, 
Rowe’s, San Bernardino, fourth; Dave 
Halliner, National Shoe Co., Los An- 
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geles, fifth; Paul Seigel, Reliable Shoe 
Co., Fresno, sixth; Frank Harlow, 
guest of David Frank’s of California, 
seventh; Frank Nillis, National Car- 
loading Co., guest, eighth; Alex Green, 
guest of Fern Shoe Co., ninth. 

First prize winner in the low net 
division for retailers was Lou Ziello. 
Other winners were: Bill Gude, Gude’s, 
Inc., second; William Shively, Buffum’s, 
Long Beach, third; John Keathley, 
Broadway Dept. Store, Los Angeles, 
fourth; Walter Kronenberger, Haas 
Bldg., fifth. 

Winner of 





Low Ziello, of Bullocks’, Inc., Los An- 
geles, is presented with the perpetual 
golf trophy for retailers by Harry R. 
Terhune, West Coast manager of the 
BOOT AND SHOE RECORDER. The tro- 
phy was donated by the RECORDER for 
the third annual golf tournament, which 
was played at the Brentwood Country 
Club, Los Angeles. 


ladies’ tournament was Mrs. Barney 
Godshaw. Mrs. Frank Harlow was sec- 
ond, and Mrs. Dale Hutto was third. 

First prize winner in the low net 
contest for ladies was Mrs. Joe Stetten. 
Mrs. R. E. McDonald was second; 
Dorothy Cox, third, and Mrs. Gil Win- 
neguth, fourth. 

Door prizes were won by the follow- 
ing: Harry R. Terhune, West Coast 
manager of the Boor anp SHOE RE- 
CORDER, Mrs. Gill Winneguth, Mrs. Jack 
Hamelin, Mrs. E. Thiemann, Dorothy 
Turnbull, Mrs. William R. Ahern, Nor- 
man Canty, Jr., and Mrs. Sam Black. 

Serving on the ladies’ committee, 
which was headed by Martha Weisler 
of Martha’s Advertising Service, were: 
Mrs. Jack Hamelin, Mrs. Carl Winne- 
guth, Mrs. Ross Burriston, Mrs. James 
R. Thompson, and Mrs. David Mills. 





Spring Woolen Colors 
Released 


New YorkK-—Vibrant exotic hues cap- 
tioned Moroccan Colors are introduced 
as a striking brilliant motif in the Ad- 
vance Confidential Edition of the 1948 
Spring Woolen Collection which the 
Textile Color Card Association has just 
issued to its members. These intense 
bright shades comprise Sahara Rose, 
Barbary Blue, Sultan Gold, African 
Emerald, Oasis Green, Exotic Orchid, 
Desert Turquoise and Moresque Red. 
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of Beautiful Imported Shoes 
Specially Priced at $8.00 per pair 
A new selection of some of the finest imported 


shoes to arrive in this country since prewar days. 
They're all crafted of top-grade materials . . . 
hand sewn and ha on American 


lasts 
—— in highest quality calf suede. 


Better Order Now — Quantities May Be Limited Loter! 


AAA—AA—A—Sizes 6-9 


a. Black suede with suede platform 
b. Black calf with calf platform 
c. Black calf with patent platform 


d. Patent leather with patent platform 
e. Patent with suede platform 


Brown suede with brown suede platform 
Green suede with green kid platform 
Black calf with calf platform 

Black calf with patent platform 

Brown calf with calf platform 

i. Patent leather with black kid platform 


PURCHASE 


4700 PAIRS 


. . « by master craftsmen. 


leather and exquisite patent. All 


IMMEDIATE DELIVERY! 


Samples Furnished on Request 
6—C—Sizes 5-9 


No. 107 


No. 10! 
a. Black suede sandal 
b. Blue suede sandal 
No. 1320 
a. Black suede with suede platform 


b. Blue suede with suede platform 
c. Brown suede with suede platform 

















IRVIN RUBIN 


89 READE ST., NEW YORK, WN. Y. 








The House of Jobs 








Reflecting a subtler and quieter mood 
are the pale Misty Pastels which include 
Cream Ivory, Sultry Blue, Violet Mist, 
Cosmic Green, Cloud Pearl, Nebular 
Pink, Watertint and Golden Haze. These 
fragile-looking tones are cited as an ex- 
tremely new color note for dresses, 
jackets, topcoats and knitwear. They 
are also ideally adapted to children’s 
wear. 

Very significant in the basic color 
group are rich burnished shades in the 
range of Cinnamon Spice and the light- 
er Honeyblond. Warm glowing coppery 
hues are expressed in Tahiti Coral and 
Gauguin Red. Monet Mauve, suggestive 
of the artist’s beautiful waterlily paint- 
ings, and Degas Blue, recalling this 





painter’s familiar ballet scenes, are ad- 
ditional colors revealing the influence of 
the Impressionists’ palette. 

The strong feeling for green in spring 
fashions is smartly interpreted in a 
clear medium tone called Boulevard 
Green and in a lighter harmonizing 
version, Enamel Green. Ranking high 
among the town colors are Frosted 
Mocha, a cool light coffee shade, and 
Summer Beige, a subdued natural type. 
Moonlit Grey and the deeper Radar 
Grey give firm evidence of the continued 
favor for this neutral family. Empire 
Gold, a hazy muted tone, and the pastel 
Sun Lemon represent an interesting 
trend in yellow and golden gamme. 











Spiegel Leads Again With Value! 
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High Quality | 
WORKSHOES | 
i #2775 i 

Sizes 6-12 
$3.50 
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For Greater Visibility of 
Merchandise...Clear Plastic! 


For mass display of shoes... to enhance the 


Check These Outstanding Features! 


quality of merchandise... at .to gaia te & 
Vv retan upper stock! Vv Garrison outside full each of shoes on —Clear ic 
po ge Stands and Elevation Units me the parade for facie presentations. 


counter! V Heavy full grain innersole! VY Double middle 
outside leather sole! VY Full vamp and retan cap! V Heavy 
Goodrich half tap sole! Vv Reinforced with standard school 


The beautiful display set shown is but one of many our friendly Dar- 
ling Displays Distributor is able to offer you. Write for list showing 
name of Distributor nearest you. L. A. DARLING CO., BRONSON, MICH. 





brass nails on the front and back! 








Hand Beaded. Warm-Lined. Richly 
#14 Woman's smooth elk uppers. Wine, blue, 
#26 Woman's fine suede splits. Red. 4-9 
Wool Knit Gaiters 
14". 
6- 12 


#15 ues S Style. 
Sheepskin laced packs. 
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Charles Spiegel Company 411 Essex st. 
CR ERR MIRE 


Canadian Indian Slippors | 
Trimmed 
brown, 


 eptets #11 10° & 11". 6-12. + 93-08 | 


| Displayrooms « NEW YORK, 47 West 34th Street « CHICAGO, 222 West Adoms Street 








including three smart- 





with Meck Fur. | The set ill d is « 
red. 3-9..$1.90 | 
$1.00 rests. M 
a pasts 
| Pas Wb Ee 
DISTRIBUTOR 


Salem, Mase. | 


ly styled elevation units, twelve stands an 
y priced at only 


Leok to your friendly Dar- 
ling Displays Distributor for 
everything you need in dis- 
Play equipment. 
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Adjustable Shelving Made For Shoe Stores 





ed 


anidentified gentleman is pointing 
shelving which is alleged to solve the problem of keeping shoe boxes evenly aligned. 


The 
The notches in the aluminum shafts provide 


St. Louis. — Two-way adjustable 
aluminum shoe shelving designed by 
Harold Moore, director of store plan- 
ning for the Brown Shoe Co., is said 
to provide about 40 per cent more space 
for forward stock than wooden shelves 
and to eliminate the problem of keeping 
shoe boxes evenly aligned. 

Made by the Sanitary Equipment 
Manufacturing Co. here the shelving ob- 


184 


fo one of the adjustments on the new 


the second, vertical adjustment. 


tains its extra space from the thinness 
of the shelves which are only three- 
eighths of an inch thick, including their 
beveled edges, and the flexibility of 
their vertical adjustment which per- 
mits them to be spaced at any desired 
interval, according to the height of 
the shoe box. 

The same height as conventional 
wooden shelves the aluminum shelving 


permitted the shelving of 19 layers of 
shoes in a recent experiment compared 
to the 14 layers of conventional wooden 
shelves. Pegged into any of the closely 
graduated series of openings in the 
aluminum frame the aluminum shelves 
are held secure at any desired interval. 

Thus the shelves can be pegged at 
closer intervals or intervals farther 
apart, depending upon the size of the 
shoe box. The line-up feature of the 
shelves is made possible by a movable 
adjustment at the rear of each shelf 
which can be set at any depth required, 
to make the front of the shoe box flush 
with the frontal area of the shelf. 

By obtaining approximately 40 per 
cent more forward stock, Mr. Moore ex- 
plained, the aluminum shelving makes 
possible a speed-up of sales and service 
and additional sales in an eight-hour 
day. In addition, he pointed out, energy’ 
of sales personnel is conserved because 
less trips to the stockroom are neces- 
sary. 

In many shoe store operations, he 
said, 80 per cent of the week’s volume 
is concentrated in the period from 3 
P. M. until closing time and on Satur- 
days, with the result that any device 
which reduces the time spent in going 
to and. from the stock room during this 
period provides more time for the sales 
personnel to be with the customer. 

Other advantages claimed for the 
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new shelving are 100 per cent recover- 
ability, since they can be taken down 
and set up with a pair of pliers and a 
screwdriver; practically no mainte- 
nance costs, since the aluminum shelv- 
ing is unpainted; and the easy shifting 
of stock by taking out an entire shelf 
or series of shelves or even an entire 
section. 


Polish Firm Puts Out White, 
First in Six Years 

Los ANGELES. — The Los Angeles 
Polish Co., 741 Maple Avenue, recently 
announced that it is now in full produc- 
tion of its famous “white shoe soap.” 
This shoe cleaner has not been on the 
market for the last six years because of 
the dearth of top-grade materials. With 
this return to normal operations, the 
company has also disclosed that the 
products are now being distributed na- 
tionally. 

Tom Angelus is representing the firm 
in Northern California, with Robert 
Green covering Southern California and 
Arizona. 





Black Suede Leads Fall 


Shoe Trends In Quaker City 


PHILADELPHIA—A definite trend for 
buying black suede shoes of the dressier 
types has been noticed in shoe stores 
here despite the fact that women are 
still buying shoes for*vacation needs. 
They seem to be taking to black at this 
time with a fervor unprecedented for 
some time. As for styles mostly in de- 
mand, everything that is highly styled 
and glamorous enough in appearance to 
be worn with the elaborate new dresses 
of the fall season, leads in the field. 

Geuting’s featured two black suedes 
for “the new look afoot this fall” which 
is representative of the types which are 
proving popular. One is a sling pump, 
with very high heel, platform sole and 
softly draped bow at the open toe. The 
other retains the same style details but 
boasts an ankle strap. It seems that 
women are going from one extreme to 
the other, either the shoe is a plain 
suede opera pump or it is ankle strap- 
ped, has cut outs, carries bows, or 
otherwise trickily styled. In the line of 
the plain pump, Steigerwalt’s offers a 
black suede for 21.95 which is called 
“Urbanites’ new silhouette—the fashion 
of 1947 reflects the spirit of 1912.” 

Other than the black suedes which 
are greatly in demand, requests are con- 
stantly for “something different.” In 
answer to this, I. Miller offers a calf- 
skin sling pump with platform sole in 
dusky blue-hazed color that it scheduled 
to add zest to the new Fall grays and 
beiges and can also be worn advantage- 
ously with dark red. 

Although black is starting sales off 
with a bang, as the fall season-sets in, 
it is felt by stores that colors will be 
more in demand. The new dark greens 
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A Preotitable 
Line Te Retall 


CLOGS tan... $1.75 
black $1.50 per pair 
SANDALS (az . . $2.00 
Slack $1.75 per pair 


Established 1896 





NEW 


CLOGS and SANDALS for MEN 
AVAILABLE in TAN and BLACK 


NO FABRIC OR FILLERS . 
FOLDABLE ° 


Steck three sizes of cach item and cover the popular 


SNUG FIT 
RUBBER 


Unique Construction Feature 
Builds Profitable Business 
For Jebbers And Dealers 


PATENTED 


SANDAL-STRAP 


PRINCIPLE 


Sandal strap principle molded in the rubber— 
extending from the base of the arch to the top of 
back of rubber—prevents the rubber from com- 
ing off or flopping at the heel under any service 
conditions. A dressy rubber for dress shoe tailored 
to fit with no gaps. 


PEATHERW EICHT 
CLEANS INSIDE AND OUT 


range of men's shoes 


TINGLEY-RELIANCE RUBBER CORPORATION 


RAHWAY, NEW JERSEY 








and deep reds as well as purple 
tones worn in dresses is expected 
to be followed closely by colored 
shoes that will make matching outfits. 
Some stores are already prominently 
displaying a rich “burgundy grape” 
color that is so dark it can be worn with 
black or brown equally well as with 
purple. 





Enlarge Children’s Shoe 
Department 


LAFAYETTE, Inp.—Jacques, Main and 
Fourth, have enlarged their new chil- 
dren’s shoe department on the second 


floor. Started as an experiment in the 
children’s department of the store, the 
department has had such sales popu- 
larity that it has been enlarged to give 
better service and offer a larger stock 
te the public. 





Manager of New South Bend, 
Ind., Store 


Sourn Benp, Inp.—A. N. Leavel, 
with Miller-Jones Company for 19 years 
and a veteran of World War II, will 
be the manager of the new store being 
opened at 122 North Michigan St. Mr. 
Leavel comes from Rensselaer, Ind. 





Makes Old Shoes 





with the new 4 
ballet-length formals # 


Look New Again 









) Not an 
HAND MADE ordinary 
HAND LASTED 
Shoe Polish 
© 
prima ballerinas WITH THE USE OF 
CINCH, 
scuffs, scratches, 
¥ Bend leather sole and outside heel lift, inside hard-wear signs 
phantom wedge heels, full barefoot Faille . 
lived. Sizes 5/10 AA and 3/10 B. X disapp oS 
No. 21—Sleek satin in tintable white or black, $3.00 immediately 
No. 24—Distinctive gold or silver metallic fabric, $3.85 od 
No. 25—Brilliant genuine gold or silver kid leather, Safe to use 
,> gold $5.50, silver $5.00 Non-Inflammable 
No. 22—Smooth kid in black, white, red or green, $3.00 2 
No. 23—Soft suede in black, red, green or turf-tan, $3.00 
There is a service charge of 10c per pair on orders i sar con taeens tee 
of less than 12 pairs of a style. a = 
Terms — Net 30 days * 
WRITE FOR ILLUSTRATED CATALOG SWANK SHOE DRESSINGS, INC. 
PRIMA, Inc. NEW YORK, N.Y. 
166 North Third Street + Columbus 15, Ohio 
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Herman J. Tenoever 


CINCINNATI, O. — Herman J. Teno 
ever, 53, office manager and treasurer 
of the Louis G. Freeman Company, 
manufacturers of shoe machinery, died 
suddenly at his his home July 28. 

He served in World War I and start- 
ed with the Freeman Company after 
his return home. He had been treasurer 
and office manager of the firm for most 
of his 28 years’ association with the 
company. 

Surviving him are his widow, Mrs. 
Viola Tenoever; two sons, Donald and 
Norbert Tenoever, and a daughter, Do- 
lores Tenoever. 

Funeral services were held Aug. 1 
with requiem mass in St. Teresa 
Church and burial in St. Joseph Ceme- 
tery, Cincinnati. 





Adolph R. Wohl 

St. Louis. — Adolph R. Wohl, 45, 
nephew of David P. Wohl, president of 
the Wohl Shoe Co., and co-manager 
with his brother, Stanley Wohl, of a re- 
tail shoe store, died recently from a 
heart ailment. 

Surviving him are two sisters, Mrs. 


Obituaries 





Joe Weile and Mrs. Bert Simon, and 
three brothers, Stanley, Jack and 
Philip Wohl. 





Wilbur R. Crouch 


RICHMOND, VA.—Wilbur R. Crouch, 
aged 55, a shoe salesman for Miller & 
Rhoads, local department store, died 
July 23 at a Richmond hospital. Sur- 
viving are his widow, two sons and five 
daughters. 





W. K. Fleischmann 


San FRancisco, CAL.—Funeral ser- 
vices will be held in Stockton today 
(Tuesday) for William K. Fleischmann, 
57, San Francisco retail shoe executive. 

He died Sunday in his San Carlos 
home on Sunset drive. 

Mr. Fleischmann managed _ the 
Chandler shoe store at 153 Geary 
St. for 14 years. Last year he was 
promoted to district supervisor of 
Chandler stores in Northern California. 

He was a member of B. P. O. E. 
Lodge No. 3. 

A native of Omaha, Mr. Fleischmann 
is survived by his widow, the former 
Margarent Ann Dunning of Stockton, 


and a sister, Miss Elizabeth Fleisch- 
mann of Chicago. 

Services today will be at the de 
Young Memorial Chapel at 10 a. m., 
followed by interment in Casa Bonita 
Mausoleum, Stockton. 


Charles C. Hines 


Charles C. Hines, 77, of 2304 Caro- 
lina, Louisville, Ky., salesman for In- 
ternational Shoe Company for 40 years, 
died recently at Kentucky Baptist Hos- 
pital. 

Survivors are his widow, Mrs. Maude 
Hines; four daughters, a son, six broth- 
ers, and three sisters. 


George Aftel 


CINCINNATI, O. — George Aftel, 68, 
who represented the Roth, Rauh & 
Heckel Shoe Company, Ripley, Ohio, in 
southern states died last month in Jew- 
ish Hospital after an illness of 10 
months. 

He was a resident of Cincinnati for 
more than 30 years. 

He was a Mason and a member of 
the Cincinnati Shoe & Leather Club. 

Surviving him are his widow, Mrs. 
Louis Mastine Aftel, and a sister. 
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Mrs. R. U; Bush 


Sr. Louis. — Mrs. Ruby Udell Bush, 
60, wife of John A. Bush, president of 
the Brown Shoe Company, died recent- 
ly in St. Louis’ Barnes Hospital. Be- 
sides Mr. Bush she is survived by her 
mother, Mrs. Esther H. Udell; a 
daughter, Mrs. Theodore F. Scroth, and 
two grandchildren. 





William A. Moore 


RocHEsTerR, N. H.—The funeral of 
William A. Moore, 76, former Rochester 
and Laconia shoe dealer, who died at 
the home of a brother at York Beach, 
Me., was held at the Edgerly Funeral 
Home here, July 23. 

A native of Canada, Mr. Moore was 
in business in Laconia for many years, 
and later in Rochester was associated 
with his son, George A. Moore, in oper- 
ating a shoe store at the present loca- 
tion ‘of the Endicott-Johnson establish- 
ment. Since his retirement he had spent 
his winters at West Palm Beach, Fla., 
and summers at York Beach. - 

Survivors are his widow, Lela Clay 
Moore; his son, George A. Moore; two 
brothers, Anson Moore of Littleton and 
David Moore of York Beach, and two 
grandsons. 


David Kessler 


ELIZABETH, N. J.—David Kessler of 
41 Chilton Street, a retail shoe mer- 


chant here for thirty-eight years, died | 


recently in his home after an illness of 
several months. His age was 62. 

Born in Hungary, he had resided here 
for forty-five years. He had been active 
in Jewish welfare work. 

Mr. Kessler leaves a widow, Ray B. 
Kessler; a son, Bernard; two daughters, 
Miss Blanche Kessler and Mrs. Jerome 
Gomberg; two brothers, Martin H. of 
New York and Samuel of Elizabeth, 
and a sister, Mrs. Max Berman of New 
York. 


T. C. Tillman 


AMERiICus, GA. — Thomas Cleveland 
Tillman, 62, Americus shoe merchant, 
died last month at Rome, Ga., after an 
illness of several months. His widow, 
one daughter and a son survive. 





George Jones 


HUTCHINSON, KANS.—George Jones, 
former co-owner of the Jones-O’Neal 
shoe store here, died July 28 in Burns, 
Oregon. 

Mr. Jones is survived by his widow, 
Mrs. Hattie Jones, of the home; a son, 
George B. Jones, and a daughter, Mrs. 
Mary Wills, Hutchinson. 

Burial was at Oswego, Kansas. 





Charles R. Crull 
GrEENWoOop, Miss.—Charles R. Crull, 
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NEW SHOE SHELVING INVENTION! 
Provides 20% to 40% Mere Steck Space 


PAT. PENDING 





SPEEDS UP CUSTOMER 
SERVICE — SAVES 
SALESPERSON'S TIME! 


Anybody can set up Semco Shelving for the average shoe store with a screw 
driver in a jiffy. Beautiful satin finish aluminum shelf, facing, base and cornice. 


Requires no painting or maintenance. Each shelf is removable as trey and 


interchangeable, making possible quick stock shifting. Made in units 4° wide 


by 141/." deep by 7° 2" high—$19.50 per foot (FOB factory). 
GUg: Order Now for Prompt Delivery. 








21st & WALNUT STS. 


| 
| 





69 years of age, who came to Green- 
wood in 1905 and established a retail 
shoe store and operated it for many 
years, died at Jackson, Miss., July 13. 
He was a native of Cambridge City, 
Indiana. 


J. E. Miller 


Daas, Texas—J. E. Miller, shoe 
company representative, died recently 
at his home here. He was traveling 
sales representative for the Kane-Dun- 
ham-Krause Shoe Company of St. 
Louis He was past president of the 
Southwestern Shoe Travelers Associa- 
tion and had represented many shoe 
firms throughout the southwest. 





W. H. Stewart 


DALLAS, Texas—W. A. (Bill) Stew- 
art, representative of Paramount Shoe 
Co. in the Southwest, died of a heart 
attack, Tuesday morning, July 15, 1947, 
in St. Louis. 

The funeral was held in Atlanta, 
Georgia, Thursday afternoon, July 17, 
and burial was at Covington, Georgia. 





Jacob H. Smith 


HONESDALE, Pa.—Jacob H. Smith, 81, 
died suddenly at his home here re- 
cently, after apparently recovering 
from an illness a short time ago. Mr. 
Smith, the oldest shoe merchant in this 








city, observed the 19th anniversary of 
his business on April 1, 1947. He had 
been at his present location since 1918. 

Mr. Smith was a charter member of 
the Honesdale Business Men’s Associa- 
tion. 

Surviving are one daughter, four sons, 
two brothers and one grandson. 





partner in both the Bunker and Econ- 
omy shoe stores in Galesburg, Illinois, 
died recently after an illness of nearly 
a year. Mr. Smith was also the pro- 
prietor of the Economy shoe store in 
Farmington and the Mith shoe store in 
Abingdon. 


Besides his widow, Ora, he is survived 
by his parents, and two sisters. 





R. L. Baker 


MraMI1, Fra—R. L. Baker, manager 
of the shoe department at Hartlcy’s, 
died suddenly July 7 of a heart attack. 
He was 43 years old. 

Surviving is his widow and one son. 
The body was sent to Decatur, Ala. 
for interment. 









You've known the MRSStS ga THREES for over 45 years... 


with many new improvements 





Ma” here are the details: 

No. 100 Actual size, 12° long, contains 6" ruler, 
pen holder and pencil as illustrated. Assorted 
colors. Available with your advertisement imprinted. 





Special on 





BALLOONS and COMICS 


HEADQUARTERS Since 190 


velties, Souvenirs 
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Call or write for catalog 


THE Lederer INDUSTRIES, inc. 


39 West 19th St... N.Y. I 











Now, STICKY CELLOPHANE 
TAPE Printed-to-Order 


International Shoe labels shoes 
with this... bright red on ton. 























SEE Here's that omozing Mork ‘Andy Ready-to- 
IT Stick Cellophane Tape thot we print with any 
FREE message or design you wont. Leok ef thet 

picture . . . it's ideal for point-of-sale ads, 
labels, stickers, pricing, code-morking, efc. Can be 
printed | or 2 colors, any color bockground, any length, 
any width. Sticks onywhere ot a touch. Looks and feels 
like plastic. Easily dispensed. Now used by Swift & 
Co., International Shoe, Ralston-Purina, etc. Seeltnew | 
«++ te believe it. 


MARK 
‘ANDY 


Ready-to-Stick TAPE | 


FREE samples, details, prices. Write Mark | 
Andrews Co., Dept. B, St. Louis 22, Mo. | 











Release 18th Edition of 
English Shoe Man’s Guide 
ToRONTO, CANADA—The Eighteenth 
Edition of the “Shoeman’s Guide,” pub- 
lished by the Halford Publishing Co., 
Ltd., England, was recently issued. 
This publication is a directory to the 
wholesale trade in boots and shoes, ma- 
chinery, leather, etc., in Great Britain, 
Northern Ireland and Erie. The volume 
is revised annually. 


Trade Literature 





Southeastern Shoe Travelers 
Will Issue Buyer’s Guide 


BIRMINGHAM, ALA. — In connection 
with the Advance Spring Shoe and Ac- 
cessory Show of the Southeastern Shoe 
Travelers, to be held November 2, 3, 4, 5 
at the Sheraton Bon Air Hotel in 
Augusta, Ga., the board of directors of 
the association have announced a deci- 
sion to issue a “Souvenir Buyer’s Guide 
and Directory” to be mailed to more 
than 1000 salesmen, 1000 manufac- 
turers and related sources. 

The souvenir guide will include short 
histories of attending firms, history of 
shoes through the ages, list of members 
of the association, hotel section and 
glossary of shoe terms, among a wide 
range of subjects covered. 


Longini House Organ Serves 
As Town’s Second Newspaper 


Mapison, IND.—A unique and inter- 
esting feature of the Longini Shoe Mfg. 
Company’s plant here is the employee’s 
monthly publication, which is dis- 
tributed to the workers. Since Madison, 
situated in a pioneer section along the 
Ohio River, has only one professionally 
run newspaper, the employee publica- 
tion serves as a regular secondary 
source of news to the people of the area. 

The Longini factory here is in the 
charge of Henry Bersch, well-known to 
the shoe industry through many years 
of association with footwear in all its 
branches, particularly in the manu- 
facturing end. Mr. Bersch, involved in 
personnel work along with his other 
duties, recently organized an employee 
softball team which at present leads its 
league. 


Two AMA Booklets 
Discuss Salesmen 
Two more in the marketing series of 








booklets (No. 65 and 66) of the Ameri- 
can Management Association have been 
recently published. Each is available 
for $.75. 

“Aids In Training and Selecting 
Salesmen” (No. 65) is composed of 
four essays by leaders in the field: 
“Where Do We Stand in Salesman 
Selection?”, “Visual Aids in Sales 
Training,” “What Does Youth Think 
of Selling as a Career?”, and “How to 
Run a Sales Conference.” 

The second booklet (No. 66) is en- 
titled “Principles and Practices in 
Sales Compensation,” and include the 
following essays: “Basic Concepts in 
Compensation of Salesmen and Field 
Executives,” “The Compensation Plan 
as a Means of Increasing Sales Cov- 
erage,” and “A Gas Story in Compen- 
sation.” 





Rueping Leather Co. Prints 
History as 93rd Year Nears 


With the approach of the 93rd anni- 
versary of the Fred Rueping Leather 
Company, an historical pamphlet called 
Rueping Hi-Lites has been printed by 
the firm, written by F. J. Rueping, 
chairman of the board of directors. 

A few of the “Hi-Lites” follow: “My 
grandfather, William Rueping, and his 
family emigrated from Germany, finally 
settling in Fond du Lac in 1854, build- 
ing a homestead, a tannery of two 
stories and a loft. Up to the time the 
first leather was sold, the house, tan 
nery, barn, equipment, hides, and tan 
ning supplies cost $5,000. . . . 

“Fred Rueping, the original tanner, 
died in 1912, and the writér took over 
the management of the business, while 
W. H. Rueping had charge of the plant 
and production. ... 

“On November 1, 1943, C. F. Van Pelt 
accepted the presidency of our com- 
pany. ... I know that we can face the 
future with confidence. .. .” 
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A NEW LINE OF FOOT APPLIANCES 


Designed to give the dealer a professional 
type appliance that will bring him a 
longer margin of profit 
Let us show you how a $50.00 stock of our 
supports backed up by weekly size-ins can 
show a profit of over $1000.00 a year on ten 

sales a week. 


Write today for smoll run of sizes or for our catalog 


VOSBURG FOOT APPLIANCE CO. 


1616 LAVACA ST. 


AUSTIN TEXAS 











Seated at luncheon in the Los Angeles Athletic Cieb are, left to right: O. W. 
Loewner, E. B. Steere, who represent the J. P. Smith Company, of Chicago, on the 
West Coast, and Howard M. Smith, grandson of J. P. Smith. 


Los ANGELES. — Following his four 
years of factory production experience 
with the J. P. Smith Shoe Co. of Chi- 
cago, Howard M. Smith, grandson of 
J. P. Smith, will augment his previous 
shoe training by personal contact with 
the retail trade here. He will be under 


the supervision of E. B. Steere and 
O. W. Launer. 

Steere covers California for the 
men’s division of the J. P. Smith Shoe 
Co. and Launer is West Coast repre- 
sentative for several lines in the wom- 
en’s divisions. 





Strong Buying Found at 
Baltimore Shoe Fair 


BALTIMORE, Mp.—With most of the 
69 exhibitors reporting little price re- 
sistance and the existence of substantial 
gains in new business, total transactions 
at the recently held Baltimore Shoe 
Fair were estimated as high as “more 
than $500,000” by officials. Approxi- 
mately 350 attended. Fifty-eight of the 
participants in the show were shoe job- 
bers and 11 were manufacturers. 

It was believed thet the apparent 
anxiety to buy rejected the possibility 
of still further increase in leather and 
shoe prices. 

Tendencies noted in the style picture 
were the heavy selling of anklets, from 
platforms to flats. Kid and calf black 
suede seemed to be the most popular 
leather and there was a marked interest 
in a simulated suede. 
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St. Louis Stocks Increase 
With Slight June Sales Slump 


Sr. Lours.—Sales and inventory sta- 
tistics compiled by the Eighth Federal 
Reserve Bank here show that sales vol- 
ume for shoes in the reporting stores of 
the district decreased 3 percent in June 
1947 compared to June 1946. Stocks in- 
creased 15 percent during the same 
comparative period. 

Though these figures make clear the 
fact that inventories still have not re- 
ceded to the level of sales or demand 
the variance of plus 15 percent for in- 
ventory to minus 3 percent for sales is 
much closer than during the spring 
months when the inventory jump fre- 
quently exceeded the sales figure by as 
much as 60 or 70 points. 

Largest sales decrease in the district 
for the June 1947 compared to the June 
1946 period was noted in Little Rock, 








New Fall Line 
COWBOY BOOTS 


FOR CHILDREN 







SIZES 10-1 
$5.00 
SIZES 1%-3 
$5.50 








Write for folder on Tipicos, Potro 
Pintos, Joy Lees, Majorettes, and 
Ponys. 


BROWNSVILLE 
IMPORTERS 


BROWNSVILLE, TEXAS 











Ark., with a minus 14 percent. St. 
Louis percentage was minus 2 percent; 
Memphis minus I percent, while Louis- 
ville, the remaining major city in the 
district, was unreported. 

Tops in inventory increase for the 
June 1947 period compared to June 
1946 was St. Louis with a plus 39 
percent while the other reporting city, 
Memphis, showed a minus 8 percent. 

Net sales for all department store 
goods during the current June com- 
pared to the previous month, May, also 
showed a decrease averaging about 20 
percent in most cities of the district. 
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WOMEN'S SHOES 


er Or Oi ti lie dle eed 


FOR IMMEDIATE DELIVERY 
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skin. Goodyear 


No. 952 
N se Weit. Gypsy Tie. 
in Black Kid- 00 
skin. Goodyear Welt. $5 A 
N 





SIZES: 
4-10 AA-EE 


BARIS SHOE COMPANY, INC. 


79-81 Reade Street New York 7, N. Y. 





RUBBERS 





OO 
They’re available again in almost 
unlimited quantities. They'll seit 
for 75 cents per pair pouch in- 
cluded. Colors: black and brown. 
Sizes: small, medium and large. 
Send for trial order today — two 
dozen packed in a display carton. 
Or for more details on Shower 
Toes, write — 


Se ci 


MASSILLON, OHIO 











C. S. Pierce Celebrates 
75th Anniversary 


Brockton, Mass.—The C. S. Pierce 
Company, well-known shoe findings firm 
here, is celebrating its 75th anniversary 
this year. The firm has grown and ex- 
panded since its founding in 1872 by 
C. S. Pierce until it now occupies a 
large modern factory in the center of 
this city, supplying goods and services 
to shoe manufacturers and merchants. 

The company has four basic depart- 
ments from which come essentials in 
the production, finishing, displaying 
and shape-retaining preservation of all 
types of shoes, such as grain leather 
box toes, leather insoles, celluloid, fibre 
and buckram forms, wood trees, shoe 
finishes, washes, repairers, etc. 

The present corporation is under the 
direction: of two men well-known in 
the shoe industry: Bernard S. Sabean, 
president, and John M. Bergland, 
treasurer and general manager. 





Felt Association Meets 
In September 


New York. — The Felt Association 


be held at Shawnee-on-Delaware, Penn- 
sylvania, September 19, 20, 21. The 
event will combine both business and 
recreation. 

For simplification of manufacture 
and distribution, the Association (which 
is composed of the leading manufactur- 
ers of non-woven wool felts) recently 
effected a reclassification of its highly 
varied products into five major di- 
visions, according to end use. These 
are: industrial felts, boot and slipper 
uppers, colored cotton-mixed linings, 
colored all-wool felts and gray or white 
trim. 

Felts in each class are made up in a 
series of selected blends of fibers and a 
range of densities, according to existing 
standards. 





NESF&S Association Meets 
With Maine Shoe Men 


Boston, Mass.—Over 150 Maine shoe 
executives gathered recently at Tripp 
Lake, Maine, to hear president Chester 
Rodenbush and Relief Fund Chairman 
Hyman Snider, of the New England 
Shoe Foremen & Superintendent’s As- 
sociation. 

Rodenbush extended an invitation for 
all non-members present to join the As- 
sociation and Snider outlined the aims 
and objectives of this rapidly growing 
organization. The meeting was ar- 
ranged by shoe executives from the 
Lewiston-Auburn area as a means of 
acquainting Maine shoe men with work 
of NESF&SA. Members in charge of 
the meeting were: Samuel White, Chas. 
Kieinfield, George and Edward Gibson, 
Al Gagne, Isidore Snitzer, Silvio Ma- 
dore, Nicholas Spugnardi, Andre F re- 
chette. 








SHAN 


76 Reade St., New York 7 4 
COrtiand 7-4709 4 
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ENGINEERS’ BOOTS 
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ENGINEERS’ BOOTS 
at New Low Prices 


$8.7 IMMEDIATE 


DELIVERY 

Brown 17” Boot 

Strap and Buckle at 
Instep and at Top 

Reinforced Steel Shank 

Full Leather Heel 












Viscolized Outer Sole 
Built to stand heavy 


wear 
Sizes 7-12 
D Width 

Same in 12- 

inch—$7.95 





Ne. 3740 
SAMPLES ON REQUEST 

















Terms: 2-10 Net 30 





ARNOSF SHOE C 














OFFICE COATS 
OFFICE COATS 
Office and Shop 
Coats in All 
Fabrics and Colors. 
Also 
American Legion and 
Auxiliary Uniforms 
HARRY L De BRIN UNIFORM CO. 
148 £. 33 SY¥., LE 2-7052, N.Y. 16, LY. 
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News of the Salesutta dnd Syypliers 


Named Executive Vice-Pres. 
Of Scholl Mfg. Company 


Cuicaco—Dr. Wm. M. Scholl, found- 
er and president of The Scholl Mfg. Co., 
Inc., announced in a recent meeting of 





E. J. HARTUNG 


the company’s executives, the appoint- 
ment of E. J. Hartung as director, ex- 
ecutive vice-president and general man- 
ager of the company and its subsidi- 
aries. 

Mr. Hartung, who will celebrate his 
twenty-ninth anniversary with The 
Scholl Co. on November 15, 1947, is 
known throughout the shoe industry. 





Sbicca Appoints 
New Sales Manager 


New York. — Frank Sbicca has an- 
nounced the appointment of Charles M. 





CHARLES M. REEDY 


Reedy as sales manager for the Sbicca 
Philadelphia plant. 
Mr. Reedy will have complete charge 
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of sales, promotional activities, and as- 
sist in styling of the line, with offices 
in the Empire State Building, New 
York City. 

Mr. Reedy’s experi2nce includes a re- 
cent tenure with Wetherby Kayser of 
Los Angeles as general manager of 
their stores. Prior to this he was buyer 
and merchandiser for O’Connor Moffatt 
& Co., San Francisco. Before going 
with O’Connor Moffatt & Co. he was 
with Montgomery Ward & Co, New 
York office for many years, where he 
had charge of the retail operation. He 
assumed his new duties on July 28th. 





Represents Dewey & Almy 
In New York Area 


New York—Gordon Steele has been 
appointed representative in the New 
York area, for the Dewey and Almy 
Chemical Company, of Cambridge, 
Mass. He will handle the company’s 
line of insoles, cements and artificial 
leather base material. 

Mr. Steele has had many years of 
experience in the field of shoe manufac- 
turing, and is well-known in New 
England and New York. 


Made Sales Manager of Newly 
Purchased Shoe Firm 


Les ANcetzs — J. H. Gauthier has 
purchased the Stylebilt Shoe Company, 
1931 San Pedro St. 

E. E. Thomas, who for 13 years was 





E. E> THOMAS 


assistant to Clem Hein, division man- 
ager of International Shoe Co. in St. 
Louis, will be West Coast sales head. 





Graduate from 12-Month Tannery Training 





President of the graducting trainee 


class of the Reeping Leather Compeny, 


Edward J. Sweeney (left) receiving a certificate of merit from F. J. Rueping, 
chairmen of the board of directors of the firm. 


Fonp Du Lac, Wisc.—Twelve young 
ex-servicemen were graduated recently 
from the twelve-month on-the-job train- 
ing program of the Fred Rueping 
Leather Company here. The graduation 
was marked by an address, “The Future 
of the Tanning Industry,” by Irving 
R. Glass, executive vice-president of the 
Tanners’ Council of America. 

The training course of 2,080 hours 
comprised practical experience in all 


branches of the tanning operation. 
Technical training was augmented by 
studies in leather production history, 
plant layout, dispatching, inventory 
control, personnel problems, inspections, 
credit and sales methods. The course re- 
ceived the approval of the industrial 
commission of Wisconsin and the Vet- 
erans’ Administration, and positions 
are awaiting each of the graduates. 
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Expands Facilities 
And Personnel 
CoLtumsBus, O.—A plant moderniza- 


tion program and an expansion of per- 
sonnel are included in preparations of 





B. H. MacLEOD 


the Gro-Cord Rubber Company, Lima, 
Ohio, to meet present-day conditions. 

Now under construction at Lima is 
a new building which will provide an 
additional 20,000 square feet of floor 
area for raw materials, storage and 
processing. 

Recently announced by Kyle Menuez, 
manager, is the appointment of B. H. 
MacLeod as general sales manager. A 
native of New England and an engi- 
neering graduate of Massachusetts In- 
stitute of Technology, Mr. MacLeod 
comes to Gro-Cord from the Brown 
Shoe Company, St. Louis. He will make 
his home in Lima. 

Expansion into the replacement trade 
and general rearrangement of the sales 
department places V. M. Knisely in 
charge of replacement sales, which will 
be hatidled through a combination of 


distributors, agents, and direct jobber 
sales, varying with the territory cov- 
ered 


Shoe manufacturers’ sales, the com- 
pany’s specialty for 27 years, will con- 
tinue along established lines through 
the district managers. At present, these 
managers are: K. F. Trimble in Mil- 
waukee and St. Louis; E. L. Babcock 
in York, Pa.; Rogers E. Farnham in 
Boston, Mass.; and Donald Campbell in 
Toronto, Canada. 


Becomes Sales Director 
For Gardiner Shoe Company 


GARDINER, Me. — W. H. Kijelgaard 
has been appointed sales director of the 
Gardiner Shoe Company, here, where he 
will style, merchandise and sell men’s 
shoes. 

Mr. Kjelgaard assumes his position 
after three years styling of children’s 
shoes for the Cannon Shoe Company in 
Baltimore. Previous to that he was in 
the men’s division of Endicott-Johnson 
for 25 years. His reputation as a stylist 
enabled him to be included for a num- 
ber of years on the National Style 
Committee of the National Shoe Re- 
tailer’s Association. 





Saval Begins New 


Manufacturing Operation 


Los ANGELES. — Ted Saval, 822 Wall 
Street, well-known California creator of 
wedge-type shoes, recently opened a 
separate factory unit on Towne Avenue 
here for the prime purpose of manu- 
facturing his new lines of 18, 21, and 
23/8 conventional heel-heights. 

Realizing that beauty and function- 
alism are of equal importance today, 
Saval has combined both features in his 
new lines. And although comfort and fit 


are underscored, they do not detract 
from the elegant styling of the shoes. 

Named as factory superintendent was 
Frank Catalano, who comes to Saval 
after 11 years with Pincus & Tobias, 
where he acted in a similar capacity. 
Sales manager for the entire Saval or- 
ganization is Jack Rogers. 





Appoint West Coast 
Representative 

Bronson, Micu.—The L. A. Darling 
Company, here, has announced the ap- 
pointment of Hadyn R. DeVol as their 
direct factory representative for the 
West Coast, effective July 1. 

Mr. DeVol is well known in the dis- 
play field, having been president of the 





HADYN R. DE VOL 


Art Products Company, Detroit, for 25 
years. 

His headquarters will be at 3114 
West 75th Street, Los Angeles 43, 
Calif. The L. A. Darling Company also 
maintains both offices and showrooms 
in Chicago and New York. 





N. Y. Shoe Travelers’ Officers 
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and Golf Winner at Outing 











New York.—Ffour men who were largely responsible for 
the smooth functioning of the Annual Golf Outing of the 
New York Boot and Shoe Travelers of New York smile 
amiably on the lawn of the North Hills Golf Ciab, where 
the affair took piace last month. Left to right in the phote 
at left are: Charles Havranck, secretary and treasurer of 
the Travelers; O. Hoskinson, chairman of the Outing and 
secoad vice-president; William Burger, president of the 


Boot and Shoe Travelers; and William Monsees, first vice- 


president. 
Anthony Favor, of the Dickerson Shoe Company, {second 


right) F. J. 
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BOOTS & JODHPURS 
RIDING BOOTS and 


JODHPURS 
$5.00 
LADIES’ 
BROWN ONLY 
SIZES 4-9 
C WIDTH 
No. 3835 


$4.25 
826—BROWN 
827—BLACK 
SIZES 4.9 
C WIDTH 








No. 826 


LEATHER SOLE 
STITCHDOWN CONSTRUCTION 


No. 824 — Same in Rubber Sole 
$3.65 


Terms: 2-10 net 30 


101 Ducre $¢.,.N.Y.C 





PLASTIC SHOE FORMS 








Catalog. 
LYONS & COMPANY 
120 Decne S$t., New York 7, M. ¥. 
QUALITY SHOE STORE SUPPLIES SINCE 1900 
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Roberts, Johnson & Rand 


_ Announce Personnel Changes 


ws 


St. Louris—Changes in the manage- 
ment of the Roberts, Johnson and Rand 
Branch of the International Shoe Cc., 





brought about by the retirement July 
31 of Robert L. Jordan as general man- 
ager, were the appointments of Frank 
Freund to succeed him effective Aug. 1, 
and of Howard J. Donahie to the post 
of sales manager of the Northeastern 





HOWARD J. DONAHIE 


Division, effective June 1, formerly held 
by Mr. Freund. 

Mr. Freund has been with the 
Roberts, Johnson and Rand Branch 


| since 1919 and sales manager of the 
Northeastern Division for the past six 


years while Mr. Donahie has served as 
a sales representative of the branch in 
the Rochester, N. Y., district for the 
past 16 years. 

Mr. Donahie also has a background 
of 12 years retail experience in Ohio 
and W. Virginia. At one time he served 


as shoe buyer for one of W. Virginia’s 


largest department stores. 





Move Office 


St. Louis — The St. Louis office of 
Lester Pincus Shoe Corp. has moved to 
1315 Washington Avenue. John A. Ross 
is the firm’s St. Louis representative. 
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WORK SHOES 
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You’ve got to See it 
to Believe it 


We'll send you « stock peir 
fer your laspection 


$9.40 


Sizes 6 to 12 
#8435 















IMMEDIATE DELIVERY 














GOODWILL SHOE COMPANY 
Hellistea, Messecbasetts 
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MEN'S GOLF SHOES 











MEN'S GOLF SHOES 
AT NEW LOW PRICES 


M in T 
56-75 cistin Upper 











Sizes 6//2-12 
C and D hs 


Immediate Delivery—Send for Samples 


Terms: 2-10 Net 30 











ARNOFF SHOE CO., INC., 101 Duane S?.,N.Y.C 
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BiG «WE SELL PDE 
iy QUALITY SHOES ? 


BELOW CURRENT PRICES 





a” K. WEIL SHOE CO. 5 


While in Town See Weil 
o 1215 Washington Ave. 
HAG 


St. Lovis 3, Mo. 
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Groves Purchases Artcraft 


Shoe Company 


CuicaGo—Groves Shoemakers, Inc., 
a subsidiary of Groves Shoe Company, 
manufacturers and distributors of wo- 
men’s footwear, has announced the pur- 
chase of the Artcraft Shoe Company of 
St. Anne, Ill. The operations of Groves’ 
Chicago factory have moved to the St. 
Anne plant. 

Denison Groves, president, stated 
that production is currently running at 
capacity and that sufficient orders are 
on hand for several months ahead. 
Careful workmanship and detailing, 
rather than large production, is plan- 
ned for this unit. 

The shoes being manufactured are 
low heel and wedge heel, sport and 
casual types. 

Steve Newberg is the superintendent, 
and Armand Santorelli, general man- 


ager. 
7 





Made Sales Representative 


PHILADELPHIA, Pa. — Anthony H. 
Mirra has been made sales representa- 
tive for Yankee Shoemakers in the 
states of Pennsylvania, Maryland and 
Delaware, it was announced recently. 
His headquarters will be in the Lafay- 
ette Building, 5th & Chestnut Sts., 
Philadelphia. 

Mr. Mirra, before entering the U. S. 
Army in World War II, was a salesman 
under Frank G. Mirra for the Brown 
Shoe Company in St. Louis, and more 
currently sales representative for the 


| Crescent Shoe Company of New York. 





Posner Heads Shoe Division 


_ Of Travelers Aid Fund Drive 


New York—Herbert Posner, presi- 
dent of the firm of Dr. A. Posner Shoes, 
Incorporated, will serve as chairman of 
the Boots and Shoes Division in the 
42nd annual maintenance appeal for 
the Travelers Aid Society of New 
York. 

Thomas W. Balfe, vice president and 
a director of National Distiliers Prod- 
ucts Corporation, is general chairman 
of the drive, which has a goal of $400,- 
000 and will begin August 4. 

Mr. Posner will direct a committee 
of men in the footwear field, who will 
solicit contributions for the Travelers 
Aid Society. His committee forms a 
part of the Commerce and Industry 
Division, comprising more than 150 
prominent New York businessmen 
working for the drive. 





Royal Footwear Announces 
National Sales Coverage 


New York. — The appointment of 
five salesmen and realignment of sales 
territories, to assure full nation-wide 
distribution, has been announced by 
Calvin Howard, sales manager of the 
Royal Footwear Company, of Brooklyn. 
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DUCK BOOTS 


FOR OUTDOORS 
FOR HEAVY DUTY 
© Goodyear Welt Construction 
© Waterproof Leather Uppers 

© All weather Cord Sole 


QUANTITY LIMITET 
ORDER NOW 


$5 65 


IMMEDIATE DELIVERY 








| TERMS: 2-10 NET 30 


ARNOFF SHOE CO.,INC., 101 Duane S*#., N.Y.C 








WOMEN'S SHOES 








BARGAIN — INQUIRE 


We will send a stock pair 
for your inspection 


Patent Plastic Pump 


No. 607—High Heel 
No. 608—Cuban Heel 
Regular $5.00 Retailer 
Packed 36 prs to a case 
a th 

















L. DEVOLDER 


212 Essex St. Boston 11, Mass. 
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SHOE MAT 
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SHOE MAT SERVICE 


Prepared by specialists handling Amer- 
ica’s large chains. Weekly shipments 
Exclusive franchise 
Write 











of full ad mats. 
basis. Nominal monthly cost. 
or wire for details. 
LARSON ADVERTISING 
Dept. BS 315 N. 7th St. 





co., UNC. 
St. Leuis, Me. 
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Mr. Howard said that the everwiden- 
ing circle of distribution of the firm’s 
products had prompted the decision to 
have national sales coverage. 

Sales representatives named were: 
West Coast, Nat Glassberg, 3922 Paseo 
Grande, Tucson, Arizona; Southwest, 
Ben Berwald, 502 Wholesale Merchants 
Building, Dallas, Texas; Northeast, as 
far South as Virginia, Barney Glazer, 
800 Union Street, Brooklyn (home of- 
fice); territory including Ohio, Mich- 
igan, Indiana, Kentucky and West Vir- 
vinia, Al Appollon, 862 Oakland Ave- 
nue, Akron, Ohio. 
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“GLAMORIZERS” 


by ACE BOWS — 





Ne. 201 


PINKED ROLLED BOW 
Silver or Gold Center. Made in Black, Brown, 
Navy, Green, Wine Suede; also Black, Brown, 
Navy, Wine Calf. immediate Delivery. 


$6.00 per dozen Terms: 2% 10 days 
All bows with clips. Samples of other styles 
on request. 


ACE BOWS, INC. 


212 20th Street Brooklyn 32, N. Y. 
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CHILDREN'S SLIPPERS 
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Outstanding “ALLIED” Value! 


SMOOTH LEATHER ZIPPER BOOTEES 


Leather Collar, Flexible Ook 


Leather Soles 
$1.85 


Immediate 
Delivery 
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No. 375 


Colors: RED, BLUE, BROWN 
Sizes: 5-8, 8!/2-12, 12!/2-3 
Net 30 Days F.O.B. N. Y. 


ALLIED FOOTWEAR CO. 


154 Duane St. New York 13, N. Y. 
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CASUALS 


AT NEW LOW PRICES! ! 
MEN'S CASUALS 


$2.65 


© Brown Elk 
Uprer 

© Heavy Rub- 
ber Sole and 
Heel 












© Form Fitting 
Last 





7-11 
Terms: 2-10 Net 30 


Packed !2 assorted pairs to case 


Immediate Delivery—Send for Samples 


ARNOFF SHOE CO., INC., 101 Duane St... N.¥.C 
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Announces Expansion 
Program 


To.tepo, O.—J. D. Lippmann, presi- 
dent of Textileather Corporation, has 
announced an expansion program, in 
buildings and equipment, totalling 


$400,000. 
The entire amount is being spent in 
streamlining, and making available 


the most modern production equipment, 
to be in readiness for the contemplated 
expansion in the use of plastic coated 
fabrics. 

The company manufactures a plastic 
leathercloth known as “Tolex.” 





Show °47-48 Line at 
Industrial Exhibit 

DAVENPORT, Iowa — The 1947-1948 
line of Servus rubber and canvas rub- 
ber-soled footwear recently went on dis- 
play at a Rock Island industrial exhibit 
sponsored by the Rock Island Bank and 
Trust Company, Rock Island, II. 

On hand during exhibit hours were 
John T. Crowley, vice president of The 
Servus Rubber Company and manager 


| of the eastern division; L. M. Rishell, 





| be president and treasurer. 


director of sales and advertising; 
Arnold W. Wurbs, secretary and comp- 
troller; and Clinton E. Little, president. 





Win Father’s Day Ad Contest 


New York—The winners in the an- 


nual Father’s Day Advertising Contest | 


for 1947 were announced recently by 
Alvin Austin, Executive Director of the 
Father’s Day Council. 

First prize was won by Hickock Mfg. 
Co. in the National Advertising group. 
In the Retail Newspaper Advertising 
group the winners were Stix-Baer & 
Fuller, St. Louis, Mo., and Falk’s, Boise, 
Idaho, in each of the two Newspaper 
Advertising groups. The awards were 
for the ads considered best by the eight 
judges consisting of magazine editors 
and executives. 


Organize to Make 
Children’s Shoes 


CINCINNATI, O. — The Jo-An Shoe 
Manufacturing Company to be located 
on the sixth floor of a building at 28 


East Eighth Street, Cincinnati, has been | 
| organized for manufacture of children’s | 
shoes. Production pace of 1,000 pairs | 


a day is planned. 
The company is an Ohio corporation 
with 250 shares of no par common stock. 


Joseph Nadler, a former Cincinnati | 


resident now living in New York wil! 
Martin 
Nadler will be vice president and tres- 
surer. 

The company intends to employ be- 
tween 70 and 100 people. 

The manufacturing operation has 
been set up and cutting work was sched- 


| uled to start early in August. 
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ROMEOS 
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BROWN KID ROMEOS 


— quarter back, leather insole, heavy leather 
es, 


brown rubber heel. 
SIZE 








INS—Daily or Weekly 
#510: Men's, 


Sizes: 6 to 12 
24 Pr. to case 







Pus 
VOVULER CO. 


Milwaukee 2, Wis 

















FITTING STOOLS 











SHOE 

FITTING $9.75 

STOOL Each 
Immediate 

Delivery 

steel tubing 

in weight. 
or brown 

14," height, 2" 

LYONS & COMPANY 
120 Deane St., New York 7, N. Y¥. 

QUALITY SHOE STORE SUPPLIES SINCE 1900 

















MEN'S SHOES 








©. Souci as Femot CO BROCKTON 1S masse 


New York Ofces 906-4 10 Marbeidge Bidg. New York |. NY 
West Coan Offbors, 401-402 Haas Bidg. Los Angetes 14 Calf 
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FOOTWEAR 


ba Stock Shs | 
Ag 
uni 














FOR BET7EK.. 
FASTER SERVICE 
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BOWLING SHOES 




















CLOSING OUT!! 
MEN'S HIGH BOWLING SHOES 
© Black Leather 
Uppers 
© No-Mark Rub- 
ber on 
Right Shoe 
© Leather Sole 
on Left Shoe 
® Ventilated 
Shank | 
$2.65 5 
Pr. 
. neg Af 4 case. Sizes: 62-11 
as Send for Samples | 









ARNOFF SHOE CO.,INC., 101 Duane S*#.,N.Y.C 





PRICE TICKETS 





—_ 
| 





PRICE TICKETS bring sales! 
Many Colors—109 prices to choose from 
MERCHANT'S SERVICE DEPT. C 
BOOT AND SHOE RECORDER 
20? Se. STATE ST. CHICAGO 4 
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Annual Outing High Success 


R. Myers and members of the D. 





Myers & Sons stoff take their ease in an 


interlude of cards at the annual picaic of the firm on the shore of the Chesapeake. 


BALTIMORE. — The recent annual pic- 
nic of D. Myers & Sons, Inc., Baltimore 
shoe manufacturers and distributors, 
was declared a new “tops” in outings 
by the staff of that organization. Held 
at Conrad’s Ruth Villa near the 
Chesapeake, it proved a memorable day 
for both executives and personnel. 

Ed Garbus, of the order department, 
official pathfinder for the caravan, got 
his Indian signs mixed when he reached 


| a cloverleaf intersection near the Glenn 


L. Martin plant, and the entourage had 


an opportunity to view the airplane 
manufactory from every point of the 
compass. He recovered his bearings, 
however, and piloted them safely to the 
shore villa, where Mr. Fine, the chef 
d’jour, produced Steamed Crabs a la 
Maryland. 

Miss Sophia Kasnetz, of the office 
staff, and her equally comely assistants 
served as hostesses. The afternoon was 
devoted to bathing and a soft ball 
game in which the older men’s team 
thoroughly drubbed the younger men. 





Sbiceas Make First Shoes Under New Plan 





Los Angeles.—Frank Sbicca, president of Sbicca of California and Philadelphia, 
end son, Arthur, are shown examining the first wedge shoe produced in Sbicca's 
Los Angeles factory for Joyce, Inc. [see RECORDER, August Ist issue, page 108). 

Production of Sbicca's conventional heel patterns has been turned over to the 
Philadelphia pient exclusively. in an exclusive interview with the RECORDER, Mr. 
Sbicca stated that after four years of producing style shoes in two widely sepa- 
rated factories he was convinced of the efficiency of a more central production in 
Philadelphia, where the plant was recently enlarged. 





Former Shoe Man Made 
Ad Manager 


Los ANGELES—Expansion for better 
clientele services was announced here 
recently by Western Advertising Agen- 
cy, Inc. (Los Angeles). 

Heading up new appointments made 
by Edward E. Keeler, president, is that 
of Hassel W. Smith, general manager, 


well known west coast advertising ex- 
ecutive and former sales manager of 
the Buckingham & Hecht Company, 
leading boot and shoe manufacturers in 
San Francisco, 

Coming to California in 1930, Smith 
became associated with the Don Lee 
Broadcasting Network for several 
years, later opening agency offices in 
San Francisco serving radio accounts. 


, 


Boot and Shoe Recorder 
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COMBAT BOOTS 








Brown Smooth Elk Uppers 
Heavy Sport Non-Marking 
Brown Rubber Soles and Heels 






Immediate Delivery 


$3.10 


Sizes 10-3 


No. 540 


Alse available as above in 
Reguter Storm Boots 





Packed 36 prs. to case 
Terms: Net 10 days F.O.B. N.Y. 


POLONER SHOE COMPANY 


156 Duane Street New York, N. Y. 











re er ree 


LITTLE GENTS' SHOES 


OO , 





~~ oe 











IMMEDIATE DELIVERY. 


Packed 36 prs. te case 
Terms: Net 10 days F.0.B. N.Y. 


POLONER SHOE COMPANY 


156 Duane Street New York, N. Y. 














JOBS 








BARIS SELLS 


Quality Shoes from Surplus 
Merchandise. Better for Less 
BARIS SHOE CO.., lac. 
Worth 2-5180-1 
79-81 Reade St., New York 7, hk. Y. 
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Gerda Announces 
New Packaging 


New Yorxk.—In conjunction with a 
coordinated policy of emphasis on 
trademarked brands of shoes, the Gerda 
Footwear Company, Inc., shoe whole- 
salers, has announced that its chil- 
dren’s, women’s and men’s shoes will 
henceforth be packaged in attractive 
boxes bearing the Gerda trademark: 
Gerdakins in children’s, Galures in 
women’s and Gerda in men’s shoes. 

The firm recently began a program 
to change the nature of its business 
from the jobbing of unadvertised, un- 


| promoted merchandise to the selling of 


branded lines with promotional oppor- 
tunities for the retailer. 





Leather Firm Shows Spring 


Colors to St. Louis Shoe Men 


New Yorx.—Contrary to the usual 
procedure of showing colors to individ- 
ual shoe manufacturers in St. Louis, 
the Allied Kid Company presented col- 
ors for spring, 1948, to the manufac- 
turers as a group, recently, at a lunch- 


| eon in the Hotel Coronado. 


Approximately 100 people were in at- 


| tendance at the luncheon, and the line 


was presented by Miss Rhea Nichols, 
promotion and style director for the 
company. Several groups of pullovers, 
created by Grace Powell, Meri Miller 
and Al Lewis, illustrated Miss Nichols’ 
talk; and skins of all colors and finishes 
were on display. 

A group of new pastels were among 
the most important colors shown: Ver- 


| bena Pink, Tahitian Aqua, Peach Petal, 





Cornsilk, and Lupine Blue. In addition, 
a set of more vivid colors was shown, 
including Cyclamen, Chamois Yellow, 
Shocking Pink, Larkspur Blue, Bab- 
bling Brook Blue, Pansy and Violet. 

Miss Nichols is departing in the very 
near future for Europe, to do research 
in color, in preparation for the line for 
fall, 1948. 


Rondeau Shoe Names 
Superintendents 


FARMINGTON, N. H.—The H. O. Ron- 
deau Shoe Co. has announced several 
changes in executive personnel at its 
several factories here. 

Heading the list was the appointment 
of Vespucci Barisano as superintendent 
of all the plants. James Carros was 
named as superintendent of the No. 1 
factory. 





Plan Building New Labs 
For Armstrong Cork 


LANCASTER, Pa.—Projected plans for 
the construction of new company 
laboratories have been announced by 
officials of the Armstrong Cork Com- 
pany. 

Bids for the construction of the re- 


| search facilities on a 40-acre site, three 


we py 


BOWLING SHOES 
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Genuine VOLCO 
BOWLING OXFORDS 
& SHOES 
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A100 Women’s Black Oxford, 


Right Hand ............ $3.25 Pr 

A110 Women's Black Oxford, 
Left Hand ........-..+. 3.25 Pr 

A120 Men's Biack Oxford, 
Right Hand ...........- 3.75 Pr 

A130 Men's Biack Oxford, 
Left Hand ..........«+. 3.75 Pr 

A140 Men's Biack Hi Shoe, 
Right Hand ........... 4.50 Pr 

A160 Women’s Biack Oxford, 
Right Hand ...........- 3.70 Pr 

A170 Women’s Black Oxford, 
| Sa Cee «cacccesencee 3.70 Pr 

| A180 Men’s Black Oxford, 
Right Hand ............ 4.20 Pr 

| A190 Men’s Black Oxford, 
Left Hand ...........+- 4.20 Pr 


Wheicsale Distributors 


P. H. VOLK & Co. 


2 and 4 W. Lomberd St., Baltimore, Md. 








CHILDREN'S SLIPPERS 








Outstanding “ALLIED” Valuel 


SMOOTH LEATHER EVERETTS 
Flexible Oak Leather Soles 


$4.45 


Immediate 
i; = Ne. 350 
Colors: RED, BLUE, BROWN 
Sizes: 5-8, 8'/-12, 1244-3 
Net 30 Doys, F.O.B. N. Y. 
ALLIED FOOTWEAR CO. 


154 Duane St. New York 13, N. Y. 

















miles from Lancaster, will be asked late 
this Fall. 

The main research building will be 
of two-and three-story construction. In 
addition to the main building, a large 
single-story pilot plant will be built. 


97 

















Classified and Neerel Mbs 








SALESMEN WANTED 


SALESMEN WANTED 


SALESMEN WANTED 




























To meet our expanded production we are cre- 
ating several new territories in the U. S. Here's 
an exceptional opportunity for experienced men’s 
shoe salesmen. Since 1876 our reputation for well 
built, honest quality shoes has been unquestioned. 
Today this reputation is combined with top com- 
petitive styling . . . three grades selling at popu- 
lar retail prices with an adequate markup. 
| Our consistent full color national advertising in 
Collier’s, Esquire, American Legion and Foreign 


Service is at an all time high . . . our merchandis- 


Write today. 


of this advertisement. 





* 







THE W. L. DOUGLAS SHOE co. 1s NOW 
ACCEPTING APPLICATIONS FOR TOPNOTCH 
MEN'S SHOE SALESMEN 









ing plan is the most aggressive in this industry 
. our dealer acceptance is proven. 


Only limit on compensation is 
your selling ability. Give full details in first letter 
. . . personal interview arranged later . . 
held confidential. Our selling organization knows | 

| 


. replies 
















ONE OF THE LARGEST 


And best known Manufacturers of 
Rubber and Fabric Casual Foot- 
wear has territories open for trav- 
eling Salesmen. Line is a leader 
in its field, with wide dealer and 
consumer acceptance, backed by a 
powerful and unique Advertising 
and Sales Promotion 


A REAL OPPORTUNITY 


For Young Men, age 25-35, with 
retail footwear experience. We 
are interested in employing only 
high type men desiring permanent 
positions. Earnings commensurate 
with ability. Write in confidence 
giving complete information on 
past experience and qualifications. 
Address Box 964, care BOOT & SHOE RECORDER 
100 East 42nd Street, New York 17, N. Y. 














MIDWESTERN 
MANUFACTURER 


Of Popular Priced Women's Dress 
Shoes and Casuals, making 15,000 
Pairs per day, with national dis- 
tribution, direct to retailers, will 
have several sales territories avail- 
able within next six months. Ex- 
panding business is basis for in- 
creasing sales force. Qualified 
Shoe Men, with either Wholesale 
or Retail Selling experience, age 
between 30 and 40, are invited to 
apply. All territories have estab- 
lished business producing $5,009- 
$6,000 net per year, plus expenses, 
with opportunity for increase. 
Address Box 962, care BOOT & SHOE RECORDER 
208 Seuth State Street. Chicage 4, Iii. 








WANTED 
EXPERIENCED 
SALESMEN 


To represent Nationally Known Brand- 
ed Line of Children’s Shoes; in the 
high-quality field; handled by lead- 
ing merchants. 

Following territories available: 
Eastern Pennsylvania and Delaware, 
Maryland, Virginia and West Virginia, 
Kentucky and Tennessee; Texas, 
Oklahoma and Kansas. 

We want men who know fine shoe- 
making, feature fitting and smart mer- 
chandising. Will consider non-con- 
flicting sideline representation. Write 
giving full particulars and references. 


Address Box 980, care BOOT & SHOE RECORDER 
100 East 42nd Street, New York (7, N. Y. 











for each insertion. When a 





box number 
at the word rate. if acvertiser’s own name and address is usec. 

Classified advertising is payabie in advance. Send check or aneney oresr with oa tags by -- 4 ‘ore hn Be By. aS 
advertising except for reguiar advertisers on contract. 
The rate for all displayed or boxed in 
= Advertisements for this page mast be in our New York Office 10 days preceding pablicarion date 


CLASSIFIED ADVERTISING RATES 


The rate for undisplayed classified —— is 10 cents a word uncer any of our classified h 


di Mini rate is $1.80 





red, addressed to any of our offices, 12 words must be added for this and charged 


advertisements is $7.00 an inch with a maximum of 46 words per inch. 
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SALESMEN WANTED 


SALESMEN WANTED 


SALESMEN WANTED 











WE WANT 


SALESMEN 


WHO CAN 


SELL SHOES 


Nationally known, nationally 
advertised line of casuals 
manufactured make-up $5.00 
to $8.00 retailers; sold de- 
partment stores and retail- 
ers. Man must have good 
active following in small 
towns as well as large ones. 
Full time commission. Must 
have references. Chance of 
a lifetime offer. 


Territories open: Arkansas-Louisi- 


ana .. . Mississippi-Alabama- 
Florida . . . Wisconsin-Illinois . . . 
T e wv. he cky. 





Address Box 976 care BOOT & SHOE RECORDER 
100 East 42nd Street, New York 17, N. Y. 








SALESMEN WANTED 


Selling Shoes These Days Isn't Easy—Hotel 
accommodations are no cinch, but our line of 
Men's Dress Oxfords, Rubber and Tennis, 
Felt and Fancy Slippers will prove profitable 
te cover territory. Choice 








SALESMEN WANTED 


For a Complete Line of Popular 
Priced Women's Casuals and 
Play Shoes. Territories through- 
out United States open. Full 
time, and Commission basis. 
Write giving full details. 


Address Box 978, care BOOT & SHOE RECORDER 
100 East 42nd Street, New York 17, N. Y. 








FULL TIME 
OR NON-CONFLICTING 
SIDELINE 


Manufacturer and Distributor of No- 
tionally Known and Advertised Line of 
Riding, Western and Jodhpur Boots, 
Moccasins and Loafers, has opening in 
following Stctes: Nebraska, lowa, Min- 
nesota, .Wisconsin, .lllinois, . Indiana, 
Michigon and Ohio. Write in confie- 
dence, stating experience ond qualifi- 
cations. 


Address Box 986. care BOOT & SHOE RECORDER 
10 High Street, Besten 10, Mass. 











SALESMEN WANTED 


Salesmen to represent manufacturer 
of nationally advertised CATHY 
ORIGINALS in-stock shoes consisting 
of Baby Dolls and other outstanding 
styles in low heel shoes. 

Give full particulars and references. 
a} replies treated strictly confiden- 


1 
2 
3. New Jersey and 

cept Philadelphia. 
4. Maryland, Delaware and Washington, D. C. 
5. Missouri and Kansas. 
6. Louisiana and 


THE NEVELK COMPANY 


Hallowell, Maine 








SALESMEN WANTED 
IMMEDIATELY 


For the State of Alabama and 
Mississippi. Fast Line of Women’s 
Dress Shoes, Casuals and Sport Ox- 
fords with a live and progressive 
house. Good opportunity for live 
wire to made a permanent and 
profitable connection. State experi- 
ence and necessary reference in 
first letter. 

Address Box 983, care BOOT & SHOE RECORDER 

100 East 42nd Street, New York 17, M. Y. 








SALESMEN WANTED 


Athletic Footwear and Sports Wear 
Jackets — Drawing $50.00 per week 
against commission—Car necessary. Fol- 
lowing territories open: New Jersey, 
Pennsylvanic, New England and New 
York, excluding metropolitan areo. Give 
details in first letter. 


ARNOFF MFG. CO. 
101 Duane Street New York City 








SHOE SALESMEN! 


Exceptional opportunity for several live-wires 
to join our staff of traveling men earning up- 
per bracket incomes. Well-known, progres- 
sive, wholesale men's Shoe Firm, ‘with out- 
standing in-stock Line, has the following 
territories open with active accounts: Ala- 
bama, Mississippi, Louisiana, Texas, Arkan- 
sas, Oklahoma, and Philadelphia. Libera! 
commissions, with full credit on Mail and 
House orders. Applicants must own car. 


Mr. McSHANE, Sales Manager 
Pilot Shoe Company 


31 Hepkins Place Baltimere 1, Maryland 











EXPERIENCED SALESMEN 


Selling to Well Rated Retail Accounts, 
to carry Line of Men's and Boys’ Good- 
year Welt Work Shoes and Storm Boots. 


Adéress Box 967. care BOOT & oo J eames 
10 High Street, Boston | 





SALESMEN WANTED 


To carry Complete Line of Whole- 
saler's Novelty Shoes Retail Cate- 
gories $6-$9. Territories open: 
Pennsylvania, South, Middle West, 
Far West. Excellent opportunity 
for high earnings. Non-conflicting 
side line acceptable. In applying 
write full details experience, terri- 
tory and reference. 


Address Box 979, care BOOT & SHOE RECORDER 
100 East 42nd Street, New York 17, N. Y. 








SALESMEN 


Wholesale Distributor of Arch and 
Corrective Shoes, Sport Shoes, Nov- 
elties, and Casuals, desires sales- 
men for the following territories 
Pittsburgh, Western Pennsylvania; 
Tennessee, Western North Carolina, 
Western South Carolina; Georgia; 
Alabama; Mississippi; Louisiana; 
Arkansas; Illinois (except Chicago); 
Indiana; Southern Ohio; Wisconsin; 
lowa; Minnesota; St. Louis, Missouri, 
Kansas. Commission. Good oppor- 


tunity. 
Bex 981, care BOOT & SHOE RECORDER 
100 East 42nd Street, New York 17, WN. 








NEW ENGLAND SALESMAN 


Wanted by Large Wholesaler of Men's 
and Boys’ Dress and Work Shoes and 
House Slippers. In Stock proposition— 
best Line in New England. Other terri- 
tories open—Texas and Ohio. Write giv- 
ing references to 
Box 19, care BOOT & SHOE RECORDER 
10 High Street, Boston 10, Mass. 














WANTED 


WEST COAST 
REPRESENTATIVE 


For well known Nationally 
advertised high grade line of 
women’s shoes, retailing at 
$12.95 and $14.95. Must 
have road experience for 
California, Oregon, Washing- 
ton, Idaho, Utah, Colorado, 
Arizona. Write, giving com- 
plete history of background 
and qualifications. Address 


replies to 


Bex £25. BOOT & SHOE RECORDER 
106 East 42nd Street, New York City 17, N. Y. 
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SALESMEN WANTED 





SALESMEN WANTED 


LINE WANTED 








SALESMEN WANTED 


To sell Men’s Goodyear Welt Work 
Shoes direct from Factory to the 
Retail Trade on Commission basis. 
Address Box 21, care BOOT & SHOE RECORDER 
10 High Street, Boston 10, Mass. 














SPLENDID OPFORTUNITY FOR a 
onahit'e ESTABLISHED yn 

or Factory Making Highest Grade 
Men’s, Women’s and "s Prewelts and 


Padded erritories open Fa 
Zostieus, Soutwet ont SBeset. See satis- 


fied accounts now 
& Shoe Recorder, be tee es ee 


Boot 
New York 17, N. Y. 





THE MANUFACTURER OF THE MOST 
ep LINE of Corrective Shoe Ap- 
pliances and Findings has 

open for live wire men to call on Shoe Stores 


a Shoe ‘Recorder, 100 — * ag Cy 


= Sort 17, 





S ALES MEN WANTED BY DISTRIBUTORS 
ald BETTER GRADE OF MEN’S SHOES 


& Shoe 
42nd Street, New York 17, N. 





SA en WAnSGp: TO HANDLE SIDE. 
ing on Shoe Stores, Department 
Stores and Specialty Shops where Shoes are 

sold. All territories open at Present. Good 
commission and little sales 


Box #998, care of Boot and Shoe Recorder, 
10 High Street, Boston 10, Mass. 





SALESMEN WANTED: IN ITS PRESENT 
EXPANSION A CLIENT OF THIS AD- 
VERTISING AGENCY is Salesmen 
ome on infants’ a and Specialty 


to carry a quality Line of Infants’ and 
dren’s Footwear on — State Lines 
now carried; commission 


—_ a held a... | if desired. 
advised advertisement. 


Present of this 
GEO. C. NAGEL & ASSOCIATES, 850 Cotton 
Belt Bidg., St. Louis 2, Mo. 





M ‘TADIES” AND. MAKING; Ru. 

LADIES’ AND CHILDREN’S Soft Sole 
Hard Sole 7 wants 

biebly reliable men. territories open. Can 

carry exclusively or sideline. Write full de- 

tails first letter. MORRIS J. WEISBURD, 

502 Blake Avenue, New York. 





WANTED: SHOE SALESMEN WHO CALL 

ON FAMILY TYPE SHOE STORES or 
Country General Stores—to sell Warm Felt 
Footwear Line for all Outdoor Workers, Farm- 
Miners, Seamen, S: 


erences I territories assigned 
to quali applicants. Address #11, care 
Boot & Shoe Recorder, 10 High Street, Boston 
10, Mass. 





SALESMEN WANTED: Midwestern Shoe 
ae nseed Cnt Infan oO 
’s, Infants’ 
7 A A HS the retail trade on 
suretehs commission basis. Give all details P- 
letter regarding age, experience, etc. 
replies confidential, of evan, Address #15, 
care Boot & Shoe Recorder, 100 East 42nd 
Street, New York 17, NY. 





W PRockE SALESMEN, TO REPRESENT 
ee Re ay of Men’s 
Dress Types and Growing Girls’ = 


} ie G ive ience, territory coverage. 
— confiden Commission. Address 2h, 
Boot & Shoe Recorder, 100 East 


Street, New York 17, N. Y. 





THE FOLLOWING TERRITORIES ARE 

OPEN for a Side Lime of Good Novelty 
Women’s Dress Shoes and Casuals: Pennsyl- 
vania, Middle West, Marviend and the South. 
Commission basis. Good opportunity for men 
with Address #23, care Boot & Shoe 
meen, 100 East 42nd Street, New York 17, 





FActToRY DISTRIBUTOR OF AN IN- 

STOCK LINE of Men’s Goodyear Welt Staple 
Shoes wants a New York State Salesman call- 
ing on Retail Trade in Syracuse, Binghamton | 
and territory West. Address #22, care Boot 
& Shoe Recorder, 100 East 42nd Sereet, New 
York 17, N. ¥. 


SIDE LINE SALESMEN WTD. 








MANUFACTURER OF METAL, RHINE | 
STONE AND CUT STEEL SHOE | 
BOWS desires Salesmen A. dl i" pom 
Shoe hs = to carry one 





Metal Ornaments, RHINESTONE. CREA. 
TIONS, 751 No, 39th Street, Philadelphia 4, 





Te CARRY LINE VELVOFOAM LATEX 
SHOE CUSHIONS, $1.00 retail. No com | 
petition; seller; Many open territories. 
LATEX PR DUCTS, 1722 South Main, Los 
Angeles 15, California. 


PERFECT SIDE LINE 


Moccasins, Loafers, Hi-Top Hunting Mocco- 
sins, Hunting Pacs, High Cuts, Ski Boots. | 
Backed by see Sans Dees SS Rott Se- | 
vice; Magazine and Mai , 


SPIEGEL-STANLEY COMPANY 
193 Middle Street, Portland, Maine 














s=S= SALESMEN WANTED: Men 

—s Ker % Retail Shoe - pe - yp 
within itan New York, to 
“erred Gises Wey Raison 


mission, imprinted 
GIFTWICK TRADING 0. ptf Fifth Ave., 
N.Y.C. Murray Hill 3-884 


Me WEST MANUFACTURER OF 
NE LINE of Teen-Age Low Heel Shoes 

wants S for Illinois, Iowa, Indiana, 

Wisconsin and other territories. = values 

in trace. Easy to sell. Address: = ee 

care of Boot and Shoe Recorder, 209 

State Street, Chicago 4, Ill. 


W ANTED: SIDE LINE SALESMEN to 

Retail Trade, for Pennsylvania, Ohio and 
North and Sovth Carolina, to sell In Stock 
Line of Men’s, Boys’ and Little Gents’ Low 
Priced Work Shoes and Storm Boots on a 
straight 5% Commission basis. Address #591, 
care Boot & Shoe Recorder, 100 East 4 
Street, New York 17, N. Y. 


LINE WANTED 

















MANUFACTURERS 
West Coast Shoe Travelers Associates have capable 


our Assee' WEST COAST SHOE 
TRAVELERS ASSOCIATES, ROOM 320, HAAS 
BLDG., 219 WEST SEVENTH STREET, Los 
ANGELES 14, CALIF. 











Circe WHOLESALER DESIRES 

FOOTWEAR LINE direct from ae 
turer. Address: Box Fi care of 
Shoe 2h 5410 Wilshire 
geles 36, 


ATTENTION MANUFACTURERS! 


Sales Organization calling on Sporting 
Govuds Accounts in the eleven Eastern 
States would like to represent Manufac- 
turers of Athletic Footwear. 


Bivd, Los Awe 








WEST COAST 

Former Shoe Manufacturer, Los An- 
geles resident, now carrying Line of 
Better Women’s Casuals, desires addi- 
tional established — - Re a 
Style and Slippers. Looking for perma- 
cond connection with reputable firms. 

Bex 26, BOOT & SHOE RECORDER 
aeeae Wilshire Blvd. Les Angeles 36, Cal. 











NUF. URER’S LINE WANTED by 
M“’ —~yo cov Texas and Okle- 


well - FE and Chain Con- 
nections. P priced Ladies’ Dress Shoes 
to retail $4 to $6. Add #13, care Boot & 
Shoe R . 100 East 42nd Street, New 


York 17, N. Y. 





HELP WANTED 


EXCELLENT 
OPPORTUNITY 


PATTERN & 
DESIGN MAN 


Fabric Footwear — and _ 
si man, 30-40, with complete 
Saowlodes of Pattern making and 
grading in California Process. 
Fabric Footwear background help- 
ful. Ability to work out style de- 
tails, follow through on production 
and direct activities of others es- 
sential. 


oa excellent future with one of 
the largest ge 7. the 
field expanding its Fabric Foot- 
wear business. Location Midwest. 
Write in confidence giving com- 
plete information on past experi- 
ence in first letter, including salary 
requirements. 
Address Bex 945, sare BOOT & SHOE RECORDER 
100 East 42nd Street, New York 17, N. Y. 








UNUSUAL OPPORTUNITY 


For Man who has had experience in 
operation of a Chain of Men’s Retail 
Shoe Stores. Must be successful in 
Stock Control, Promotion and details 
of operation. Write, giving outline of 
experience, age, etc., and willingness 


to travel. 
Address Box 955, care BOOT & SHOE RECORDER 
100 East 42nd Street, Mew York 17, N. Y. 

















Address Box 20, care BOOT & SHOE 7 
100 East 42nd Street, New York 7, 








ENERAL MANAGER—FOR AGGRESSIVE 
G CHAIN OF QUALITY SHOE STORES. 
Must have thorough knowledge of Retail Store 
Operation. Must be - to seuss, ‘velome ef 

ise, increase ume 
dise, plan Fe ned a ue 

is familiar with the bette: 
All replies confidential. 
Boot & Shoe Recorder, 100 
42nd Street, New York 17, N. Y. 


Aas 
Het 
efi 


Boot and Shoe Recorder 








eS ee 


bom ohm Ge 6 Gees, OG 4 Om & oe Gee. 





“SZ Diet at 
































HELP WANTED WANT TO LEASE WANTED TO PURCHASE 
ANTED: EXPERIENCED MANAGER 
Wig! qeamily Shoe | Store, fomiier, with WANTED: : MY HOBBY 
indow Trimming, ted i * SHOE DEPARTMENTS TO LEASE by Buying, Selling Shoes years 
Connecticut. rhe in : Netter ov gh- - Chain; Individuolized attes- CASH TOP PRICES 
experience, age aad salary expected. Address tion per deportment. Nationally known lines 
16, care Boot & , 100 East 42nd $4.00 to $12.9. 8% ond i0% rental on soles. Discontinued stocks 
New York 17, N. Y. Do larger volume thon larger chains per HARRY HESS 
ta tae Reade Street Mew York 7, 6. ¥ 
% . . 
WANTED Ader tat amd Cree, Mee You i? MY. Telesheone: WOrth 2-8061 


YOUNG MEN WITH 
SHOE EXPERIENCE 


Who desire to become trave’ Sales- 
men. Will work under the gui 

old experienced men with opportunity 
of good earnings the first year. Must 
have car. Old establish carrying 
} a oa Line of Trede Name Shoes in- 


Address Box 985, care BOOT & SHOE RECORDER 
206 Seuth State Street, Chicage 4, IHinois 














POSITION WANTED 


MARRIED MAN, 33 YEARS OF AGE with 

16 years’ experience having served in all 
phases of shoe business, desires i 
ager, Buyer, or Merchandise i 

ol Merchant with fast volume 
that needs new ideas in promotions anid mer- 
chandising. Prefer Western State but would 
consider other location. Address #24, care 
Boot & Shoe Recorder, 100 East 42nd Street, 
New York 17, N. Y. 


D &SIRE TO MAKE CHANGE. 25 YEARS 
SHOE EXPERIENCE in Chain 
Fully oe in M isi 








Bon & S 
Street, New York 17, N. Y¥. 








POSITION WANTED: YOUNG MAN OF 
25, Now in New England, Desires connection 
with Man i 
tant Sales Manager. Clean cut, college trai 
and a worker. Address Box #994, care of Boot 
and Shoe Recorder, 10 High Street, Boston 10, 


i 





FOR RENT 


FOR RENT!———— 
VALLEY STREAM 


NEW STORES!! 
NEW STORES!! 


100% LOCATION | 


NOW RENTING! 
Occupancy August [5th 


Apply 
CHAS. O'CONNOR, Inc. 
44 Stauderman, Lynbrook, L. I. 
Lynbrook 9-5000 






































BUSINESS OPPORTUNITY 





Oo RTHOPEDIC SHOE SPECIALIST, PLUS 
KNOWLEDGE ALL FHASES BUSINESS 




















le reason for 
M4 BAILEY, 
McGuire, Inc., 328 SW Was 

Oregon. AT. 717i, 





. 10% net. Rating Dun 
Fe ears anes ins! Will soll for Twe Hundred 
Thousand. Address #17, care Boot & Shoe 

East 42nd Street, New York 














LOCATION IN NEW YORK shown nice | profit. 

100% jonsine CENTER, ‘She jouer toventerz, sian Gatuses; Good So an 
also sample display and desk space. Nationally 
#996, care Boot & Shoe Recorder, 100 East SALON, 9820 N.E. Second 
42nd Street, New York 17, N. Y. Florida. 

FAMILY SHOE STORE WANTED TO PURCHASE 
Located in Virginia, City of 12,000; 
ne — ae lease. Will sell Su06 Sie TET OnE aoe wa 
stock, fixtures and good will for $20,000. pay Goler for Sdiee on merteete, in. 

eo East thad Sect New You 7, Y. Shoe Recorder, 100 East 42nd Street, New 




















Witt BUY +. OUT LOTS of Dr. 


up Send Inventory. 
Address #14, care Boot & Shoe Recorder, 100 
East 42nd Street, New York 17, N. Y. 





ILL BUY PROPERTY OR GOING BUSI- 

NESS or rent _—— ka — Store; 
Worthwhile proposition y—New Jersey, 
York. “HOLLANDER, 145 West 28th Street, 
Bayonne, N. J 





WE BUY 
SURPLUS AND COMPLETE STOCKS 
OF BETTER GRADE SHOES 
FOR CASH 


SHORT LEASES ASSUMED 


YOUR NAMB AND BRAND 
PROTECTED 


IRVIN RUBIN, INC. 
“The House of Jobs” 
89 READE STREET 


New York City 
Phone BARCLAY 1-7887 








GET TOP VALUE 
In Selling Your 
e SURPLUS STOCKS or 
¢ COMPLETE STORE 
CAMITTA SHOE CO. 
120 Ne. 4th St. tte & Pe 














MERCHANTS’ NEEDS 


FIT COMES FIRST 


with the original 
SHOE DOCTOR SHRINKERS 










i 
: 
I 


f 
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r 


aU 
if 
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tHe 
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i 


| 
| 


29.0 


Curved type ires 
Special combination offer 2.50 (fluids 
included in above prices). 


Bend your order or write for detail information. 


E. C. SMELTZER CO. 


it 
: 
' 





121 E. Sist Street, Indianapolis, Ind. 




















BARIS BUYS for CASH | 


Shoes for Men, Women e Shoe Stores 
Short Term Leases Assumed 


Quality 
and Children 
Scrupulows Protection for yoer Name and Brand Since 1932 


BARIS SHOE CO., INC. 
79-81 READ STREET WOrth 2-5180 NEW YORK 7, N. Y. 








TOP PRICES FOR YOUR SURPLUS BETTER GRADE SHOES 


Convert late cash—any quantity 


z YOUR MAME PROTECTED ... WRITE — WIRE OR PHONE 
RELIABLE SPECIALISTS IN FINE SHOES FOR 15 YEARS 


MERCHANTS’ NEEDS 











M. K. WEIL SHOE CO. 
1215 Washington Avenue—St. Louis, Me. 
























































CASH PAID FOR 
toe Stone SELL YOUR JOB LOTS 
CLOSE OUTS eae? || ISAM CAMITTA & SONS 
B. SABIN 95 Reede St., New York 13, N. Y. 
0 ene Se ee a. | | eoamecer anes euvens smmcs Wes 
agg nr nd AND MERCHANTS’ NEEDS 
of Shoes for Men, Women and 
SROITMAN-GAFFIN SHOES, INC. — ~ age IMPROVED 
GROSS for Price Tickets 
MERCHANTS' NEEDS $9.75 
| HALF GROSS 
| TILTS AT 
W Y I 0 i) S ANY ANGLE 
M. D. POLLINGER CO. 
HOLLAND BLDG. ST. LouIs, MO. 











© 51 GAUGE © FIRST QUALITY 
° SHEER FULL FASHIONED tals «6. Ideas 





SLL (TOP to TOE) NEWSPAPER, ADVERTISING 
* BEAUTIFUL NEW SHADES ° ; : 
© SIZES 8% to 10¥/2 il slay Ge te ee 
IMMEDIATE DELIVERY! ! i eee, meso ay 
NEW LOW PRICE! ! fl et ert teediect Ft 


2. Vincent Edwards Idea Clip- 
DOZ. newspaper tear sheets of ads 


2 you select the exact 
geen ond dite yen ward to cop ar 


leave the selection to our advertising 


PARKER'S 2. Lear Advertsing ot Home 


























*ADULT MODEL $15.00 
*JUNIOR MODEL $12.50 


Efficiency 
Of Fit 


YOURS WITH THE NEW 


Spaz 


Win the Brannock Adult and 
Junior Mode! Devices, the shoe fitter 
can get immediate “‘Heel-to-Rall” — 
“Hee!-to-Toe”—""Width-at-Ball’' direct 
measurements. This means soeedy, 
occurate fitting; more sales per fitter; 
more perfect fitting: fewer misfits 
with their subsequent costly and 
troublesome exchanges. 

*Available at spatel one mapa ate price 
if ordered 


facturers—for this ioe ond rey details 
write to 


THE BRANNOCK DEVICE 


OMPANY 
| Syracuse 4, New Y 








Fischer Self Adjusting Bunion 
Protector 


Relieves Pressure on yy Pre- 
tects Enlarges Joints. 
Shape of Shee. Hides Deheraity. 


Ask Your Shoe Findings 
Jobber 
Est. over 40 years 
THE FISCHER MFG. CO. 
Milwaukee (i. Wis. 














SHOE FORMS REFINISHED 


We repair and refinish Shoe Forms, like new, 
at a great savings. Chain Stores profit by 
our service. Will refinish 2 pair FREE in 
newest shades for approval. Samples returned 
with complete details. 


SPRA-LAC REFINISHERS 
59 Spring Street, Waterbury 22, Connecticut 











FUR TRIMMING 








RABBIT FUR TRIMMING 
IN PASTEL SHADES 














9040 Commiercial Avenue Prepares you fo write more. effective 
Chicago 17, Illinois eh eee ae FOR THE SLIPPER TRADE 
REgent 1030 merchandielag Problems of o business, Write for Quotations to 
Terms: Net 30 Days. recommend wg — A yhy - NATIONAL FUR DYEING CO. 
Minimum Order 5 D - e 447 S$. Hewitt St., Los Angeles 13, Cailf. 
Select Your Own Sizes. Satisfac- VINCENT EDWARDS & CO 
tion Guaranteed or Return At World's largest advertising service ° 
Oar Bepence. wgesion Buy Savings Bonds 
342 Madison Avenue, New York City 
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Acme Backing “Corp. se cneceoscesce = 
Acme Boot Mig. Co. .........-+++. 
Adrian, M. B. & Sons X-Ray Co. 179, 183 
Air-O-Magic Mt Saesbess « 5eenees 4 
AllPeece Corp., The .........-+--+. 146 
Allied Footwear Co. ..........+++- 195, 197 
Allied Kid Company ........-.. 105 
Amalgamated Leather Cos. ...... 938 
American Gentleman Shoes ......-. 27 
American Hide & Leather Co. >. 2a 
American Oak Leatmer Co. ......-- 72 
American Shoe Co. ........++++- 194 
Amer, William, Co. .........se++e08 = 
Armstrong Cork Company ........ 
Arnoff Shoe Co..... 190, 93, 194, 195, 196 
Avon Sole Co. .........-. 

Baris Shoe Co., 7: sectes 190, 197, 203 
Bass, G. H., & seeetssasede< 
Beadenkopf Bs (eer eS i22 
Beaudin, L. E., Shoe Co. ..... 2 
Biackburn Products, BRR, cescece 135 
PIPED. Ch dcéececcvccccosvane 180 
Bostonians Shoes ...........++++-. 73 
Brannock Device Co. ...... ound ae 
Brezner, N., & Co., Inc. ....... 48 
Broitman-Gaffin Shoes, Inc. a 
SWE COED coc ccccccseccoses 129 
Brownsville Importers ............ 189 
Built-Up Heel Conference ....... 126 
Pe EE 5 6 be denees>dcecee 123 
Cambridge Rubber Co. ...........- 17 
Camitta, Sam, & Sons ............ 202 
Camitta Shoe Company .......... 201 
Cavalier Company ....... on > sen ee 
Chicago Shoe Market ............ 196 
Chrysler Airtemp .........-. 139 
Colonial Tanning Co. .2nd cover, 70 
Colt-Cromwell Co. ...........- 172 
Commonwealth Shoe & Lea. Co. .... 73 
Consolidated Footwear Co. ........ 143 
Converse Rubber Co. ............ 54 
Craddock-Terry Shoe Corp. weeks 27, 28 
Dale Footwear, Inc. ...... ae 


Darling, L. A., Co. 
Darlington Fabrics Corp. 
Daytimer Shoe Co. 





SES ee ae 
Dewey & Almy Chemical Co. ....:: 91 
i. Oe, wees encace . 109 
Douglas, W. L., Shoe Co. ......... 195 
Drew Irving Corporation ....... 7 
re OO Eee 190 
i i i ews. enepewenseon 50 
ae OS re 117 
Eagle-Ottawa Leather Co. ........ 122 
Edgewood Division .............. 35 
Mdwardés, J.. & Co., Imc. ......... i 
Endicott-Johnson Se 600 e>0ean4 43 
Mex Rubber Coa. .... 2.6.20. ae 
Evans, John R., & C 9 to 12 

Firestone Rubber & Latex ‘Products 
Uesuatg=ees kes sedewie 15 
k. | yee — 
Foot Pleasure Shoe Co. ......... 165 
Friedman-Shelby Shoe aap er 30 
Geilich Leather Co. . ee eee = 99 
General Shoe Corp. .............. 35 
Gerberich-Payne Shoe Co. ...... 21 
Gerda Footwear Co., Inc. *..... 140, 176 
Gilbert Shoe Company ee Ps 1 
Godman, H. C., Co. echwwenben 71 
ee ee = 193 
Green Shoe Mfg. Co........ Back Cover 
Greenebaum, J., Tanning T-asenes 102 
Greemhood eee. MK es es aaa 194 
zro-Cord Rubber Co. ......... 128 
Gutmann i RPE RR Se S's 94 


Hale, Alfred, Rubber Co. ....._... 45 
Harvey, Thos. B., Leather Co. soe 


Herbst Shoe Se GM, Kod bckreudes 174 
MN eC tian «sine nd heen 201 
Holland-Racine Shoes ........... 2 


Holmes, Stickney & Walker. Inc. ... 162 


Hubschman, E., & Sons, Inc. ...... 24 
Hy-Quality Shoe a, -atvbhewndadeds 7 
ag Sages os ; ae 
Se TNO TO. <2 ocadesen see ooo =6NO 
Jenkins, George O., Co. ......... 180 
a. G Permitere. Co... 0... cccccds 181 
John Arthur Shoe Mfg. Co. ....... 138 
Juvenile Shoe Corp. of America ... 22 
- of SS Serer : 5 
Kelly Rubber Co., The ......... 190 
0 RS eee ae M 8 
Ki-Yals i LS Py MP AE a 28 
Knomark Mfc. | apices peas oc ore 
mresger, A. H. Ghee Ca. .... ...ccc 4 
Krippendorf-Dittmann ch, Scickiue 163 
Ladies Home Journal ........ eae 14 
LaMarquise Footwear ............. - 84 
Larson Advertising Co., Inc. ...... 194 
SSS - eee 60 
Lawrence. A. C.. Leather Co. ..... 168 
Lederer Industries ............... 188 
Lorn Th. o Ge,, BER <ossccwcewe 3 
EL MI ho dint tae nes oy ko kw eos 179 
Longini Shoe Mfg. Co., The ..... . 156 
Lyons & Company .......... 193, 195 
 & 2 yraeyes 114 
ee, 2, étccnceceusesa 188 
een: Gh. wa SO OR 6. cccnst 153 
ON Fae 177 
Beeereem Gee OG. seccccocscce ‘ 41 
MeNeely & Price Co. ........¢s- * 259 
wee: Ee, EO. ns cect cance 118 
Middletown Foectwear, Inc. ...... 147 
Miller, O. A.. Treeing Machine Co.. 40 
ar. nee Rubber & Woolen Mfc. 91 
Mohawk Carpet RG; nk Soe coe e 42 
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DR. POSNER’S 
MUSCLE BUILDER SHOE 


Dr. Posner's “Muscle 











This famous patented shoe was created specifically to help 
prevent Pronation (weak foot) — the tendency to walk with 
toes pointed outward. It supersedes with scientific correctness 
the old fashioned and temporary “cobbled wedge”. 

The “Muscle Builder” shoe enables you to offer a necessary 
service to your young customers — and build for yourself a 
sound, steady, specialty volume. 

Available in a complete range of sizes and widths in cacks, 


infants and childs in brown and white elk boots. Some runs 
in oxfords and scuff-proof tips. 


Let us show you how fo get the medical fraternity behind you. 


Executive Office: 
DR. A. POSNER SHOES, INC. 1:7 ouane smerr new Tox 13, 1. 
Chicago Sales Office: MERCHANDISE MART, ROOM 1046 
Pocific Coast Sales Office: SUITE 1/12, HAAS BLDG., LOS ANGELES, CALIF. 
Factories: ALLENTOWN, PA. + NEW OXFORD, PA. 











Monarch Leather Co. .......-. —— Shaw, M. T., Imc. ......-++eeeee8 159 
Monroe Bros. Co. .......-+.-++- 17 Sigma Leather Mfg. rare ated tay 118 
Moulton, Bartley, Inc. .........-- 78 Smeltzer, E. C., Co. ......-++- se ae 
Mrs. Days Ideal Baby Shoe Co... 164 Smith, J. P., Shoe Nits ger age 29 
National Fur Dyeing Co. ia . 202 Southeastern Shoe Travelers Assn. 161 
Neumann, R., & Co. .......--- . 107 Spi Chas., Co.; Inc. ... 142, 184 
Northwestern Leather Co. Trust. , a 47 Sterling Last Corp. .....-..+++«+- 13 
Nunn Bush Shoe Co. ..... 3rd Cover Sundial Shoe Company ......- 18, 19 
Na-Way Ghee Co. .....ccccccccce 167 Surpass Leather Co. .........-- 56, 115 
O'Donnell Shoe Co. .......--.+++- 166 Swank Shoe Dressings, Inc. ......- 186 
Ohio Leather Co., The ........---+ 125 Tanners Council of America ...... 92 
QemePMNeS sccoccccccccscccccccces 34 Taylor, Thomas, & Sons, Inc. .....- 131 
Para Thread - — apelin atowe» Jatna ‘ a Tingley-Reliance Rubber Co. ...... 185 
Partser’s Hosiery ........ccsesee 202 Tober-Saifer Shoe Mfg. Co. ..... 68, 69 
Peters Shoe Compa mts 33 Trimfoot Company .......---- os ee 
Philadelphia Shoe , Fee > a 58 Troctel, Albert, & Sons .......--- 111 
Pilot Shoe Company ............ 193 Tru-Stitch Moccasin Corp. ......-- 171 
Pincus, Lester, Shoe Corp. .. 59, 61, 63 20th Century Footwear Co. .....- 195 
Pittsburgh Plate Glass Co. ...... 64 United Last Company .. ~e 66 
Pollinger, M. D., Co. ....... ae ee United Shoe Machinery Corp. 
Poloner By Se 197 16, 20, 55, 204 
Posner, A., Shoes, Inc. ........ 263 United States Rubber Co., ie. iccc ae 
Potvin, re 7 Shoe Co. ....... 203° ee Universal Shoe Form rs ccekeees 36 
PD, |< , . waiweeie ges. + covegsnae 186 Vaisey-Bristol Co. ........-- ae 
Primex Equipment Co. ..........- 136 Vamos, Alfred, Imc. ........ «+++» 137 
Republic Building .. .......... 62 Venus Sandals . canopea 141 
Richard Young Company .. 56, 116, 118 Victory Footwear Sales, ‘Sa ene 2 
Ripon Knitting Works ...........- 29 Vincent, Edwards & Co. ..........- 202 
Roberts, Johnson & Rand.... Front cover Virginia. Shoe Co. .......-+«+-««0 49 
Roger Kent Plastics ...........- . 166 Volk, P. H., & Co., Inc See 
Royal Footwear Co. ..........-- 175 Vosburg Foot Agetiance « DD. “ksulaties 189 
Wee, BEWEE .ccccecceses -cactde 183, 201 Walk-Over Shoes .... ee 6 
Rueping, Fred, Leather Gk? caseed 26 Wall- oe Shoe Co. ......-++0% 74 
Sabie. . behinds veaen idaap. ee Weil, M Shoe Co. ...... 194, 202 
Saco Moc Shoe Co. .........- ote 53 kB Shoe Mfg. Co. .......- ea 
Sanitary uipment Mfg. Co. ..... 187 Whiteford Paper Co. ........++>» ad €5 
Schenk, A. Orthopedic Lab. .... 193 Winth Shoe Company .....- co -asee 
Servus Rubber Co. ...........-. ° 52 X-Ray Fitter Co. .........++. 355 
Seton Leather Co. .......-++++0% 95° Yankee Shoemakers .........«+++++ oo 
Pe ED. GR, Sse cc etdessuesee 190 Ziegel Eisman Co. .......+-«+++-+ 66 
203 





Eyelets That Measure Up with Micrometer Precision 


United eyelets are produced with “engineered” accuracy. This means that each 
dimension is duplicated in each successive eyelet. This uniformity and reliability 
of product permits a steady rate of production at the eyeleting operation. 


UNITED SHOE MACHINERY CORPORATION 
BOSTON, MASSACHUSETTS 
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. Vhe ‘Commands 











We C4; 
The Clyde 
Style 824 Style 2327 
mported Brown Scotch Grain Brown Scotch Grain 


HEAVYWEIGHT Sole 


HEAVYWEIGHT Sole 
Leather Heel 


“see2%" 


Because you Need Fine Shoes... 


Nunn-Bush strives earnestly to build Nunn-Bush 
Shoes better than anyone has ever made shoes before 

. not so Nunn- Bush Shoes might triumph over 
others, but because men meed shoes made berter. 
By encouraging in Nunn-Bush workers the instinct 
which impels men to do things right, Nunn-Bush 
Shoes have become one of the world’s most satisfying 
products. Are you enjoying Ankle- Fashioning — 
its greater comfort and added miles of smartness? 






The Clyde 
Style 868 
Imported Brown Scotch Grain 
HEAVYWEIGHT Sole 
Leather Heel 





See Your Local Nann-Bash Merchant 
NUNN-BUSH SHOE COMPANY - Manufacturers * MILWAUKEE 1, WISCONSIN 
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What a wonder “u send d-o7 fl be 


Stride-Rite Shoes are as important a part of this picture 


Telli 
é Ing as the well-packed lunch box. Not just at ‘“‘back to school” time, but 





all year ’round! And there’s only one way to be sure 


three rapidly growing little feet are wearing the correct shoe size, 
my) io 
million 
Stride-Rite Shoes are expertly 
patents built on tested lasts, 


of the finest materials. 


that A complete range of sizes 


and widths assures 


and that’s by constant check-ups! 


your child perfect fit 


frequent real foot protection! 
check-ups Let your skilled 


Stride-Rite dealer 


on fit make a frequent 


check of your 
child’s shoe size... 


ate pienaaieee. guensiets tuna 
important 
fo 
growing 
feet 


wait for seasons! 


GREEN SHOE MFG. CO., BOSTON, MASS. 








